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\) NAME SET 926 7 Three Dollars a Year 


Wale 


Founded 1855 
Gives your Sand Paper Stock a Square Deal at last./ 


“Rail Sta” 


The PIONEER, 


zn the NEW WAY 
of Facking and Selling solid 


not a 


SANDPAPER folding box 
Hardware Jobbers and Retailers will never for- The Stock 


get that, in February, 1925, we introduced the 
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Size 
914x11x1' in. 























Counter Display Case—and in January, 1926—the Occu- 
UNIT BOX, thereby solving the century-long prob- pies but little 
lem of stocking and selling this much-neglected shelf room. 
but highly profitable hardware staple. Order com- 


Raft 
Ruff | No- 
Ruff | No-00 
0 | 


i plete line of 
Sales Multiply grits — sev- 
For every merchant—wholesale or retail—who eral boxes of 


adopts the new-and-better system. each of the 
popular 


















No More Spoilage Losses! Aelag ee 
For each grit is packed in its own covered heavy ay ares Sheets to the Box 
cardboard box, where it stays flat and clean. ‘ No. 00—100 No. 112—50 
No. O—100 No. 2 —850 






Buy Ruff-Stuff By the Unit Box No. is | Ne 3 es 
Not by the ream, quire or dozen sheets. (See 
table in next column.) Give it a small section of 
shelving—and refill your Counter Display Case The 
daily from box stocks. 


Order from your Jobber Display 


If he does not carry the new Unit Box Ruff-Stuff 



































Goods, write us for name of some other nearby ase 
jobber who does. 
souk forget the Ruff-Stuff Display Case when Eight pockets—hold 
ou oraer. 
y 480 = sheets — each 
grit in its own Rutt-Stuit¢ 
ausaw Abrasives O pocket. Will double “ipa 
e he ortts are sha 
> id e or triple your sand- The surface is saiform 
) Stoudh 
Wausau WisConsin paper sales. 
Branch Houses WAUSAU ABRASIVES CO. 
Chicago—-612 West Adams St. Cleveland—1235 St. Clair Ave. 
St. Louis—2110 Pine St. New York City—-45 Warren St. ORIGINATORS of the new method of packing and displaying 
Philadelphia—154 N. 7th Street sandpaper—the Counter Display Case—the Unit Package and 
Los Angeles—Sprake Sales Co., American Bank Bldg. the Decimal Count—a method that rescues sandpaper from dark 
San Francisco—Sprake Sales Co., Postal Telegraph Bldg. cubby holes, stops spoilage losses and multiplies sales. 









Portland, Ore.—Sprake Sales Co., 53 Fourth St 
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Advertising Index, Page 114 Editorial Index, Page 25 
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The Amazing Success of Favorite Thermal 
Ranges, now in quantity production, results in 


Thermal Success 
Unparalleled 


HE unusually striking 

beauty of design, with 

rounded corners, fiush 

front, concealed bolts and 

hinges—the amazing op- 

erating efficiency of the 

Thermal insulated oven, 

which heats to 500 degrees 

in 9 minutes, maintaining 

any desired temperature 

with the gas out half the 

; time—the elimination of 

. evaporation in cooking— 

the speed, the accuracy— 

the expansion oven—these 

and other features have 

swept Favorite Thermal 

Ranges into popular favor. 

This popularity can now 

be capitalized toeven great- 

er extent. Low prices and 

Thermal success make a 

double-fisted sales feature 

that will drive volume to 
its greatest height. 


I ¢ GUARAN?. 
: qocmmcene, » 
wy “I 





Favorite Stove & Range Co. 
Thermal Range Division 
Please send full information about 
Favorite Thermal Ranges, the plans back 
of them and the new low prices. 


Signed 
Address 
City 
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New Low Prices / 


HE ever increasing demand for Favorite 
Thermal Ranges on the part of the public 
and merchants everywhere has enabled us 
to first double, then triple, our facilities and 
production. The result is quantity production 
on these super gas ranges, which makes possible 
new low prices. | 


The increase in value offered in Favorite Thermal 
Ranges will mean a tremendous increase in sales, 
and therefore, an exceptional opportunity for 
unusual profits from your stove department. 

Favorite Thermal Ranges have no competition 
and this feature alone has been a vital factor in 
accomplishing their remarkable success. 


You will want the full facts about Favorite 
Thermal Ranges, the merchandising plans, and 
the new low prices. Use the coupon. 








Stoves GS Ranges 


Gas ~ Coal~ Oil- Combination 
cMade in Piqua, Ohio. 








Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 
Bntered os second class matter Moy 22, 1913, ot the Post Office at New York, under the Act ef March 3, 1879. (Printed in U. 8. 4.) 














April 15, 1926 


BIG SAW BUSINESS 
IN NEW MARKET 


Educating Mr. Average 

Man About Saws for 
Special Work Brings 
Dealers Big Returns 








YOU CAN BOOST SALES 


Have you a mailing list? If you 
have, here’s a plan whereby you can 
increase your saw sales. If you haven’t, 
start a list now. Get a tax-payer’s list; 
a list of farmers; add your customer list 
to it and you have a start. 

We’ve prepared a sales letter (given 
below) which you can clip out of this 
page and have duplicated on your 
letterhead. 

It is designed to educate the average 
man about the saws for different uses 
that you have for sale. 

A lot of men need a rip saw, a hack 
saw, a back saw, etc., but they don’t 
buy them largely because they don’t 
know about them. 

Here’s a market that is practically 
untouched .. . a profitable market, 
too. Youcan sell many saws for special 
uses by showing them, talking about 
them. Educate men in their uses. 
Start by mailing the following letter 
even if you only send it to twenty men. 


Clip It and Mail It 





Dear Sir: 


Even if you only do an 
occasional task around home 
with tools, you want to make 
a neat—looking job of it. 


Have you ever looked at the 
finished job of a carpenter 
and wondered why yours didn't 
look like that? 


Skill and experience, of 
course. But the carpenter 
has more than that—— 


He has the right tools. 


And you ought to have them. 
Not a complete kit, possibly— 
but at least some of the more 
essential ones. 


Saws, for instance. You 
probably have one cross-cut 
saw when you ought to have 
these also: 


1 rip saw for cutting with 
the grain 

1 back saw for fine cutting 
in accurate work 

1 hack saw for cutting metal 


1 compass saw for cutting 
holes or curves in wood 


With these you are equipped 
for most sawing that comes 
along——and you'll do work you 
can be proud of. 


Come in some day soon and 
let us show you these saws, 
and any other tools you'd 
like to see. No obligation, 
of course. 


Yours truly, 





HARDWARE AGE 
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Disston 25- Year Club Idea 
Continues to Get New Recruits 





What is the Disston 25-Year Club? 


It is an organization which a number 
of dealers have suggested that we form. 
It will be comprised of hardware stores 
which have sold Disston Saws for 
twenty-five years or more. 


Who are eligible to join? 


Disston Saws for a quarter century are 
eligible. The individuals now operat- 
ing the store need not have had the 
twenty-five years’ experience. It’s the 
store that joins the Club—each store 
having some individual to represent 
it in the Club’s activities. 


What are the obligations? 


There are none. No dues. No ex- 
penses of any kind. Just send in your 
application stating how long your store 
has been selling Disston Saws. 


Each member will receive a hand- 


ship. On it there will be a gold star for 
every ten years they’ve handled our 
saws; and a silver star for an additional 
five years. If you have fifty-five years 
to your credit, your certificate will 
contain five gold stars and a silver 
one. We are indebted to J. Russell & 
Co., Holyoke, Mass., for the ‘‘star’’ 
suggestion. 





Hardware stores which have dealt in | 


Any Store Selling Disston Saws for 25 
Years is Eligible to Membership. 
Not Necessary for Present Owner to be 
in Business that Long 





somely framed certificate of member- | 





Dealers everywhere are joining. 
Send in your store’s application. We’ve 
some interesting plans for the Club 
after it gets properly organized. 





MR. JNO. R. PENDER, 
of Pender Hdwe. Co., Tarboro, N. C. 


Mr. Pender says: “I am very much 
pleased with the idea of becoming a 
charter member of the Disston 25-Year 
Club. Disston goods have no better 
friend than myself.”’ 











MOULDED HANDLE 





_MAKES MANY FRIENDS 


The Disston D-18 Saw with the Diss- 
tonite Handle (the new moulded handle 
developed for Disston Saws) has met 
with the approval of saw users every- 
where. 

Especially on hard jobs where a saw 
gets rough treatment this new handle 
is becoming a favorite. 

Here are the comments of some users: 

“It stands the abuse a saw gets 
around buildings.” 

“It fell from a scaffold. When we 
picked it up you could not even see 
where it struck.” 

“It is the most durable saw for build- 
ing operations that I have ever seen.”’ 





Disston D-18 Saw with the 
Disstonite Handle -—a new 
Disston invention. 


Have you tried selling the D-18 Saw 
to the carpenters you know? You can 
do it because it is new and different— 
something they haven’t got. Ask your 
jobber to supply you. 











‘Soft’? Hand Saw 
Cuts 1'/2" Shafting 


Recently a carpenter brought a saw 
to our factory. ‘“‘It’s soft,’’ he said. 


He was taken out into the factory 
where a Disston workman was instruc- 
ted to put the saw in condition and to 
set it to cut metal—not wood. 


When this was done the foreman took 
that “soft” saw and cut through a 
piece of 14 inch shafting while the owner 
looked on in amazement. 


“Is that my saw?”’ he asked, although 
it had never been out of his sight. 
“Give it back tome. I don’t want any 
new one.”’ The saw was then properly 
set to cut wood and returned to him. 


That’s the way with many com- 
plaints. Abuse by the owner causes the 
saw to fall down. That man had set 
the teeth too far down. He had crimp- 
ed the blade and spoiled its stiffness. 


When you sell a Disston—point to 
our offer printed on the saw bag to send 
free a copy of our Saw, Tool, and File 
Book. It shows how to care for Saws. 
This information makes satisfied users 
and forestalls unjustified complaints. 


Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,’”’ PHILADELPHIA, U.S. A. 
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The Best Known 


PERFECT 
and Known as 


TEMPER THE BEST 


“Perfect” Nail Hammer 








“Flint Edge” Half Hatchet 





A CONSISTENT HIGH DEGREE OF QUALITY HAS WON FOR 
KELLY THE GREATEST AXE PREFERENCE IN THE WORLD. 
KELLY TOOLS ALSO HAVE THE SAME HIGH QUALITY. 





THEY STAY SOLD 


AXES—HATCHETS—HAMMERS — BROAD AXES—ADZES-—-BUSH HOOKS 
SCYTHES — PICKS — MATTOCKS — GRUB HOES — GRASS HOOKS 


Kelly Axe & Tool Co., Inc. Charleston, W. Va., U. S. A. 
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OSBORN 


Decisively Cuts 


WIRE SCRATCH 
BRUSH PRICES 


Announcement Brings 
Nation-Wide Response 


You can now buy genuine Osborn trade-marked Scratch 


Brushes at prices heretofore unthought of even in our own 
organization. (The lowest prices since 1918.) 

These Osborn Scratch Brushes surpass in quality, work- 
manship and in dollar for dollar built-in value any branded 
or unbranded line on the market. 

Osborn, long the largest maker of scratch brushes, 


passed on the benefit of large production and manufac- 
turing economies and offers the best, backed by its name 


and trade mark, at the lowest possible price. 

Present and prospective Osborn customers will accept 
this move as further indication of Osborn’s definite inten- 
tion to build its business through serving the public and 
trade. 

Every Number Greatly Reduced 





Present Price New Price 
Number (To the retail trade) (To the retail trade) Reduction 
1777 $3.10 Per Doz. $2.17 Per Doz. 30% 
1778 3.80 2.92 23% 
1779 = 4.34 “ ” 20% 
1780 eee 67 2.98 “ - 27% 
1781 —* * —- ”* 24% 
1784 —- * Se 2 O% 
1807 — — ™ 24% 
177 —.- * 5.20 “ 3 12% 
188 —- = —.-hCU 25% 
Asst.G 6.20 Each 4.81 Each 22% 
Asst. K 490 “ 345 “ 30% 


Order from any Osborn Distributor or from any wholesaler 
or direct from Cleveland. 


Note—These prices are prices to the retailer f. o. b. Cleveland. 
Wholesalers write to us for wholesale prices. 


Ti OSBORN MANUFACTURING LOMPANY 


5401 Hamilton Avenue Cleveland, Ohio 





YOUR MONEY BUYS MORE WHEN YOU BUY AT THE STORE 








Every genuine Osborn ohn ae 
Brush bears this mark 


s 


1779—Wire Scratch Brush. Made with curved 
back. For removing paint, varnish and rust. 











1781—Standard Shoe Handle Wire Brush for 
household, auto or factory use. 





1777—Steel Wire Scratch Brush. A nurre:: 
brush for general use. 





1780—Wire Scratch Brush. Straight back 
brush with extra long wires for general use. 





of 12 fast selling wire scratch brushes in ate 
tractive counter box. 





} Assortment ‘‘K’’—Containinge an assortment 
| 
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Ask the 
eS 


STAR HACK SAW 
BLADES 








Mechanics of the old-school 
have known the cutting quall- 
ties of the Star Hack Saw blade 
tor over forty years. 


Clemson Bros., Inc., introduced the famous all hard Star 
blade in 1883 which has been a reliable cutting source 
ever since. Today they offer the Star Special Flexible 
blade as an equal achievement with unbreakable quah- 
ties combined with the cutting efficiency that has made 


these blades famous. 


Let us send you samples of the blade Free 


Makers Since 1 883 


ir) STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 








x 
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Dexter Double Tub, Model 
20-E—2 complete washing tubs 
— double capacity, double 
speed. double value. 





Double Tub all-metal washer, 
Model A-35-E—heavy copper 
tubs, cast aluminum lids, su- 
per-efficient aluminum agula- 
tor, satin-finish aluminum 
wringer. 





Dexter Model 9-E—a compact 
single tub model with folding 
steel shelf for rinse tub or bas- 
ket—long a favorite among 
erter single tubs. 





~a complele sine 


HE dealer who handles the Dexter line 

doesn’t have to “shop around” for a variety 
of types and models to meet the requirements 
of his trade, because he can get them all from 
this one source—double or single tub models, 
wood or metal tub construction, open or cabinet 
types, dolly or oscillator washing principle, elec- 
tric, belt drive, water motor or hand power. 





There is a distinct economy to you in buying 
from one source, in the centering of responsi- 
bility for your requirements and your satis- 
faction, in the economy of shipping, billing and 
clerical work. 


Let us tell you about the liberal Dexter dealer plan. 


Warehouses at 
Columbus; Harrisburg; Rochester, N. Y. and Peoria, III. 


THE DEXTER COMPANY 
FAIRFIELD, IOWA 





> 


Oscillator cabinet type washer, 


All-metal washer, Model A-5-E 

— heavy corrugated copper tub, Model 4-E-A — an exceptionally 

aluminum lid and agulator, handsome and practical machine, 

metal wriager with right-hand mechanically simple, one of the few 

control and instant safety re- washers of this type equipped with 
right band wringerend tub controls 


lease. 
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HIS display panel will sell holders for you. Placed 
with your automobile accessories and displayed in 
your window from time to time, it will attract the atten- 
tion of the auto owner. 


Size: Height 3814 inches, width 34 inches. 


Construction: Substantially built of heavy gauge metal. Bril- 
liantly lithographed in 7 colors, heavy wire easel support. 


Packing: Each display is individually crated and weighs 15 lbs. 
The door holders are packed separately. 


HOW TO GET THIS DISPLAY PANEL: One of these effective 
displays will be given with each initial order of six pairs of No. 1774 
Stanley Garage Door Holders. Write today for description of the 
complete Stanley Line and prices. 


THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco . Los Angeles Seattle 





Most garage owners are prospects 
for this economical Door Holder 





Most garage owners are prospects 
for this economicai holder. You 
can reach these prospects by using 
our door holder circular No. B 15. 
Furnished free. Your name can be 
imprinted on the cover. How 
many can you use? 























STANLEY HARDWARE 
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It Is Easy to Sell Pexto Screw Drivers 


Cy= Pexto No. 3 Solbar Screw Driver, illustrated 
f above, is of solid steel construction, the bar extend- 
ing its entire length. The wood handle is fluted and fits 
the hand perfectly, giving a positive continuous grip. 





The Pexto line consists of styles for the electrician, car- 
penter, cabinet maker, machinist and the handy man 
around the house. 


Our dealer helps consisting of window cards, display 
fixtures and booklets will help increase your sales. .- 


Write for Tool Catalog 


CEXTO 


Worth While Tools 





THE PECK, STOW & WILCOX COMPANY 


Southington, Conn., U.S. A. 
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Machine Screws 
Stove Bolts 
Tire Bolts 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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De Laval Milker SalesIn- | ! serpent nape inanemaae 
creasing Rapidly — An Lee men 
Unusual Opportunity 
for Farm Equipment 1 rari 
Dealers Ee 


HE day of hand milking is rapidly passing and De Laval Milk- 

ing is taking its place. At last this most detested of farm jobs 
is being put on a machine basis— and most successfully, too. 
De Laval never made a product which gives greater satisfaction. 








VACUUM CONTROLLER 





















N? 37 
PULSO PUMP 


From Coast to Coast, and in foreign countries as well, dairy- ; , . 
men are talking De Laval Milkers and generally conceding their Senior Milker Outfits 
superiority over any other method of milking. For 15 to 50 cows 


Naturally this great interest is being reflected in rapidly in- 
creasing sales. Many dealers are finding the sale of De Laval 
Milkers highly profitable and satisfactory. PULSO-RELAY 


If there are any herds of five or more cows in your community, 
you have prospective buyers; and if you haven’t already done 
so, now is the time to start selling them. 


Why not get in touch with us concerning the sale of De Laval 
Milkers? You will find them as easy to sell as De Laval Sepa- 
rators, and it is only a question of time before they will be as 


fl PULSATION COCKS 






VACUUM 
CONTROLLE 


1} VACUUM COCKS 





1} PIPE CLAMPS 











SENIOR TRAP 


~ft-—— EXHAUST PIPE 
.2 MILKER UNITS 








A ° ~ ° }——— PULSATION PIPE 
widely used. Both make a very desirable and profitable line for olsitiiiees 
aggressive dealers. ha 

N° 43 
( PULSO PUMP 


THE DE LAVAL SEPARATOR COMPANY 


New York Chicago San Francisco 
165 Broadway 600 Jackson Blvd. 61 Beale St. 
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You Can Make Money 


MANSFIELD 
TIRES 
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The lines of Merchandise we distribute to our Dealers are always 
very carefully weighed in the balance for Quality and Satisfaction. 


Before taking on the Complete Mansfield Line, we sold thousands 
of dollars worth of Mansfield Truck and Bus Tires—which gave such 
remarkable service and satisfaction that we decided to put in the full 
line of Truck, Bus, and all types of Passenger Car Tires. We carry 
a large stock and can always give you real tire service. 


Mansfield Tires are well known throughout the country—are ex- 
tensively advertised, and are easy to sell. There has never been a 
poor tire or a bad reputation to live down. Honest goods and hon- 
orable policies have characterized Mansfield Tires from the beginning. 


We heartily recommend Mansfield Tires to you as one of the Best 
Lines on the market for building up a real, profitable business. Let 
us give you full details of the Mansfield Selling Plans. 


THE GEO. WORTHINGTON CO. 


CLEVELAND, OHIO 





i 
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HE NATIONAL ORANGE SHOW is the big 
event in the most highly competitive 
washer territory in the VU. S. 


But more important than the official commen- 
dation of experts is the consistent habit the 
YORTEX has for winning competitive. demon- 
strations in the home. 





Women feel thoroly at ease with the VORTEX— 
it represents simple easy washing to them 
instead of gorgeously complicated machinery. 


George and “Al’’ Haag in 16 years have learned 
to make washers trouble free. 


Let us tell you how to turn Haag washers into 
real profits. 


HAAG BROS. CO. - Peoria, [Il. 


eee is 


a 
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oe mses rot NUMBERS 
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Packed 50 in an \anal! an 

attractive coun- 

ter display box. LETTERS 
Each of your customers is a legitimate 
prospect for new house numbers. He 
will thank you for calling his attention 
to the Premax Line and be satisfied . 
with his purchase. You make a good 
profit. 
These numbers are cleanly stamped 
from polished brass or aluminum, good . 
looking, easily read, and long lasting. 

The Popular Much better than those which usually 
DeLuxe Design sell for such a moderate price. The new Hycaste 
Put this display box or our Houseful a 
Assortment shown below on your coun- 
ter and let them begin to work for you. 
Write for full description and prices. 
Niagara Metal Stamping Corp. 
Dept. 12, | Niagara Falls, N. Y. 












Also manufacturers of: Premax 
Midget, Single Six and Handy 
Eight Wrench Sets; Premax Steel 
Tent Stakes; Premax Hame Fast- 
eners; Dodson All-steel Hame 
Strap. 


A complete House Number 
Department. Metal box con- 
taining 100 each of two to 
four different popular de- 
signs. Many assortments to 
select from shown in Bulle- 


tin G. 
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DIETZ LANTERNS 


Eiakr Best Emergency Lights 
Sf 8 %r Cty end Suburban Use 
























Wish I Had A Lantern!” 


Heo” often city or suburban 

dwellers echo that wish when 
electric lights fail or in cases of sudden 
emergency when a dependable, port- 
able light is needed in-a hurry. 





When the fuse 
blows out 















A good Dietz Lantern should be in 
every home, so why not feature Dietz 
Lanterns occasionally as EMERGENCY 
LIGHTS? You'll find it profitable! 


We have an attractive Dietz Lantern 
Window Display that is free and yours for 
the asking. 





When the commuter 
works overtime R. E. DIETZ COMPANY 
| NEW YORK 





Largest Makers of Lanterns in the World—Founded 1840 et 
Outfit Distributed Exclusively Through the Jobbing Trade 




















When the car 
gets mired 
When pedestrians “ 
need warning = 
Mehinw teehane | a 
work overtime . LANTERNS / 
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THE MANAGEMENT IS THE COMPANY 


The General Manager of the company that makes the fans you sell is an 
important man to you. What he does and the way he does it mean much 
to your cash register. 

W. C. Ward is General Manager of Peerless. 

In the fan and motor business for years, Mr. W. C. Ward knows the de- 
tails of fan and motor manufacture forward and backward. 

Charged with the upholding of Peerless high quality, the coordination of 
the various departments and functions composing the company, and the gen- 
eral supervision of all the work, Mr. Ward is an important co-worker of 
Peerless dealers. 

The sustained high quality of Peerless Fans has meant much profit and 
good-will to Peerless dealers. 

The exclusive Air Blast Blade that creates a strong, even velocity of air 
across the entire face of the fan—the gimbal, or oscillating bearing, fitted with 
ball bearings to insure easy, quiet operation—the simple clutch in the oscillat- 
ing mechanism which automatically releases if the oscillating movement is 
obstructed—the three speed switch—the Peerless guarantee—all help you sell 
Peerless fans and keep the good-will of those you have sold to. 

Get in touch with Peerless and arrange to be all set for fan season when 
it comes. 


THE PEERLESS ELECTRIC CO. WARES. 


Do You Do Business with Men or an Institution? 
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OIL STOVES 
BURNERS — 
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ow to Sell More Lorain 


IGHTY-SEVEN per cent of the people purchase by the attraction of sight 

—merchandise in windows, on counters and in show-cases which has 

; previously been brought to their attention by advertising or demonstra- 

tion. This fact was disclosed in an investigation ‘covering several thousand 

customers of a large department store. It is therefore obvious that the cor- 

rect display of merchandise is one of the most important forms of retail 
selling. 


Manufacturers who advertise nationally and therefore have large distribution 
cannot tell the public through advertisements where their merchandise can be 
purchased. This must be done by the dealer if he hopes to ‘‘cash in’’ on the 
manufacturers’ advertising. And window displays and newspaper advertising 
are the two best ways to do it. 


The window-display shows passers-by the kind and quality of the goods sold. 
An attractive window gets attention and causes people to enter the store to in- 


vestigate and buy. 


Dealers who sell Lorain Burner Oil Cook Stoves can obtain free of charge a very 
attractive window-trim that can be put in position quickly and easily. This 
window-trim draws attention to the window where it points out the unique 


features and advantages of the Lorain Burner. 


Every Lorain Dealer should use this window-trim several times during the 
‘*neak’’ of the oil stove buying-season. It will cause many people to stop, look, 
and come in to listen. 
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| Burner Oil Cook Stoves 


customer immediate and personal attention. Yet customers never 
resent a short wait if they find merchandise to interest them. 


If merchants could only guess what other articles had attracted the attention 
of waiting customers, and could lead them to those articles and tell them the 
merits of the merchandise, sales could easily be doubled. 


To overcome, in part, the merchant’s loss due to this incurable condition, Amer- 
ican Stove Company fastens to the back-shelf of every Lorain Burner Oil Cook 
Stove a piece of cardboard on which is printed a brief summary of the many 


advantages of the Lorain High Speed Oil Burner. 

This ‘‘Self-Selling Label’’ holds the attention of customers until it is read, and 
is unconsciously appreciated because it shortens the period of idle waiting. 
It also serves as a reminder to the salesman when he is bringing the important 
features of the Burner to the customer’s attention. Moreover, the ‘‘Label’’ 
has sold many a Lorain Burner Oil Cook Stove with little or no assistance 


on the part of the salesman. 
You’ll find a reproduction of the Self-Selling Label on the following page. Read it. 


Many Famous Makes of Oil Cook Stoves are now Equipped with Lorain High Speed Oil Burners including: 


N* RETAIL store can afford a sales-force of sufficient size to give each 


NEW PROCESS CLARK JEWEL 
New Process Stove Co. Div., Cleveland, O. George M. Clark & Company Div., Chicago, III. 
QUICK MEAL DANGLER 
Dangler Stove Co. Div., Cleveland, O. 


Quick Meal Stove Company Div., St. Louis, Mo. 
DIRECT ACTION 


National Stove Co. Div., Lorain, O. 
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THE FAMOUS 


LORAIN 


High Speed Oil Burner 


High Speed Flame STRIKES THE KETTLE 
—QOuick, Intense Heat. 


One Size Fire for Starting and Cooking 
—No Watching. 


Small Wick — Uses less Oil— Burns more 
Hours. 


Snug-Fitting Wick Keeps Dirt out of Oil 
Chamber. | 


Burner-top removable — Easy to Rewick 
—Easy to Clean. 


Inner Combustion Tube ““Vesuvius”’ Metal 
—Guaranteed for 10 Years. 


The Original “High Speed”’ Burner in use 
for years. 


Advertised in Leading Magazines. 
Ask the Salesman. 





















































1926 
This is an exact reproduction of the Self-Selling Label that is bolted on the Splash-back of all 
Lorain High Speed Oil Burner Cook Stoves. The size of the Label is 8Yo"’ x 13". See inside pages. 


AMERICAN STOVE COMPANY 
ST. LOUIS, MO. 
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A Thought for the Hardware Dealer 
Who Takes His Tire Business Seriously 


O the hardware dealer who has realized that the tire 
department can be made one of the most profitable 
ends of his business, these facts about Hartford Tires are 


worth his consideration. 

Hartford Tires have been giving exceptional service for 
over 27 years. 

They are made of finest materials, in the most up-to-date 
factories, under the latest, improved methods of tire building. 

Hartford Tires are carried by the leading hardware job- 
bers of the country who are convinced of their dependable, 
uniform quality. 

These jobbers provide an efficient and economical means 
of distribution. 

The Hartford Line is a complete line. There is a Hartford 
Tire for every requirement today. 


Because of the great resources at the manufacturer’s 
command, economical manufacture and distribution, Hart- 
ford Tires can be sold at prices that compare favorably 
with those with which the dealer has to compete. 














HARTFORD ‘“‘H” 
TREAD CLINCHER 
CORDS 


HARTFORD 
BALLOON CORDS 


HARTFORD 
HEAVY SERVICE HARTFORD CORDS 
CORDS (FULL PRESSURE) 
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HARTFORD RUBBER WORKS CoO. 






HARTFORD 
TIRES 






1790 Broadway New York City 
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MR. HAPPY 
MAN 
SAYS: 


“Publicity can exalt a 
trademarked brand to 
a certain degree of popular 
confidence and approval, but 
the inherent value must be in 
the goods, and the thinking, 
reasoning, analyzing carpenter 
who does most of the thinking 
for the fellows who work with 
him has ascertained that he al- 
ways gets the true measure of 
the real worth of a saw 




























When he Buys an ATKINS” 
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Atkins Always Ahead SER STE 


Let Those Who Can é 
Follow SA’ a 
\ 


Ask for four reasons Why 
Atkins Saws are THE Saws 
to Sell. 


E.C.ATKINS & CO. | 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 


Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 


i 
Atianta — San Francisco 
Memphis N York Cit Seattle 
Chicago Porti ~ y Paris. France 
Minneapolis rtland,Ore. = Vancouver, B.C. 
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Worth While 
Information 


In this issue of HARDWARE AGE you 
will find another installment of the 
series of Tool Articles by Don 
Thatcher, in which he discusses some 
pertinent and interesting facts based 
on long years of observation as a tool 
salesman. 

In the sale of auto accessories, radio 
and electrical merchandise, the hard- 
ware merchant is confronted with 
many problems, the most outstanding 
of which is competition. HARDWARE 
AGE, ever ready to aid you in better 
merchandising, announces in this is- 
sue three articles, descriptive of the 
merchandising methods of widely sep- 
arated merchants. 

These should prove of material as- 
sistance in the profitable display and 
sale of hardware and kindred lines. 


What Readers Say 
About Us 


“Please in the future send HARDWARE 
AGE as personal mail to the writer’s resi- 
dence as I do not want to miss a copy.” 

(Signed) W. G. MEREDITH. 
New York City. 


“HARDWARE AGE is a splendid publica- 
tion and I would not be without it.” 
(Signed) H. ROSS POEHLMAN, 
Windsor, Ont. 


‘We have been reading HARDWARE AGE 
for many years and have found it a source 
of valuable information regarding the 
present markets, and in forecasting the 
future trend. We have frequently acted 
upon your suggestions and have only to 
say that in each instance it has been to 
our advantage.” 

(Signed) ROBERTS & GREEN, 
Centralia, Mo. 
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There is not a handed 


item in the entire line of 





McKinney Forged Iron 
Hardware. And in addition each 
piece is accurately gauged for ap- 
plication —designed to make 
scheduling easy—conforms to 


standard lock dimensions 


Forge Division 


McKINNEY MANUFACTURING Co. 
PITTSBURGH PENNSYLVANIA 


McKINNEY 
FORGED IRON 
HARDWARE 





McKinney Products include: Wrought Steel and Bronze Butt-Hinges—Strap and Tee Hinges 
—Forged Iron Hardware—Garage Door Hardware, including Complete Sets— Door Hang- 
ers and Track—Door Bolts and Latches—Sash and Screen Hardware—Shelf Brackets. 
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Put That 
Basement 
Stairway 


Up Front 
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BY LLEW S. SOULE 


HE wholesaler has been coming in for a lot of unfavorable comment re- 
cently on the grounds that he sells to the retailers cumstomers; there is 
also some complaint to the effect that he sells to the grocer, the druggist and 
other legitimate merchants hardware items which the grocer or druggist make 
no claims to stocking or handling. Instances are cited where such merchants 
are allowed to buy gas ranges, washing machines, vacuum cleaners, radio sets 
and similar items at wholesale prices, although they do not carry such items 
in stock, and have no intention of carrying them. 
Undoubtedly there is merit in the criticisms. The retail hardware mer- 
chant has a right to expect his wholesaler to give him reasonable protection 
in hardware items; he certainly has every reason to expect that the wholesaler 
will confine his sales to those who are entitled to buy at wholesale prices 

But—are the retail merchants’ skirts entirely clean in the matter? 

We know of an instance where a retail hardware merchant bought a set 
of ficld glasses for a customer and turned them over at practically the whole- 
sale cost. “Merely a favor to a customer,” he said. 

Another hardware man partly furnished his home with articles which he 
induced a furniture jobber to sell him at wholesale. Also he bought numerous 
pieces of furniture for friends and relatives. 

This same merchant gave one of his friends an order on a wholesaler which 
read as follows: “Please give Mr. Blank whatever he wants and charge to 
our account. The friend bought over $200 worth of items not carried by 
that merchant. He paid practically the wholesale price for the lot. 

Certainly, it's wrong for the wholesaler to sell goods to your customer. 
It's also wrong for him to sell hardware items to grocers and other merchants 
who do not carry those items in stock. 

But—It is equally wrong for the hardware merchant to buy non-hardware 
items at wholesale, for his own use and for his friends. It's almost criminal 
to give a customer a blank requisition on a jobber and charge him wholesale 
prices. 

Let's clean house first. 
conscience. 


Then we can lambaste the other fellow with a clear 


ECENTLY we received a letter from a good friend not in the hardware 
business. In it he requested us to say a good word to our readers about 
making it easy and convenient for customers to buy. 

He said ‘Last week I was in a hardware store; one that was clean, bright 
and up to date in every way. Down in the basement they had a fine sales- 
room with an excellent stock of goods, but unfortunately the stairway to the 
basement was at the back of the store. You had to walk the whole length of 
the store and then down the stairs. And paint, of all things, was downstairs 
at this time of year. If we must have basements for display and sale purposes, 
please urge your readers to have the stairways up front, to make it easy for 
people like me to see and buy. Folks do like to shop around and look, so why 
not make it convenient for them to do so in hardware stores. | 

Our friend is right. We cannot expect to display our goods for sale in 
the basement, and then hide the stairway. The basement, well arranged, is 
an ideal place to show and sell certain lines such as housefurnishings, etc 
When used for that purpose, however, the stairway leading to it should un- 
doubtedly be up front, should be wide and easy of ascent or descent, and should 
carry a special invitation to the trading public. 

Modern merchandising is not a game of hide and seek. 
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Here’s a good window display idea by Kenneth Levegood, window decorator for Barker, Rose & Clinton Co. 


Bringing an Electric Servant 
to the Housewife 


the farmer’s wife. She has more chores to do 

than her city sister. On a farm the woman often 
tends the chickens, works her garden, bakes her 
bread, cooks for a large family, and has one very 
busy day six times each week. Therefore she is an 
outstanding prospect for electrical home-labor saving 
devices which includes electric refrigeration, washers, 
vacuum cleaners, toasters, irons, ironers, waffle irons, 
coffee percolators, and the many sundries such as 
two-way plugs, receptacles, sockets, bulbs, switches, 
extra cables, lamps and fuses. This summarizes an 
opinion recently offered by Roy Terwilliger, display 
manager, for Barker, Rose and Clinton Co., Elmira, 
N. Y., when we were talking with him regarding the 
sale of electrical appliances. 


SS ne fs time and labor offers a vital appeal to 





Bulb and electrical sundries window display used by Wait 

Hardware Co., Worcester, Mass. John B. Warner trimmed 

this display and made a good job of it. Reports of its 
pulling power were very encouraging 


As Mr. Terwilliger says, the farmers have had a 
good year, electricity is becoming more common in 
rural districts, and the farmer’s wife has a genuine 
need for appliances. This New York firm has found 
it desirable and profitable to have specialty men call 
on the farmers and on their wives. They call during 
the day and find the woman of the house laboriously 
doing some task which could be easily handled by an 
electric servant. The time is ripe for sales talk and 
these specialty men have found this a good avenue 
of sales. 

In talking to the farm or city-folks it is the policy 
of this store to have its representatives avoid any 
references to technical points. It has been definitely 
established that the majority of customers do not un- 
derstand or wish to understand, how or why any device 
works. They want quality merchandise, backed up 
by the firm of Barker, Rose & Clinton and assume 
correctly that the firm’s buyer will do the necessary 
investigating before offering any electrical lines for 
sale. 

Avoiding Technicalities 


Avoiding technical descriptions enables the sales- 
man to demonstrate how to use the particular appli- 
ance, how to connect it, turn it on or off and how to 
obtain maximum efficiency from the investment. 

The outside specialty men working on commissions 
have been a success on the house-to-house basis. 
Barker, Rose & Clinton did not wish to lose sales to 
outside peddlers so they organized an outside sales- 
force of eight men. Three sell vacuum cleaners and 
five sell washers. When they haven’t a definite list 
of prospects to work on, these men ring doorbells, but 
they, of course, carry the weight and prestige of a 
reliable Elmira business house and usually receive 
courteous attention. Wherever possible the outside men 
demonstrate in the prospect’s home with the pros- 
pect’s average working conditions. Such demonstra- 
tions are much more convincing, in fact, with cleaners 
you can allow the prospect to clean her own rugs, with 
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This 18 the double booth used by Barker, Rose & Clinton Co. at the recent exposition of the Electrical League of Elmira. 


washers you can wash some of her clothes. She can- at the local Armory, Barker, Rose & Clinton Co. was 
not fail to realize that these electrical appliances are represented with a double booth featuring washers, 
necessary, and if she can afford to make the purchase, electric refrigerators and vacuum cleaners. 


you ere ready to close the enle, 4000000 —__..creessanannnenecnnnennsinunentesetetisessnessieanntecee an 
When the Electrical League of Elmira held its show (Continued on page 78) 
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F. Armend, store manager for James & Hawkins, Inc., Jamaica, N. Y., won the bine ribbon, the first prize award with this 
The contest was open to all retail merchants in Jamaica and was sponsored by the 
There 


window display on electrical goods. 
Jamaica Board of Trade. Judges based their opinions on the selling appeal of displays entered in the contest. 
were two other ribbon awards for second and third places 
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Rendering a Great Service 
—Hating to Quit 


Discussion of “Expense of Doing Business’ a Book Recently 


Published by the United States Chamber of Commerce 


By Hamp Williams 


you gwine to do when the rent comes 

roun’? What you gwine to say, how you 
gwine to pay, when you hain’t seen a cent since Judg- 
ment Day?” 

I have been studying a book gotten out by the 
United States Chamber of Commerce entitled “Ex- 
pense of Doing Business.” It is a report from the 
National Distribution Conference, and it is a dandy. 
It covers the ground. If the dealers over the country 
would only furnish them with the data, we could learn 
a lot about business that we need to know; but they 
can only give us what we furnish them. But I have 
come to the conclusion that there are a lot of us old- 
time duffers who might as well quit the retail hard- 
ware business and go out in California and live on 
the climate. No one but a professional man can under- 
stand just how to keep up with all the details connected 
with a retail hardware business. 


“Re "RASTUS JOHNSON BROWN, what 


Must Keep an Accurate Account 


The genera] expense account alone has about twenty 
heads and under each head we must keep an accurate 
account of every penny paid out; then there are your 
customers’ accounts—you must keep them straight. 
Sometimes you fail to charge an item and sometimes 
you charge them with articles they say they never got; 
some of the goods are not as represented. Adjust- 
ments are necessary. You sometimes recite interest in 
notes when your customer had a fair square under- 
standing with you that he was not to pay any interest. 
The lawn mower you sold him in the spring, he brings 
back in the fall—not satisfactory, and it was guaran- 
teed. These, with a thousand other complaints and 
reverses come to us during the year; and then we 
take stock to see how much we lost. 

We are told to reduce the price on all slow moving 
merchandise and get rid of it, and to carry nothing 
but rapid moving articles such as the chain stores 
carry. We must charge off for depreciation of stock, 
fixtures, and delivery trucks; cut out all doubtful notes 
and accounts, and when you have finished your busi- 
ness looks like a picked chicken, nothing left but the 
meat. You then call the professor to make a diagnosis 
of the business and find out if he can why you lost 
money that year. And here is what he found in 300 
stores: 

The sales of each were $25,000 and less. Their 


salaries averaged 14 per cent of sales. Then he went 
to work on the other expenses: Rent 3% per cent, 
interest on investment 3 per cent, depreciation, tele- 
phone, delivery, taxes, postage advertising %4 of one 
per cent. That item reminds me of the big Southern 
planter who was preparing to go hunting for a week. 
He sent his trusty negro to buy supplies. The negro’s 
report showed among other things, ten quarts whiskey 
and 25 cents worth of soda crackers. His boss said: 
“Why the hell did you buy so many crackers?” 


Twenty Sub-Divisions 


The professor continued to find and separate the 
different items of expenses until he had found about 
twenty sub-divisions, and when he had finished he 
charged up an item he called “miscellaneous.” He said 
that would finish me up in good shape, and it did. He 
found that my expenses for the year were 28.64 per 
cent of my gross sales, and that my margin of profit 
was only 25.89 per cent, leaving me in the red a net 
loss of 234 per cent for the year, and now I have him 
figuring up to see how long I will last at this rate. 

I am rendering a great service to the community 
and I hate to quit—in fact, I would not know what to 
do if I did quit. Am in the same position as the felllow 
going down the road at about a mile a minute, yoked 
to a ¢ow. One of his neighbors hollered: “Where you 
going?” He said, “Ask the cow!” 

Everybody wants to sell out and nobody wants to 
buy. The hardware merchant wants to sell out and 
go into the grocery business; and the grocery mer- 
chant is starving to death and wants to sell out and 
get into the hardware business, and here we go. Every- 
body wanting to change and get into some business 
they don’t know anything about. They are willing 
to try anything but farming; and I don’t blame them 
for that. 

When Congress had up the Stevens Bill designed 
te permit and protect the manufacturer in the main- 
tenance of prices, I was against it, but I have changed, 
and now I. believe the manufacturer should name the 
selling prices of his products; the wholesaler name 
his prices, and that the retailer should sell at the prices 
named by the manufacturer and wholesaler. 

Mr. Editor, please censor before publishing, and if 
you find that it is not in conflict with the Clayton 
Anti-Trust Act, and not prohibited under the Pro- 
hibition Law, shoot. 





5c m 
ey pe 
SARS: 





AA ee Es 

dies, 
a 

é 
re 


Tey 





ig ae 


ap is 


va 

ey 

*] 

ce 

val 

aot 
RS 








r 
ere ead 


a? 
Fy 


2 A 


te 


mew #8 


April 15, 1926 


HARDWARE AGE ol 


Selling the Householder 
~ Warmth and Health 


ee ALESMANSHIP is not so much a matter of 
selling an article as of selling its uses be- 
forehand.” 

The speaker was James W. Adams, of the firm of 
Uhler & Kline, of Lebanon, Pa., and his remark goes 
a long way in explaining the outstanding success 
which this company has experienced in the sale of 
warm air furnaces. 

“In the case of warm air furnaces,” Mr. Adams 
continued, “the hardware merchant should bear in 
mind that he is selling the householder warmth, com- 
fort and health and not so much metal. Present day 
furnaces are distinctly economical in operation, and 
this also affords an extremely effective means of 
approach. 

“The average value of our warm air furnace stock 
carried at any 
one time is ap- 
proximately 
$7,000, and our 
sales amount to 
two carloads a 
year. A tin shop 
is operated in 
connection with 
our furnace de- 
partment and 
two men and a 
helper are con- 
stantly em- 
ployed. 

“Furnaces can 
scarcely be 
classed as an 
over - the - coun- 
ter proposition, 
and in selling 
them the mer- 
chant should fol- 
low a carefully 
laid-out sales 
campaign. In 
our own case, 
for example, we 
rely largely on 
personal _ solici- 
tation, and dur- 
ing the season, 
the time of one 
man is continu- 
ously occupied in 
visiting house- 
holders. 


“The bulk of ; 
In the sale of warm air furnaces, the hardware merchant should bear in mind 
that he is selling the householder comfort and health, and not so much metal 


our business is 





not derived from newly erected homes but from 
householders who have become disgusted with the 
inefficiency and expense of their present systems. We 
have found it highly desirable to obtain the bulletins 
issued from time to time by the Government Printing 
Office at Washington and also of the statements ap- 
pearing in the reports of the State, County and Local 
Health authorities. We frequently take extracts ot 
these statements, and use them as a basis for cir- 
cular letters to prospects. When an appeal is made 
to a woman on the basis of health for her children, 
you are sure to secure an interested audience. In 
the last analysis, however, the successful handling of 
this line depends on customer-satisfaction, and a satis- 
fied customer is unquestionably the best possible ad- 
vertisement that any hardware store can have.” 

“The spring is 
a particularly 
good time to 
push the sale of 
warm air fur- 
naces for the 
reason that at 
this time, the 
discomforts of 
the past winter 
are still particu- 
larly strong in 
the mind of the 
householder. We 
have made many 
important sales 
at this time, al- 
though in some 
cases the actual 
installations 
were not under- 
taken until late 
summer. 

“We have not 
as yet made any 
serious attempts 
to secure the 
heating con- 
tracts on new 
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buildings, but 
have’ confined 
our efforts to 
home. owners, 
who have. suf- 
fered the incon- 
veniences of an 
inefficient heat- 
ing system.” 


m 


24 2 = » 











32 HARDWARE AGE 


April 15, 1926 


The Circus 


By Saunders Norvell 


NEW YORK, N. Y., April 2, 1926. 


Y dear Grandson: 
This letter is to be opened by you on your 


twenty-first birthday. I thought you might 
be interested in your grandfather’s account of your 
first visit to a circus. In June you will be three years 
old. Therefore this letter must be kept in a safety 
deposit box at the bank for eighteen years. 
* 7. * 


Yesterday your father and I, after having luncheon 
at The Advertising Club in New York with Lieutenant- 
Commander Richard E. Byrd, U. S. N., who is just 
setting sail for the North Pole, called for you at 
your home on Eightieth Street and took you down in 
a taxi to the Ringling Bros. & Barnum & Bailey Circus 
at the new Madison Square Garden. By the way— 
Lieutenant-Commander Byrd made the significant re- 
mark that when they leave their ship and fly to the 
North Pole, they have nine chances out of ten of 
returning alive. We wish him luck. When this letter 
is opened in June, 1944, you can look up the back 
issues of the New York papers of the summer of 1926 
and see what actually happened to Lieutenant-Com- 
mander Byrd. 

* * * 

You were dressed in a tan-colored, double-breasted 
coat. You wore a knitted cap, leggings and tan shoes. 
As a matter of fact you looked like a small edition of 
an army officer in khaki. 

— * * 

In the taxi on the way down Fifth Avenue, you 
seemed to be interested mainly in horses. You pointed 
out several tome. Trucks, automobiles and the crowds 
of people did not seem to especially attract your at- 
tention. I am afraid this interest in horses is a kick 
back to one of the weaknesses of your ancestors! You 
also noticed several dogs. 

* * * 

When we landed at the handsome new steel and 
concrete, fire-proof building at the Madison Square 
Garden, after we had passed through the doors, your 
first sign of interest was in the candy stand where 
peanuts were sold. You did not seem to see the tall 
door gentlemen wearing gorgeous uniforms. We com- 
promised with you by buying several bags of peanuts. 
You insisted upon breaking open these paper bags and 
depositing the loose peanuts in your overcoat pocket. 
The show had started. In the distance we could hear 
the thump-thump of that wonderful and well-remem- 
bered circus band. 

7 * * 

Swinging you by the arms between us, we went down 
the stairs into the basement where signs indicated the 
wild animals were to be found. Arriving there, we 
saw the animals grouped about the room in the tra- 
ditional imposing gilded, barred wagons. In the center 
of the room was the platform for the freaks. As 


almost all the spectators had gone upstairs to the 
circus, we had the wild animals and the freaks to 
ourselves. The “missing link,” with a head about the 
size of a walnut, dressed in skins like a monkey, was 
reading The Daily News and smoking a cigarette. 
Both actions, I thought, were added proof of the fact 
that he was a missing link! I attempted to focus your 
attention on the “missing link” but he did not interest 
you. I therefore decided that when you grow older 
and learn something about religion, you will be a 
Fundamentalist! I also attempted: to draw your at- 
tention to the bearded lady. She had a beard, all right, 
and it was a real beard, but as to her being a real 
lady, you know, my dear grandson, we hail from the 
State of Missouri! You also ignored the giant cowboy 
from Texas. I asked him from what part of Texas 
he hailed and he replied from Dallas. He wanted to 
know when I was last in Dallas and I had to admit it 
was some twenty years ago. “Well, sir,” he added, 
“the town has grown considerably since you last was 
there.” Near him the Albino lady blinked her queer 
eyes in the strong light. You paid no attention to 
either the giant or the Albino. 
* * * 

The living skeleton was sitting on the platform con- 
suming a large ham sandwich and flirting with the 
tattooed lady. I held you up to take a good look at 
them. The tattooed lady lifted her dress and showed 
you her tattooed legs. You did not display any interest 
whatever. This rather surprised me! Next, we looked 
at the Russian sword swallower who spoke with a 
Bowery accent. He had a large assortment of swords, 
but he was. evidently taking a rest because I culd 
not persuade him to give you an individual exhibition 
of his ability. It was evident the sword swallower 
bored you because you wriggled in my hands in an 
effort to walk over to a long line of elephants, chained 
by their hind feet against a wall. We let you have 
your own way to see what you would do. 

* * * 

You stopped at a safe distance and looked dubi- 
ously at their swinging trunks and swaying bodies. 
Then you ran back behind your father, peeping at 
the elephants around his legs. They begged with 
their outstretched trunks for peanuts. You appar- 
ently were born with a cautious streak because you 
gave the peanuts to your father to pass to the ele- 
phants. You were willing to sacrifice him in the cause 
of science! Your father not only fed the elephants 
peanuts in the double suction holes of their trunks 
but he had plainly been to circuses before because, 
like an elephant trainer, he motioned the elephant to 
open his mouth. The largest elephant threw his trunk 
over his back, opened his mouth, and your father dis- 
played his marksmanship by throwing a little peanut 
down the yawning throat of the great mammalian. 
We did not urge you, but finally, familiarity with 
danger soothed your fears and, with a tremendous 
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‘burst of courage, you ran forward, gave an elephant 
a peanut and then rushed madly back, throwing your 
arms around the legs of your father. Afterward you 
enthusiastically fed them all the peanuts you had and 
sent your father for new supplies. 

* *% * 


My dear grandson, I gather from the manner in 
which you behaved with the elephants that you will 
grow up with a rather cautious disposition. At first, 
you will allow others to take the chances. You will 
study results. Then, if nothing untoward happens, 


you: will be ‘willing to overcome your fears and take: 


a chance ‘yourself.  I:see’ in you. a combination of 
caution. and courage—not fodlhardy courage!* Your 
courage will be tempered with a careful study of pos- 
sible chances of success. My first thought, after this 
brief-survey of your mental and emotional attributes 
in contact with elephants is that you will make a good 
banker. You obviously are willing to take a chance 
when some one else has proved it is a sure thing! 
*¢ t+ 


The lions and the tigers—in fact—all the animals, 


struck me as being in splendid condition. They were 
not mangy. They were not sleepy.. This was prob- 


ably because the circus has just come out of winter — 


quarters. The lions stood up in their cages and keenly 
watched a single man at the other end of the room. 
They showed their royal aristocratic pedigrees by their 
casual manners and their utter indifference to us. I 
wondered why this one man interested them. At the 
tiger’s cage we found the great cats much more 
nervous and active than the lions. One tremendous 
male tiger would stand with his paws against the 
bars of his cage with his immense head and his saber 
teeth just under the ceiling. He also gazed fixedly and 
anxiously across the room at the same man who 


was of such interest to the lions. 
* % *& 


The seals were afflicted with their usual pernicious 
activity. They would not stay anywhere, either in 
the water or on shore. They reminded me of certain 
traveling salesmen I have known who lived with the 
one mad desire simply to hurry from one customer 
to another—from place to place. I held you up to 
the tank of the seals and you were utterly bored. 
Even the monkeys who, like all monkeys, were con- 
stantly searching, did not seem to impress you. So 
we -returned past the zebras and the complaining 
camels and the giraffes back to the elephants. 

% * * 


Your only affinity among all the wild animals 
seemed to be elephants. Some day, if any elephants 
are left when you grow up, I can see you going to 
Africa to hunt wild elephants. I trust that your 
hunting will only be done with a camera—one of those 
remarkable moving picture cameras of the 1944 
variety. I suppose in those days all camera work will 
be done in color. Probably in your time Africa will 
be set aside by The League of Nations as a great 
International Zoo. 

* * * 

Well, we carried you up the stairs, went through 
an opening in the wall and descended to our box 
seats in the front row of the circus. Everything was 
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in full blast—the band, like the professor at the 
piano out West, was doing its best! The air was full 
of acrobats. The ground was covered with clowns. 
We sat you in a chair and watched you for your re- 
actions. There were none. You did not show any 
more excitement than if you had attended a circus 
every week of your almost three years. My dear 
grandson, you were blasé. We felt we had spent our 
money in vain. We at least would have liked to have 
seen some slight reaction to “the greatest circus on 
earth” and that immense sea of spectators. 
° * + .& 


We were. just about giving: up hope when unex- 


- ‘pectedly you came to life. Something interested: you. 


You turned swiftly in your chair, climbed up on your 
seat and gazed backward into the audience. Alas, 
alas, to confess to you the sad fact, you had heard a 
man calling out “Ice Cream!” You wanted an: ice 
cream cone. You had to have one. Then came the 
man with pink lemonade and.asked you if you did not 
wish an “ice cold drink.” You sure did. You also 


wanted a big popcorn ball. These men were sales- 


men. They saw in you a prospect. We finally had 
to drive them away with plain rough, unkind words. 


- We turned you around and forced you to gaze upon 


the “greatest show on earth.” 
¥* * * 

Then I remembered the man who interested the 
lions and the tigers. I asked who that man was 
before we left the animals. He was the man who fed 
them! Neither the lions nor the tigers nor the ele- 
phants nor any of those animals gave a continental 
because they were members of the “greatest show on 
earth.” All they were interested in was food. My 
dear grandson, I blush to admit it, but the only re- 
action you seemed to get from this circus was exactly 
like that of these animals. All you wanted was FOOD. 
Oh, yes, you did get one more reaction before the 
whole show bored you and you announced you wished 
to go home to supper. You paid not the slightest 
attention to the men who turned somersaults on a 
wire rope. The beautiful girl with the lovely figure 
who rode the bareback horses was nothing in your 
young life. Even the performing seals did not stir 
your blood. All you remarked when they came on the 
stage was that they had just had their bath. 

* * * 

However, when a clown came in with twelve chairs, 
each chair a little smaller than the other; when this 
clown placed one chair on top of the other and then 
climbed up on the chairs, you became _ intensely 
excited. When he balanced in the topmost chair, you 
lifted up your voice and yelled. When you saw he 
was about to fall, you screamed. When the column 
of chairs toppled over and the clown lighted lightly 
on his feet, you clapped your hands in joy. You 
turned to your father and myself with sparkling eyes. 
Falling off a chair was something in your own line. 
Here was a stunt you could appreciate! Wheeling 
around on a trapeze fifty feet about the ground; riding 
a horse bareback, meant nothing whatever because 
you had never had any experience in such things. As 
I watched you and attempted to study your alleged 





(Continued on page 76) 
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Aggressive merchandising methods have enabled the Fuller Brothers Hardware Store, Topeka, Kan., to develop a very 
satisfactory business in radio and accessories 


Basic Factors in Successful 
Radio Merchandising 


6 HE avoidance of competing lines is an im- 
portant factor in successful radio merchan- 
dising.”’ 


This is the opinion of C. L. Mills, manager of the 
radio and automobile accessories department of C. Y. 
Schelly & Bro., Allentown, Pa. This progressive hard- 
ware organization has handled radio for more than a 
year, and the rapid growth of this department may be 
attributed, in part at least, to the policy outlined 
above. 

“In the sale of radio,” continued Mr. Mills, “the 
hardware merchant should not attempt to concentrate 
on more than two models, which have been carefully 
selected with a view of meeting the requirements of 
the community which he serves. When too many 
models are carried, overhead is needlessly increased. 
Furthermore, competition from outside sources is 
bad enough without having it in a retailer’s own 
lines.” 

In selecting its stock, the company gave particular 
attention to the following points: Quality of reproduc- 
tion, ease of control, economy of operation, and price. 
Before the final decision was reached numerous makes 
were tested at great length. A testing room is main- 
tained, and all sets, batteries, speakers, and other 
apparatus are tested here before going on the shelves. 
The value of the stock carried averages $2,000 and it 
is turned from 3% to 4 times yearly. 


“There is no question but what rapid changes have 
occurred in the radio industry within the past few 
years, and this fact has undoubtedly influenced many 
hardware merchants to postpone the carrying of radio 
until such time as models had become standardized. 
This is a serious fallacy. It is perfectly true that we 
have seen models that were hailed as the last word in 
radio development a short while back become obsolete 
in a surprisingly short time. This is natural evolu- 
tion, and the dealers who have shouted loudest are 
those who made the serious mistake of overloading 
their shelves. 

“This attitude of mind has been a serious drawback 
to the success of the hardware merchant in the past. 
He has stood back and let the other fellow make an 
invasion in his field, while he waited for science to pro- 
claim that the ne plus ultra had been reached in respect 
to the particular line in question. In the meanwhile, 
the mail order houses, department, chain and specialty 
stores have gone ahead, and through careful buying 
have so firmly intrenched themselves that their sale of 
legitimate hardware items is a source of much concern. 

“Every hardware merchant should handle radio for 
the reason that it is an extremely effective means of 
keeping overhead down during the months of De- 
cember, January and February, during which time 
the sale of regular hardware lines is generally at the 
low water mark. 
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WENTY-FIVE years ago the sign said $10 

Fine for Driving a Horse Faster Than a Walk 

Across This Bridge.” It might have done in that 
day for a hardware salesman to get up out of a chair 
to come and wait on a customer, or for him to smoke 
comfortably at a cigar while waiting on someone. It 
might have done to take business responsibilities in 
a leisurely manner, but now it is different. The auto- 
mobile slips across the bridge at 35 miles per hour, and 
customers come in and are gone and their money left 
behind them in less time that it would take a sales- 
man to get around to them at the old speed. If you 
can’t keep up with the modern pace, you have no place 
in today’s hardware store. 

* * *% 


Here is some advice taken from a set of store rules 
laid down by a New England store in 1829. Nothing 
out of date about this advice either: 

“If you would be a good salesman (and you must 
be to get a living by trade) you must be active, prompt, 
social and good natured, exceedingly accommodating, 
always wear a smiling face, always fair in all your 
dealings, doing exactly as you agree; in short, strive 
to ingratiate yourself with all who call to trade. If 
you succeed you will not want for customers.” 

Not as acceptable was rule No. 1 of the series: 
“This store must be opened at sunrise. No mistake.” 

* % * 


What does your customer see when he looks at you? 
That is not a conundrum. Does the customer see a 
salesman throughly interested in what he is saying, 
with nothing about him to arouse curiosity or favor- 
able or unfavorable comment, nothing to distract the 
mind from the selling talk you are delivering? Or 
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does he see a necktie of some striking color or pattern, 
or some other feature of dress that absorbs the eye 
and takes his mind away from the subject you want 
to keep uppermost in his mind? It matters a good 
deal what is the salesman’s dress and what, his per- 
sonal appearance. It is difficult enough to hold cus- 
tomers’ attention without having to compete with 
freak hair arrangement or red neckties. 


% % % 


Cross Patch, lift the latch 
And beat it for home again. 
No grouchy clerk can stay and work 
Along with cheerful men. 
—Hardware Mother Goose. 
* * *% 


HEN anyone tries to tell you that what you don’t 

know won’t hurt you, juSt remember the man 
who didn’t know it was loaded, and the man who didn’t 
know the wire was a live wire, and the man who 
didn’t know what was in the bootlegger’s hooch. Also 
try to figure out just how you are going to tell your 
customer those things you don’t know about the hard- 
ware merchandise you are expected to sell. It is what 
you don’t know that is going to put you into the dis- 
card. Take a tip from Solomon, who has never been 
rated a fool: “Wisdom is the principal thing; there- 
fore get wisdom; and with all thy getting, get under- 


standing.” 
* * *& 


A pack of Camels in the pocket may be worth two 
in the store, but better no Camels at all if you can’t 
keep from lighting them up while on the job. A lot 
of men who enjoy smoking have an intense dislike 
for cigarette smoke, and I never heard of any customer 
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in any store being the better pleased or the better 
served for the presence of a cigarette in the sales- 
man’s mouth, or waiting on the ledge to be grabbed 
up again at the first opportunity. 


* * * 


“I just had a call for forty scout hatchets for a big 
troop over in D ville,” the hardware salesman told 
me, “and I had to see the scoutmaster walk out and 
go and mail the order to Chicago because we had only 
half a dozen of the hatchets in stock. You see, my boss 
believes in buying just what we need from week to 
week for the ordinary demands, and we never do have 
stock enough to make a good showing of anything or 
to take care of any unusual demand. I suppose it’s 
a good thing to keep the stock down, but when it keeps 
the sales down too, I’m always sorry. I like to make 
those big sales.” 





7 * * 


A Bureau of Salesmanship Research has the follow- 
ing divisions on its “Interviewer’s Rating Sheet,” 
which is to be used in interviewing a candidate for a 
position: 

I. Appearance and Manner. 
II. Convincingness. 
III. Industry. 
IV. Character. 
V. Personal History. 
VI. Reports from Other Employers. 
VII. Summary, All Things Considered. 


* + 


HERE may be two sides to that “Message to 

Garcia” business. The man, Rowan, did a great 
thing in obeying his orders, but I have to admit that 
when he was told what was wanted, his way was 
not cluttered up with needless details of petty in- 
structions. They didn’t tell him he was to get by 
the sentinels by a certain method. They gave him 
the job because they believed he was the man who 
could put it across, and then they left it to him 
to use the brains they credited him with possessing. 

. * . 


Now and then a seedling apple tree springs up 
and grows wild and bears fruit, but the fruit is use- 
ful only for making cider. It is small and taste- 
less, hard and knotty. It is apt to be the same way 
with men who have no definite parentage and who 
grow wild and without training. But—you can 
graft the finest kind of apples on the wild tree and 
get wonderful fruit. Also the man without family 
history or training can ingraft qualities and char- 
acteristics and habits that will make him a high- 
grade individual. 

* % * 

He charged merchandise to Jackson when the 
man’s name was Jackman. He sent out goods for 
delivery, marked Bergen when they should have 
been marked Bergman. To Mrs. Henderson he said 
“Good morning, Mrs. Anderson.” Not serious mis- 
takes, you would say, but somewhat serious in re- 
sults when you consider that Mr. Jackman refused 
to pay the bill, Mr. Bergen returned the missent par- 
cel, and Mrs. Henderson had an antipathy for Mrs. 
Anderson. 
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If the estimate is true that the average indi- 
vidual in the community visits the hardware store 
only twice per year, it would seem pretty impor- 
tant that the hardware salesman exert himself to 
make the most of that semi-annual opportunity to 
sell. If it is going to be six months before you see 
the customer again, won’t you take advantage of his 
presence while he is with you? 

* * * 


Some of the names a young man may be called by 
the girls if he does not take them out and spend 
money on them are: a chair warmer, a tightwad, 
a porch warmer, a lounge lizard, a parlor leech, a 
flat wheler, a ham, a flat tire. There are others and 
probably worse names, but is it worth while to 
neglect business and mortgage the future in order 
to be called a “candy-leg” or a “gold mine” instead 
of being called a “flat tire”? 


> @-- 


HEN a retail hardware salesman takes advan- 
tage of his position in the store to give an in- 
timate friend a special price on the store’s merchan- 
dise, the salesman is showing more regard for his 
friend than for his job. 
Dickery, dickery, dock, 
The dealer cut down his stock. 
He cut it so small 
He went to the wall. 
Dickery, dickery, dock. 
—Hardware Mother-Goose. 
* ¥ * 


HARDWARE AGE for July 27, 1922, said, editori- 
ally: “The majority of men who fail in business 
do so because they do not read; because they de- 
pend upon their own resources and their own lim- 
ited experiences; because they do not know the 
things that have contributed to the success of other 
business men. If the world at large followed a simi- 
lar line of thought and action we would still be 
wearing fig leaves.” Don’t pass by that paragraph 
with the thought that it applies only to owners 
or managers of hardware stores. It applies to em- 
ployees particularly. How shall an employee learn 
to make good as a manager and proprietor if he 
does not read what others have learned who have 
gone ahead of him? If he does not study the expe- 
riences of others and the results of those experi- 
ences, how shall he avoid making the same mistakes 
his predecessors have made? 

* * * 


“There ain’t no such animal” any more as a 
“Rube” or a “Hick.” The people who drive into 
town from the farms look just like those who drive 
out into the country from town. The retail hard- 
ware salesman knows the farmer can buy about any- 
thing he wants, or at least as near it as the town 
customer. But sometimes the salesman does for- 
get that out on the farm today they have electric 
current and buy and use a great many items that 
were never on the farmer’s shopping list in pre- 
war days. Try suggesting to the farmer customer 
some of the things you have been thinking farmers 
don’t buy. 
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The Hennepin Hardware Co., Minneapolis, Minn., has always been a believer in adequate display, and in addition to 
glass enclosed show cases makes use of display tables with good results 


$35,000 in Accessories Sales By 
Careful Stock Selection 


UCCESS in the selling of automobile accessories 
depends almost entirely upon the care used in 
selecting both the quality and the quantity of 

the stock. According to W. H. Owens, of the Hen- 
nepin Hardware Co., Minneapolis, a hardware dealer 
can sell accessories profitably if he will carry a varied 
and well assorted stock which will enable customers 
to find what they want, but his stock must be watched 
critically to insure a reasonably rapid turnover. 

It has been Mr. Owens’ observation, based on his 
own experiences, that the following items find ready 
sale in a retail hardware store: 

Tires and tubes—while the profit on these items 
is not large, a remarkably good turnover can be ob- 
tained. 

Auto polishes—there is a good demand and it is 
possible to sell a large quantity at a good mark-up. 

Heaters—as a winter accessory it is one of the 
best. 

Tire chains—a necessity that can be readily sold 
through proper store displays. 

Oils and greases—a steady all the year around de- 
mand is easy to obtain with a little pushing. 

Other items that are in constant demand and upon 
which a profitable and lasting business may be built 


are windshield wipers, spark plugs, lenses, motor 
meters, radiator caps, lamps, spot lights, belts and 
brake linings. 

In recent years a new element in the accessory busi- 
ness has developed and that is the sale of automobile 
camp equipment. The ease with which the auto owner 
can get out into the woods or to the lake has auto- 
matically created a steady market for such items as 
gasoline camp stoves, folding camp furniture, autvu 
tents, portable ice boxes, lunch kits and hampers, 
and the dealer who fails to capitalize on their popu- 
larity is missing one of the biggest bets in his auto 
accessory department. 

Like most other merchandise, the sales volume of 
automobile accessories is to be had in direct ratio 
with the ability to let the public know that the store 
carries them in stock. In other words, advertising 
and window displays will do wonders and Mr. Owens 
is of the opinion that attractive and frequent windows 
are the best trade pullers. Store and counter displays 
of seasonable articles will also boost sales. 

As proof that Mr. Owens’ opinions are something 
more than mere theories is the fact that the Hennepin 
Hardware Co. last year did approximately a $35,000 
sales volume in its accessory department, a turnover 
of three times. 
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Model Retail Hardware Store 


This complete model retail hardware store was shown at the recent Cleveland 

convention of the Ohio Hardware Association. It was the main exhibit of The 

George Worthington Co., Cleveland jobbers, and was crowded at all hours by inter- 
ested dealers looking for new ideas in displaying hardware 


~ 


Note the clever cutlery 
Removable trays ten 


inches wide may be placed on top of the counter for closer inspection by the customer. Each tray contains an 
assortment at a given price. The first tray will have 50-cent knives, the second 75-cent knives, and so on 


Head-on view from the front of the modern store displayed by George Worthington Co. 
case in the foreground. This case permits a complete display of pocket knives under glass. 


Looking at the model Worthington store from the rear. Note the combination wrapping counter and nail bin 

arrangement. The scale at the counter end is handy for weighing nails or dry colors. These bins could also be 

used for dry colors were it advisable. Wrapping paper hangs on an end bracket not visible from this angle. Paint 

and paint brushes are on the right. Note small goods table for 5 and 10-cent items. You can look up and down 
this entire store without any obstruction to distract your mind from any particular merchandise 
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Shown at Cleveland E:xxposition 


Modern in every respect, with a complete set of fixtures furnished by J. D. Warren 

Mfg. Co., Chicago, this store display of the George Worthington Co. found a 

ready buyer in the person of Jacob Webber, who has set up this outfit complete 
in Berea, Ohio. It operates as the Berea Hardware Co. 





This view of the right hand side with its complete sampling on the wall doors also shows how bicycles, coaster 
wagons, scooters and kindred bulky items are attractively displayed. Note the steel goods rack at the extreme 
rear. You can see this rack in the left background of this picture. It is located directly in back of the wrapping ; 
counter. The few ferns-placed along the top of the wall cases give atmosphere and lend a touch of art to the ] 
general layout of the store 

‘ 





The display table showing sport goods was located at a point which would be the door of the average retail 

hardware store. This display room in Cleveland’s mammoth public hall had its door on the side which necessitated 

transposal of the sport goods rack and the door. In use at Berea these particular features would be reversed, the 
door being directly in front of the cutlery show case and the sport goods table display at the left 
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“First Sell Idea About an Article Betore 
Attempting to Sell the Article’ 


Northern California Hardware Convention Elects New President; 
Indorses Kelly-Capper Bill for Price Maintenance and Plans to 
Meet Next Year in Sacramento 


ing, on the importance of first selling an idea 

about an article of merchandise before attempt- 
ing to sell the article itself, on the necessity of better 
window displays in hardware stores, on better adver- 
tising, on store finances and on more intelligent train- 
ing of clerks, as well as the selection of Sacramento, 
Cal., as the next meeting place, the election of A. D. 
Ketterlin, Santa Rosa, Cal., as president, succeeding 
A. B. Allen, Palo Alto, Cal., and the indorsement of 
ihe pending Congressional Kelly-Capper bill for price 
maintenance we all outstanding features at the an- 
nual convention of the California Retail Hardware 
& Implement Association, March 16-18, at the Hotel 
Whitcomb, San Francisco. Between 150 and 200 
hardwaremen attended the sessions over which Presi- 
dent Allen presided. No hardware exhibit was held 
this year, but it was voted to hold one next year in 
Capital City. 

The opening session was restricted to routine busi- 
ness, the reading of minutes, the appointment of com- 
mittees and the filing of reports. However, at this 
session an inspirational address on the constitution 
of the United States was delivered by H. L. Todd, 
manager, Masonic Club, San Francisco, in which he 
traced the origin and development of the constitution, 
and urged stricter adherence to its fundamental 
principles. 


DDRESSES on the dangers of installment sell- 


John W. Gamble Speaks 


In the afternoon session John W. Gamble, a banker 
and merchant of Omaha, Neb., speaking on _ the 
academic question “Is the Retailer a Necessity or a 
Nuisance?” said that no other method of distribution 
has yet been found practicable except the present 
system. In support of his statement he referred his 
audience to the Congressional Report on Distribution 
prepared by a committee of the sixty-seventh Con- 
gress under the chairmanship of former Representa- 
tive Sydney Anderson of Minnesota. 

Mr. Gamble told of an experience he had in a Cen- 
tral Western town where the retail merchants had 
secured a speaker to address a large gathering of 
farmers at an “old home week” celebration. The 
“imported speaker,’’ Mr. Gamble said, in his address 
to the farmers enlarged on the theme that the retailer 
is a middleman, whose services could be dispensed 
with to the profit of general benefit of the consuming 
public. The merchants who had invited the speaker 
could do nothing, Mr. Gamble said, but sit and listen 
to the criticisms and accusations leveled against them. 

As he was returning home, Mr. Gamble went on 
to say, he bought a copy of the Chicago Tribune where 


he saw a full page advertisement by one of the larger 
mail order houses, which made no attempt to adver- 
tise or sell merchandise, but which attempted to prove 
by means of a chart that the mail order house cut 
out the expense of both the wholesaler and the retailer 
and sold direct to the consumer. Thinking over these 
two things, Mr. Gamble said, he began to ask himself 
why the retailer had become such an open target for 
attack. Considering the matter, Mr. Gamble re-read 
the Anderson report with fresh interest and also made 
a number of inquiries on his own account. 

The result was, he said, that he became more con- 
vinced of the necessity of the retailer, but, he added, 
that he was equally convinced that the reailer had 
become a subject for attack because he had allowed 
himself to slump in many respects, particularly in the 
hardware business, where merchants should give more 
attention to advertising, both their own and that of 
manufacturers, and to their window displays. 


National Advertising 


Mr. Gamble then spoke at length about the necessity 
of the retailer deriving more benefit from national 
advertising, which he said is infinitely more effective 
and much more advanced than personal selling. The 
gist of Mr. Gamble’s remarks on this and similar 
subjects has been published in HARDWARE AGE in the 
report of the Southern California convention, and 
additional excerpts will be published in subsequent 
issues. 

Osgood Murdock, Hardware World, San Francisco, 
in his talk on merchandising practices urged dealers 
to get rid of their counters, which he said have be- 
come obsolete. He suggested using the space now 
occupied by counters for display purposes, and recom- 
mended that greater attention be given to the details 
of display so as to make them more simple and 
effective. 

Richard M. Neustadt, managing director, Retail 
Merchants Association, San Francisco, speaking on 
the subject of price cutting, condemned it as econom: 
ically unsound and unethical, and a practice which 
kills itself by its own abuses. 

A special meeting for impliment dealers was held 
on March 17 over which L. S. Quinan, chairman of 
the implement committee, presided. Most of the sub- 
jects discussed had to do with local problems. A 
buffet luncheon was served at noon to which the 
dealers extended invitations to representatives of 
manufacturers and wholesalers. 


(Continued on page 94) 
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A pessimist is like a blind man in a 
ay dark room looking for a black cat that 


isn’t there. 
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“I did one charitable act today,” re- 
marked a merchant as he sat down to 
dinner. 

“I’m glad to hear it, dear,” said his 
wife. “Tell me about it.” 

“Oh, one of my clerks wanted an in- 
crease in salary, so that he could get 
married, and I refused to give it to 
him.” —Bristel Mirror. 

* * * 


Johnny—Mother, there are automo- 
biles in Heaven, aren’t there? 

Mother—What makes you ask, dear? 

Johnny—Why, ’cause at Sunday 
school they all sang, “If We Love Him 
Here Below, He Will Take Us Home on 
High.—Brush and Pail. 

* . * : 

Proprietor—You know how to serve 
customers? 

Applicant—Yes, sir, I can serve ’em 
either way. 

Proprietor—What do you mean— 
either way? 

Applicant—So’s they’ll come back, or 
so’s they won’t.—N-o-g-g-l-e. 

a 7 * 

““Ah wins de pot.” 

“What yo’ got?” 

“Fo’ aces.” 

“No good, niggah. Ah wins.” 

“Huh? What yo’ got?” 

“Two queens an’ one razah.” 

“Sho’ nuff yo’ wins. Huccome yo’ so 
lucky?” 

* * . 

“So you let your husband carry a 
latch-key?” 

“Oh, just to humor him. He likes to 
show it to his friends to let them see 
how independent he is—but it doesn’t 
fit the door!” 

* 7. * 

A Hebrew business man was inter- 
viewing an applicant for a job, who 
proudly displayed testimonials from 
several ministers and deacons. 

“Huh!” said the Hebrew. “Vy ain’t 
you show me vun from somebody vat 
sees you in veek days? Ve don’t work 
Sundays.” 

* - e 
“Why so depressed, Meyer?” 
“The horrible cost of living, old chap; 


constant bills for materials, paint and 
shingling.’ 

“What, house?” 

“No, daughter.”—Denver Grocer. 





She—You are a man of high caliber. 

He—How zat? 

She—Oh, just a big bore.—Michigan 
Gargoyle. 

* + * 

The customer coughed loudly to sig- 
nify his impatience. He finally attracted 
the shopkeer’s attention. 

“T want a mouse-trap,” he said rather 
sharply. “A good one, and please be 
quick for I want to catch a train.” 

The shopkeeper eyed him coldly. 

“I regret sir,” he said, “that my 
mouse-traps are not guaranteed to 
catch trains.”—Everybody’s. 
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“Looked heah, nigger! Didn’t I tell 
you to put those apples down?” 


“Ah’s been putting dem down as fas’ 


as ah can.”—Carrying On. 





A group of tourists were looking 
over the inferno of Vesuvius in full 
eruption. 

“Ain’t this just like hell?” ejaculated 
a Yank. 

“Ah, zee Americans!” exclaimed a 
Frenchman. “Where have zey not 


been ?”—Ex. 
* * * 


The head of a coal firm, irritated be- 
yond endurance at a driver’s blunder, 
told the man to go to the office and get 
his pay and not to come back. 

“You are so confounded thick-headed 
you can’t learn anything!” he shouted. 

“Begorra,” answered the driver, “I 
learned wan thing since I’ve been with 

e!’ 
“What’s that?” snapped the other. 
“That sivinteen hundred make a ton.” 


* * * 


There was a young fellow who took 
Great pride in the way he could look 
A man in the eye, 
And tell him a lie, 
And now he’s in jail as a crook. 


* * * 


Wanted—A real tough guy—I want 
a cow hand who knows cows. Not 
under 35 years of age nor over 50. One 
who smokes, drinks, swears, tells the 
truth and hates sheep herders. W. F. H., 
The Three B Ranch, Largo Canyon 
P. O., Aztec, N. M.—Ad in a Santa Fé 


paper. 
€ + + 


“Waiter, I wish to dine very well to- 
night. What would you suggest?” 

“The restaurant around the cornor, 
sir.” —Nagels Lustige Welt. 


* * * 


“Miss Smith,” said the proprietor of 
an ambitious village store to one of his 
assistants, “do you know anything 
about the new minister who is coming 
to the town next week?” 

“Yes,” said the girl. “He is a tall, 
good-looking man, about 28 years old, 
and he isn’t married.”’ 

“Is that so?” said the proprietor. 
“Well, you may put all the new hats 
in the front window right away.” 

—Slo-Grins. 
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New Business Mer., 


Save the Surface | 


William R. McComb, Who Suc- 
ceeded Arthur M. East on 
April 1, Now on the Job 


William R. McComb, who on April 1 
became business manager of the Save 
the Surface Campaign of the paint and 
varnish industry, brings to the position 
a well-rounded experience which should 
fit him for the important post he has 
assumed. 

Born at Dixon, Mo., in 1892, he was 
educated in the local grammar and 
high schools; later he took a course in 
engineering at the Missouri School of 
Engineering, Rolla, followed by addi- 
tional studies at the Lawrence Tech- 
nical School at Cambridge, Mass., and 
the Industrial Management Division of 


| 


the Harvard School of Business Admin- | 


istration, Cambridge. 


After completing his education, Mr. | 


McComb was employed as chemical en- 





William R. McComb 


gineer with Phelps-Dodge Company, 
and later conducted a survey of indus- 
trial plants covering various lines of 
business throughout New England. His 
work included the study of labor, man- 
agerial and business promotion prob- 
lems. 

During the World War he was an 
officer in the Chemical Warfare Ser- 
vice, and following the signing of the 


| 
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Southwell Joins Hardware 
Div., Wickwire Spencer 
The Wickwire Spencer Steel Com- 


pany, announces the appointment of 


' wire Spencer Steel Co. 


Raymond J. Southwell as sales mana- 
ger of the hardware products depart- 
ment. 

Mr. Southwell’s connection with the 
screen cloth industry has been a long 
one. It was in 1909 that he went to 
work for the Clinton Wire Cloth Co., 
which now forms a part of the Wick- 
Mr. Southwell 


_joined the Wickwire Spencer forces 


| over 


when the Clinton company was taken 
with the various “American” 


brands, including “Galvanoid,” manv- 


factured by the American Wire Fab- 


ries Corp., and the well known “Clin- 
_ton” brands. 


Mr. Southwell’s headyua~ters will be 


at 41 East Forty-second s..2et, New 
York. 





| 
| 


' 
' 
' 


armistice he resumed the work of mak- | 


ing special surveys of business in the 
Southwest, Canada, South America, 
and in conjunction with Harvard Uni- 
sity conducted a detailed survey of bus- 
iness possibilities in Northern Ontario. 

In 1924 he was engaged by the Mer- 
chants’ Association of New York to 
make a special survey in the Metropol- 


Trade Welcomes Lower Prices 
on Osborn Wire Scratch 
Brushes | 


The Osborn Mfg. Co., Cleveland, 
Ohio, recently announced drastic re- 
duction in prices on Wire Scratch 
Brushes and thereby passes to the 
trade and ultimately to the public the 
benefit of large production and manu- 
facturing economies. 

It is stated by the company that re- 


_tailers and wholesalers have written 


commenting favorably and in most 
cases orders have accompanied the let- 


| ters. 


itan district, and upon completion of | 


such survey he was offered and ac- 
cepted the position of assistant man- 
ager of the industrial department of 
that association, which work he suc- 
cessfully carried on until the Brooklyn 
Chamber of Commerce induced him to 
take over the management of their de- 
velopment department. 


The price reduction announcement 
stated—“‘Lowest prices since 1918 on 
Osborn Wire Scratch Brushes—aver- 
age reduction 27 per cent.” 





Coast Firm Seeks New Lines 


Theodore F. Ward & Co., 53 Fourth 
Street, Portland, Ore., is interested in 
securing sales representation of firms 
who are manufacturing housefurnish- 
ings, hardware staples and specialties. 
This company covers the Pacific Coast. 
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Al Cornell New Head 


Metropolitan Assoc. 





‘Sidney J. Milligan Elected Vice- 
_ President—Secretary Littell and 
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Treasurer Shimell Re-elected 


H, A. Cornell, better known as Al 
Cornell, of Brooklyn, the man who an- 
nually puts the Brooklyn outing across 
and makes the Metropolitan hardware 
banquet a success, was elected president 
of the Metropolitan Hardware Associa- 
tion at a meeting held Friday, April 2, 
in the Hardware Club, 253 Broadway, 
New York City. Mr. Cornell’s business 
operates as S. W. Cornell at 121 Court 
Street. Mr. Cornell is a past president 
of the Brooklyn Hardware Association 
and today still one of its most active 
members. 

Sidney J. Milligan, newly elected vice- 
president, has the honor of having been 
twice the president of the North Jersey 
Hardware & Supply Association. 





Al Cornell 


J. Frank Littell, Jr., was reelected 
secretary. He has recently resigned as 
secretary and treasurer of the North 
Jersey Hardware and Supply Associa- 
tion after 15 years of most faithful ser- 
vice. 

Arthur Shimell was reelected treas- 
urer, a p.st which he has ably held for 
several years. Mr. Shimell is also 
very active in the Hardware and Supply 
Dealers Association of the Manhattan 
and Bronx Boroughs, Inc., being a mem- 
ber of its board of directors. 

Mr. Cornell succeeds Charles Bruhns 
as president. Mr. Bruhns is also a past 
president of the Manhattan and Bronx 
Association. 





W. A. Ives Mfg. Co. 
Appoints Texas Agent 


I. A. Eichelberger, P. O. Box 1066, 
San Antonio, Tex., has been appointed 
sole factory representative for the sale 
of Mephisto tools in the State of Texas, 
manufactured by the W. A. Ives Mfg. 
Co., Wallingford, Conn. 
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Atlanta Convention 
Program Announced 





Important Trade Topics to Be | 


Discussed at Joint Meeting of 
Jobbers and Manufacturers 


While hundreds of reservations are 
pouring in to the hotel committee of 
the annual joint convention of the 
Southern Hardware Jobbers Association 
and American Hardware Manufacturers 
Association, indicating the largest at- 
tendance in the history of such meet- 
ings, the entertainment program and 
similar features dependent upon local 
effort are being rounded into form for 
the big gathering, to be held at the 
Atlanta Biltmore Hotel, May 4 to 7, 
inclusive. 

Atlantians who will have a promi- 
nent part in the opening exercises of 
the convention, Tuesday evening, May 
4, are Dr. J. Sprole Lyons, pastor of 
the First Presbyterian Church, who 
will give the invocation, and George 
E. King, president of the King Hard- 
ware Company, who will deliver the 
address of welcome. 

At 3 o’clock Wednesday afternoon, 
May 5, the visitors will enter automo- 
biles at the Atlanta Biltmore, to be 
driven to Stone Mountain, where they 
will view the gigantic and enduring 
monument to the heroes of the Con- 
federacy into which this great granite 
mountain is being made. 

A great musical treat for the dele- 
gates and the public of the United 
States, as well, will be the- concert to 
be given in the ballroom of the Bilt- 
more Wednesday night between 8:30 
and 9:30 by the Chanters of Yarab 
Temple of the Mystic Shrine. By spe- 
cial arrangement this music will be 
broadcast from WSB, the radio studio 
at the Biltmore. 

Special invitations to all members 
of the two associations and the Old 
Guard are to be sent out by W. C. 
Holleyman, executive chairman of local 
committees, urging all who cannot at- 
tend the convention to “stand by” their 
radio sets during the concert. The 
event therefore will receive national 
notice. 


S. R. Olmstead Co. Now Clean 


Surface Products 


The Clean Surface Products Co., 
2505-9 South State St., Chicago, has 
been organized and incorporated under 
the laws of Illinois to take over the 
business of the Samuel R. Olmstead 
Co. Samuel R. Olmstead is president 
of the new company. 

The company has a new factory, 
fully equipped with increased facilities 
and additional capital and is now in 
a position to greatly increase the out- 
put of its products, including Luster- 
Life, a Duco Lacquer, enamel or var- 
nish finish. 


| 
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John J. Charles 


New Retail Store 
in North Dakota 


Chryst R. Lanz and Ernest Grewer 
have organized the Home Hardware 
Co., at Glen Ullin, N. D. 

It is planned to establish a local 
store, equipped with modern fixtures 
and show front within a few weeks. 

The firm is also desirous of receiving 
catalogs and price lists from manufac- 
turers and jobbers on a general line 
of hardware. 


C. Richard Watson Opens 
New Philadelphia Store 


C. Richard Watson, for many years 
sales manager of the J. B. Shannon 
Hardware Co., Philadelphia, Pa., has 
purchased the hardware business of A. 
B. Cooper, at Fifty-seventh and Had- 
field Streets, Philadelphia. 

A representative of HARDWARE AGE 
attending the opening day’s celebration 
on April 3 found a well-balanced stock 
of new merchandise that reflected the 
experienced judgment of Mr. Watson. 
The store was filled with cash cus- 
tomers of the “naborhood” type which 
assures success to any merchant. 

Mr. Watson is the treasurer of the 
Retail Hardware Association of Phila- 
delphia and a past president of the 
Philadelphia Hardware Association. 








Clyde Castings Co. Offers 
Jobbers Catalog Pages 


The Clyde Castings Co., Clyde, Ohio, 
manufacturers of Quikut stainless and 
carbon steel kitchen cutlery, has avail- 
able for jobbers’ use, two-colored cata- 
log pages describing and illustrating 
the Quikut line. 


Esli B. Dawson Dies 


Esli B. Dawson, for more than fifty 
years president of the Dawson Hard- 
ware, Coal & Lumber Co., Boonton, 
N. J., died suddenly at his home in 
that city, April 6, following an acute 
heart attack. He was 82 years of age. 
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John J. Charles Dies 


President of Hibbard, Spencer, 


Bartlett & Co. Passes Away Sud- 
denly at Pasadena, Cal. 


John Joseph Charles, for the past 10 
years president of Hibbard, Spencer, 
Bartlett & Co., Chicago, died suddenly 
in Pasadena, Cal., where he and Mrs. 
Charles were visiting their daughter, 
on April 6. 

Mr. Charles was born in Williams- 
port, Md., in 1856, was educated in the 
public schools and at Racine College, 
Racine, Wis., and came to Chicago soon 
after the fire. His first employment 
was with J. V. Farwell & Co. and later 
with the Pullman Car Co. In 1873, 
when 17 years of age, he entered the 
employ of the hardware firm, then 
known as Hibbard & Spencer. He served 
as salesman and buyer and later was 
made a director of the company. In 
1911 he was elected second vice-presi- 
dent and in 1916 was made president, 
which position he has since held. 

He is survived, besides his widow and 
the daughter in California, Mrs. Ben- 
son A. Talbot, by two sons, Sherman A. 
and John Joseph, Jr., and another 
daughter, Mrs. Walter Rompel. He 
gave much of his time to civic and pub- 
lic affairs and was an enthusiastic 
golfer, being a member of the Evanston 
and Glenview Golf clubs, as well as the 
Chicago Athletic Association and the 
Evanston Club. 

The body was sent back from Cali- 
fornia and burial was made from the 
family home in Evanston, IIll., on Sat- 
urday, April 10. 





C. C. De Witt, New President 
Michigan Metal Products Co. 


C. C. DeWitt has recently been ap- 
pointed president of the Michigan Metal 
Products Co., manufacturer of auto- 
matic door operators, etc., Battle Creek, 
Mich., to succeed V. H. Wattles, who 
has resigned to engage in another line 
of business. In addition to filling the 
post of president, Mr. DeWitt is also 
treasurer. Other officers are as fol- 
lows: F. W. French, vice-president; F. 
H. Skinner, secretary, and M. L. Gard- 
ner, sales manager. 





Disston Salesmen 
Report Encouraging 
Business Conditions 


Encouraging reports of business con- 
ditions in the hardware trade through- 
out the country were made by senior 
salesmen of Henry Disston & Sons, 
Inc., who gathered at the Disston works 
in Philadelphia on March 29, for a 
week of conferences on sales problems 
and study of manufacturing methods 
in the factory. The salesmen were the 
guests of the management on April 2 
at a dinner at the Bellevue-Stratford, 
Philadelphia. 
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Manhattan and Bronx Association’s Party 


Goes Over Big—Hundred Guests Present 





| 


Affair Held at Cornish Arms Hotel the Evening of April 6 Featured a | 
Complete Program of Entertainment and Dancing, 
Following an Elaborate Dinner 


Believed to be the first hardware party given in the metropolitan dis- | 
trict primarily for the entertainment of the ladies, the dance, dinner 
and entertainment given Tuesday, April 6, by the members of the 
Hardware and Supply Dealers’ Association of the Manhattan and Bronx | 


Association, was an unqualified success. 


It was a real party from 


start to finish and attracted about 110 hardware folks to the Cornish 
Arms Hotel on West Twenty-third Street, New York City. 


President Ed Ferguson, Tremont 
Hardware Co., placed the details in 
charge of the able G. Duncan MacLeod, 
who acted as a master of ceremonies 
during the entertainment and dancing. 


Mr. MacLeod is in the hardware busi- | 


ness on E. Thirteenth Street, but many 
people at the party said he should have 





Ed Ferguson 


been a professional party 
for he certainly has the professional 
touch. 

The party started at 8.30, when the 
guests and members sat down to din- 
ner, Between courses George Kohl- 


Harris Brothers & Co. 
to Move on May | 


Harris Brothers & Co., importers and 
wholesalers of hardware, tools and cut- 


conductor, | 


meirer’s jazz band turnished music for 
the dancers. George is not only a hard- 
wareman but also a radio entertainer. 
as his band gets on the air several times 
a week. 

A troupe of professional entertainers 
put on several singing and dancing acts, 


-many of which had a distinctive and 


_ Leod. 


| 


j 
| 


| 


/ sans his well-known mustache. 





| 
| 
| 
| 


enjoyable Scottish strain. This, of 
course, was natural, when the master 
of ceremonies is called G. Duncan Mac- 











There was a piper in Highland | 


garb, and a singer attired also in the | 


kilts. Two youngsters did a 


sword | 


dance, Scottish reel, Highland fling and | 
Sailor’s Hornpipe, and were also in the | 


kilts. 
Charlie Bruhns, past president of 
both the Manhattan and Bronx and | 


Metropolitan associations, was present | 


reports indicate that he looked about 
ten to twenty years younger without 
the hirsute adornment. 

The officers and 
deck early with their wives and every- 
body met everybody else. It was a real 


'get-together informal party, with good 
; music, plenty of dancing, an enjoyable 


dinner and high-class entertainment. 

Edward Ferguson is president of the 
Manhattan and Bronx organization. G. 
Erlich is vice-president, C. H. Tilson, 
secretary, and Joseph Ringler is treas- 
urer. 


fusely illustrated and carefully indexed 


/and arranged with a view of expediting 


lery, 559 West Madison Street, Chicago, | 
of trade literature. 


Ill., will move on May 1 to 101-103 
South Wells Street. 

The firm has taken over the quarters 
formerly occupied by Natanberg- 
Strauss Co., and the removal marks 
another step in the progress of this 


live, progressive organization. 


New Treman, King 
Sporting Goods Catalog 


Treman, King & Co., of Ithaca, N. Y.. 
has recently issugd a 268-page catalog, 
descriptive of its line of sporting goods 
The new publication, which is unusual- 
ly comprehensive in its scope, is pro- 


reference. 

Because of its completeness, the new 
catalog should make a valuable addi- 
tion to the hardware merchants’ library 


Long Established Foreign Mer- 
chant Desires to Represent 
American Mfrs. | 


J. F. Wolff, for more than 20 years 
established in Cali, Departamento del 
Valle Del Cauca, Republic of Colombia, 
is desirous of representing American 
manufacturers in the four Colombian 
cepartments, Valle de] Cauca, Cauca, 
Caldas and Narino. Mr. Wolff states 


that his foreign connections should en- 


| 
' 


able him to give profitable representa- 
tion in Colombia. 


Reliable | 


members were on 
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G. Duncan MacLeod 


Patterson Tool & Supply 
Corrects Erroneous 
Impression 


In a recent local newspaper article 
the Patterson Tool & Supply Co., Day- 
ton, Ohio, was erroneously referred to 
as a unit of another Dayton firm. In 
order to obviate any confusion arising 
from this mistake, the Patterson Tool 
& Supply Co., announces that it has 
absolutely no connection with the other 
company. 





Aetna Stove Co. 
Now Incorporated 


The Aetna Stove Co., Inc., has taken 
over the business and equipment of the 
Aetna Stove Repair Co. Herman Mar- 
kowitz, who was sole owner of the old 
concern, in the business for thirty-six 
years, remains with the newly organ- 
ized concern as president. 

Nathan Markowitz is secretary and 
treasurer of the new concern, which 
will do a general jobbing business in 
stoves, heaters and ranges. 


B. A. Coenen: with 
Swain & Gunn, Inc. 


B. A. Cushman, for many years iden- 
tified with the Atlantic Coast Hardware 
Co., Boston, Mass., has associated him- 
self with the firm of Swain & Gunn, Inc., 
28 Binford Street, Boston, hardware 
factory representatives and hopes to 
renew his acquaintances in the New 
England hardware field. 
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Hearings on Capper-Kelly Price Standardization Bill 
Scheduled for April 22-23 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


been definitely set for April 22-23 before the House Committee on 


1 J seen aes on the Capper-Kelly price standardization bill have 


Interstate and Foreign Commerce. The date was announced on 
Thursday, April 1, and Representative Kelly, author of House bill, told 
HARDWARE AGE that proponents of the measure through the American 
Fair Trade League will both open and close the testimony. He has re- 
quested that they also prepare briefs to be filed with the committee be- 
cause of the lack of time that will be provided in two days to present 


fully their side of the case. Opposition will be strong against the bill, | 


it is known, and will be presented by counsel appearing for chain and | use of trade arguments to persuade 


| price-cutting dealers to refrain from 


department stores and allied interests. The date for the hearing was 
arranged with Chairman Parker of the committee through Mr. Kelly 
and Secretary Edmund A. Whittier of the American Fair Trade League, 
who recently charged that a fund of $3,000,000 has been created to fight 
the bill. Mr. Whittier, as a leading exponent of the measure, will use 
every effort to have the bill passed at the present session, though the 
probability of this being done is not known at this time. Mr. Whittier 
was credited with saying the fund raised to defeat the bill was created 
by fake “bargain sale” organizations which advertised well known trade- 
marked goods at cut prices as “bait” for unadvertised and untrade- 


marked merchandise. 


“The dealers now engaged in boot- 
legging the popularity of trademark 
goods,” Mr. Whittier is quoted as say- 
ing, “are as much opposed to the 
Capper-Kelly bill as bootleggers would 
be opposed to repeal of the prohibition 
act and for similar reasons. The pres- 
ent law provides an opportunity for 
ill-gotten gains, and they do not want 
it changed.” 

The statement of Mr. Whittier has 
been supplemented by other supporters 
of the measure who acknowledge that 
there are also some high class stores 
and organizations opposed to the 
measure but which, it is claimed, 
either do not fully understand its pur- 
pose or are mistaken in their reason- 
ing. Mr. Whittier said that many of 
the important trade associations had 
adopted resolutions supporting the bill, 
as had women’s clubs and consumers’ 
organizations. 

Proponents of the measure found 
much gratification in the recent action 
of the Federal Trade Commission in 
dismissing its case against Landers, 
Frary & Clark of New Britain, Conn., 
manufacturers of electrical heating 
and cooking appliances, which had been 
charged with lessening competition by 
the alleged maintenance of uniform 
fixed prices at which their goods were 
to be resold. The case having involved 
the question of the fairness of resale 
price maintenance when no coercive 
methods were used, its outcome is held 
by proponents of the Capper-Keliy bill 
to demonstrate the justice of price 
standardization. This case called for 


ee 








a reinterpretation of the leading case 


| 














his rights in basing his refusal to sell 
upon that ground.” 

Mr. Mason said the Landers, Frary 
& Clark case was stronger than the 
case just mentioned, because the cor- 
poration never refused to sel] any 
dealer by reason of his price-cutting 
record. Instead, he said, it suggests 
resale prices which are reasonable in 
amount and which may be observed 
without injury to the public; it en- 
deavors by correspondence and the 


further price cutting, in those cases, 
only, where complaint has been made 
to the respondent by some _ other 
dealer; it has one price only to all 
dealers of the same class purchasing 
the same quantity of goods; it sells 
to those who maintain prices and to 
those who cut prices, without discrim- 
ination as to service or price; and it 
consistently seeks the trade of per- 
sistent price-cutting dealers, including 
some of the larger dealers of the 


country. 


‘ 


i 
| 


on this subject, that of the Beech-Nut | 


Co., in which the power of the Com- 
mission to order abandonment of cer- 
tain kinds of resale price policy was 
upheld by the Supreme Court of the 
United States. 


Counsel James T. Clark of the Com- | 


mission said: 


“This is one of those cases which | 


presents evidence not so much of a 
consistent willful system of unlawful 


price maintenance, as of the adoption | 
by respondent from time to time of. 


methods to secure observance of its 


resale prices which seem to come un-| 
der the ban of the law as laid down in| 


the Beech-Nut case. The respondent 
has not been regardless of the law and 
professes to wish to abide by it, and 
there is evidence of its having modified 
its methods accordingly. Laying aside 
its present attitude, certain of its acts 


in the past would justify a cease and. 


desist order as unlawful.” 

An entirely different construction 
was put on the case, however, by At- 
torney Guy Mason, Washington, rep- 
resenting the corporation. 

“Many cases could be cited wherein 
the Courts and the Commission have 
held that the manufacturer was within 
his rights in refusing to sell his prod- 


ucts to any wholesaler or retailer for | 


reasons which he deemed sufficient. In 
some of these cases it appeared that 
the refusal to sell to a _ particular 
dealer resulted from the price-cutting 
proclivities of the dealer. Yet it was 
held that the manufacturer was within 


} 


| 


| 





“We may say that in no case have 
the Courts or the Commission placed 
its stamp of disapproval upon the sales 
policy of an industrial company iden- 
tical with or similar to that adopted 
by the respondent,” said Mr. Mason. 

The use of trade or economic argu- 
ments to stop the cutting of suggested 
resale prices is not unlawful, declared 
Mr. Mason. He asserted that “in mak- 
ing this statement we have not over- 
looked the leading case, the Beech-Nut, 
and we rely upon the clear implication 
of that case.” Mr. Mason pointed out 
that in the Beech-Nut case, the re- 
spondent was held to have refused to 
sell to dealers who did not maintain 
suggested resale prices, while his client 
would sell to any class of dealers. 
Morever, he said his client did not 
resort to methods of coercion and did 
not insist that jobbers or wholesalers 
sell only to such other dealers as main- 
tained resale prices; did not maintain 
a black list; had no system for identi- 
fying merchandise to ascertain from 
what source it was obtained by price 
cutters; did not maintain a system for 
reporting the names of dealers who 


_ did not observe suggested resale prices; 


did not employ salesmen or agents to 
assist in reporting dealers who did not 
observe suggested resale prices and did 
not utilize any equivalent cooperative 
means of accomplishing the main- 
tenance of prices suggested. 

“In other words,” declared Mr. 
Mason, “none of the facts upon which 
the Court based its conclusion in the 
Beech-Nut case is to be found in the 
present case. 
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Hardware Prices Are Firm— 


Trade Outlook Optimistic— 
Current Business Fair 


that there is not room for important declines from current 


ARDWARE prices generally are firm. The common belief is 


levels, and that the unseasonable weather is responsible for 


the light current business. 


Leading retailers and jobbers have agreed 


that there is no occasion to delay necessary purchases on a hope the’ 
lower prices will develop during the spring. 

At large the trade is optimistic, believing that a continued stretch 
of good seasonal weather will bring about a very marked increased 


demand for all kinds of hardware. 


Building programs look good, 


farmers had a satisfactory year and the 1926 agricultural outlook 


suggests another profitable year for farmers. 
Freight car loadings are heavy, with an increase 


are both good. 


predicted in 12 leading industries. 


Wages and employmert 


The hardware trade feels that 


basic conditions are sound and that better business will come with 


better weather. 


Current sales in spring lines are light in most centers 


but staple goods have had a consistent demand. 


High Ingot Production 
Shown for March 


Steel ingot production in March to- | 


taled 4,491,689 tons, as compared with 
3,804,594 tons in February and 4,198,520 
tons in March, 1925, according to the 
monthly production figures made public 
April 8 by the American Iron and Stee! 
Institute. The totals represent the cal- 
culated monthly production of all com- 
panies. 

The actual March production of the 
companies reporting to the institute 
was 4,241,502 tons, against 3,592,678 
tons in February and 3,964,662 tons in 
March of last year. The companies re- 
porting produced 94.43 per cent of the 
steel ingot output in 1924. 

The percentage of operations in 


March was 92.39, as compared with | 


88.04 in February. These figures are 
based on the “theoretical capacity” of 
the steel manufacturers 
1925, of 56,000,000 gross tons of ingots. 

The approximate daily production of 
all companies in March was 166,359 
gross tons, as contrasted with 158,359 
gross tons in February. 





New Selling Basis on Cement 
Coated Nails 


The selling of cement coated nails is 
undergoing a rather radical change. 
For years, while common nails have 
been sold on a basis of 100-lb. kegs, 
cement coated nails were handled on 
a “count” basis—the price per keg be- 
ing the same for all sizes, but the num- 
ber of nails depending on their size. 

Effective some 30 days ago, the lead- 
ing producing mills decided to put 
cement coated nails on exactly the same 
basis as common nails. As with the 





on Dec. 31, | 


| latter, 20d. is now used as the base and 
| other sizes take the same differential. 
The base price is the same as on com- 
/mon nails. 
until their present stocks are gone, so 
that it may be 90 days or more before 
dealers generally will receive the new 
size kegs. 

In order that the retailers may un- 
derstand exactly what the change 





means it may be explained that a keg 


of 20d. cement coated nails under the 
old system contained 3100 nails and 
weighed 83 lb.; under the new system 
it will contain approximately 3700 nails 
and weigh 100 lb. The price per keg, 
of course, will also chahge, going to 
the somewhat higher base price now 
quoted for common nails. 


Building Holds Up Strong; 
February Sets Record 


The F. W. Dodge Corporation re- 
ports that construction contracts let in 
February amounted to $389,899,800, 

being the largest February on record. 
This is 18 per cent below January (the 
usual seasonal slump), but it is 26 per 
cent over February, 1925. 

_ Building construction is starting 1926 
with the greatest volume in history for 
the first two months of the year. The 
_volume for both January and February 
_totals $847,058,500. This was 40 per 
cent over the same two months last 
year, being the greatest increase for 
_these periods. 

| There is no cause for feeling that 
| constructional activity will enter any 
serious slump during the first half of 
this year. This carries considerable 
weight in our expectations for favora- 
ble spring business activity in general. 

—Business Bulletin. 





ee 


With very few exceptions, 
jobbers have not as yet made the change 
' in selling to the dealers but are waiting 


! 


' 
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' |Era of Prosperity to Stay, 


Says Chas. Schwab 


“T am an optimist on the business 


| outlook,” Charles M. Schwab, chairman 
of the board of the Bethlehem Steel 
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Corporation, told the Syracuse Chamber 
of Commerce, at its annual banquet, 
April 8, says an Associated Press dis- 
patch. He gave the following reasons 
for his optimism: 

“Because the American people as a 
whole are hard at work producing new 
wealth at an amazing speed. That 
means new purchasing power, new sav- 
ings, new opportunities for expansion 
of production. 

“‘Because nature promises a year of 
bountiful crops on top of the enormous 
agricultural productivity of last year. 

“Because the wage earners of this 
country are working in a spirit of 
greater peace with their employers than 
I have known in twenty-five years. 

“Because business men have been car- 
rying on their work carefully in recent 
years and not indulging in speculative 
expansion resulting in over-production 
and the inevitable crash. 

“Because our railroads are providing 
a transportation service of greater effi- 
ciency than the people of this country 
have ever before enjoyed. 

“Because, through the operation of 
our banking laws, and by reason of the 
prudence of those in charge of our 
banks, credit facilities have not been 
taxed, and the business of the country 
is generally sound. 

“Because the Government of the 
United States, under the leadership of 
the President, stands for a policy of 
sanity, conservatism and progress in 
all the affairs of the nation. 

“With the Government seeking to 
conduct is own affairs in the most eco- 
nomical manner,’ Mr. Schwab con- 
tinued, “arranging our tax laws upon 
the sound principles advocated by Sec- 
retary Mellon, and pursuing a policy of 
non-interference with the legitimate ac- 
tivities of business and with the Ameri- 
can people working together as they are 
doing—we can have confidence that per- 
manent prosperity shall have every op- 
portunity to flourish.” 





Business Prospects Good in 


Northwest Territory 


In the territory of the Northwest, 
tributary to the Twin Cities mercan- 
tile lines of all kinds are waiting the 
opening of spring business. Stocks for 
the most part are in place, ready for 
the increase of sales which will come 
with actual spring weather. 

Prospects are for very good business 
this year. One indication of this is the 
improved demand for automobiles out 
through the rural districts. This may 
have a deterring effect on general 
trade later, but there is no denying 
that business is better, and bids fair 
to be much better in many lines this 
year. At present, however, sales are 
rather slow. 
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Dealers 


Quick sales mean rapid turnover, and 
that means greater profits. That is why 
it will pay you to stock Apex Electro- 
Zinc Coated Wire Screen Cloth. 

Zinc coated by a special electroplating 
process after weaving, Apex successfully 
withstands rough weather and hard 
usage. It gives continued satisfaction to 
home-owners, and the satisfied customer 
is sure to ENTER YOUR STORE 
AGAIN. 

Distributed by Jobbers 


If your jobber cannot supply you, write us and 
we will give you the address of one who will. 


JOHN M. HART COMPANY) 
Manager of sales for 
HANOVER WIRE CLOTH CO. 
General Sales Office: Factory: 


Old Colony Bidg. 


- Chicago, Ill. Hanover, Pa. 
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Wholesale Market Improving— 
Suburban Retail Demand Better 


—Collections Continue Fair 
] ) waren shows improvement in the New York wholesale hard- 


ware market at press time. 
but is noticeable, say local jobbers. 
On fine days sales increased but on the 


the weather in this market. 


The improvement is not great 
Business has followed 


rainy and dull days there was a definite falling of business. 
City retailers have not been as fortunate as those located in 


suburban districts. 


The latter group reports a definite increase in 


buying during the last ten days, but city stores find their volume only 


fair. 


Reports from smaller cities up-State look encouraging. 


Collections in this market are fair. 





Demand Is a oe for 
Staple Lines 


There has been a consistent but not 
heavy wholesale demand for such staple 
items as bolts, nuts and screws. Prices 
quoted herewith are representative of 
local offerings. Stocks are apparently 
adequate. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Bolts ‘and Nuts 


Machine bolts, *% by 4 and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % by 6 
and smaller, 40 off list, larger and 
longer, 40 off list. 

Stove bolts, 50 and 7% off list. 

Lag screws, 50 and 7% off list. 


Screws 


Discounts on Wood screws: Iron 
Bright, Flat Head, 77% per cent; 
Iron Bright, Round and Oval Head. 
75 per cent; Iron Blued, Round Head, 
75 per cent; Brass, Flat Head, 75 per 
cent; Brass, Round and Oval Head. 
72% per cent. 

These discounts apply to revised 
list of June 24, 1922. 

EXTRAS—20-10-10 per cent. 


Wire Cloth Demand Good in 
Metropolitan Area 


There is a good demand for wire 
cloth in the New York wholesale hard- 
ware market. Prices vary somewhat, 
as will be noted in the quotations of- 
fered herewith for your’ guidance. 
Stocks are ample according to reports. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Wire cloth, copper, 14 mesh, $5 to 
5.25; 16 mesh, $5.50 to $5.75. 
Bronze, 14 mesh, $5.50 to $5.75: 16 
mesh, $6 to $6.25. 
Galvanized, 12 mesh, 
mesh, $2.50 to $2.60: and 
$3.15. 

These prices are per 100 sq. ft. on 
sizes 22 in. to 48 in. For smaller 
sizes add 15c. per 100 sq. ft. 





$2.30: 14 
16 mesh, 


Roller Skates Are Active with 
Prices Firm 


Roller skates are active in the New 
York wholesale hardware market. Deal- 
ers report a good consumer trade which 
showed defintie increase during the 
Easter school holidays. Prices are firm 
and stocks satisfactory. 

JOBBERS’ QUOTATIONS TO RE.- 














Wire Nails Advance 
Predicted in N. Y. 


At press time investigation among 


leading nail distributors found an aver-: 


age price of $3.35 on wire nails, with 
one or two houses quoting $3.45. It 


was generally agreed that a uniform 


higher price may be expected. Brads 


'in packages continue to take a discount 








of 70 and 5 to 70 and 10 off standard 
lists. 





Galvanized Sheets Firm 


Metropolitan distributors of sheets 
are quoting galvanized 28-gage at $5.65 
per 100 lb. and black sheets, same gage, 
at $4.50. Two weeks ago the galvanized 
sheet price was from $5.50 to $5.65, 
with much of the business going at the 
lower figures. Today the $5.65 price is 
holding firmly, according to informa- 
tion at press time. 





Jute Twine Declined from 
2 to 4 Cents 


Metropolitan distributors announced 
on April 5 a decline of from 2 to 4 
cents on jute twine. Prices to retailers, 
f.o.b. New York, on standard wrapping 
twine is 22 cents. 


‘ 


Rope Sales Are Fair in N. Y. 
Market 


There is a fair demand for rope in 























| 


the New York hardware market. Prices | 


to dealers for the March-April selling 
period are on manila rope, first grade, 


27 cents, and on second grade, 25 cents. 








Tin Firm at Decline on New 
York Metal Market 


On the New York Metal Exchange 
at press time tin was firm at the decline 
with settling prices as follows: Straits 
spot, 62.37%; April, 62.22%; May, 


62.37%; June, 60.37%; July. 59.37%; 


August, 59; Straits shipment Decem- 


| 





ber-January, 62.22%; January-Febru- 
ary, 61.30: February-March, 60.20; 
March-April, 59.30; April-May, 59; 
May-June, 58.50 and 99 per cent 61.37%. 
Copner easy, electrolytic spot, April, 
13.70; May, 13.75. Lead auiet, New 














York spot, 8, and East St. Louis, 7.75. 
Zine easy, New York spot, 7.35, and | 
| East St. Louis, 7. | 


Reading matter continued on page 50 


TAILERS, F.0O.B. NEW YORK: 
Roller skates. No. 5. boys, 
No. 6, girls, $1.52 per pair. 


$1.42: 
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Battery Sales Very Heavy for 


Radio Use 


New York hardware jobbers report 
a very heavy demand for dry cell bat- 
teries, particularly B batteries for radio 
use. Dry cells have been very active, 
and are still quoted at 28c. in this mar- 
ket, in spite of the oft repeated pre- 
diction that the price would go to 32c. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Franco “A” storage battery, 90 
amps., $9.35 each; 120 amps., $10.65 
each. 


Batteries, No. 6, dry cells, ignition 

type, 28c. to 32c. each in standard 
_ package. 

Radio ‘‘B"”’ batteries, unit package 
quantities. No. 766, $1.80 each; No. 
764, $1.14 each; No. 767, $2.44 each: 
No. 772, $2.44 each; No. 770, $3.09 
each: ‘C” batteries, No. 771, 39c. 





Rubber Hose Very Active--— 
Contractors Are Buying 


There has been a very active demand 
for rubber garden hose throughout the 
metropolitan district. This is believed 
to have come largely from building 
contractors and road repairing crews, 
both of whom use considerable rubber 
hose in their work. There has not been 
a very substantial consumer demand 
for garden purposes, due to unseason- 
able weather. When present stocks 
are sold, prices are expected to be 
higher as manufacturers raised the 
price Jan. 1, 1926. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. NEW YORK: 

Rubber garden hose, Milo, in 25 ft. 
lengths, 12%c. per ft., in 50 ft. 
lengths, 12c. per ft. Good Luck, in 


25 ft. lengths, 11%c., in 60 ft. lengths, 
per ft. Bull Dog, in 25 


10%4c. 

lengths, 14%c. per ft., in 50 
lengths, 14c. per ft. Molded, high 
grade, in 25 ft. lengths, 10%c. per 


ft., in 50 ft. lengths, 10c. per ft 

Nozzles, Standard, heavy, $6 per 
doz., less 5 per cent. Competitive 
grade, 41%c. each, less 5 per cent 
in dozen lots. 


Interest Is Fair for Ice Cream 
Freezers 


New York jobbers state the bulk of 
initial spring stock orders has been 
placed, and that until warmer weather 
stimulates consumer demand they do 
not expect heavy replacement orders. 
Prices have been firm generally. Whole- 
sale stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qgt., $3.45 each; 3 qt., $4.10 each; 
4 qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$2150 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 qt., 
$3.35 each; 2 qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each: 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 qt., 
$5.65 each: 3 qt., $6.75 each; 4 qt., 
$8.25 each: 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 
These are list prices and are sub- 
ject to a dealer’s discount of 50 per 
cent. 

Auto-Vacuum Freezers.—No. a 
$3.33 net; No. 2, $4 net: No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
3314 per cent off list. 


GAT, eA Ret: 
BOS Ge eye eS 


SAR RRRIR eek sat 


aaa 
m “ig As ee 


CE Ty) Re 
eo aN Le 











= Se eee ge 


ae 
tk 


ths Sayer hy a 
syeeoaee ai ee 3 
a ae me 


April 15, 1926 


























styles 





























Illustrated are che 
three most popular 
numbers of R- W 
Grindstones. The 
Catalogue shows 
sixteen different 
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Grindstones for every purpose 


There’s an R-W Grindstone to meet every require- 
ment and a style and size to suit every purse. The 
line ranges from a small and convenient grindstone 
for kitchen use to the largest power grindstone 
eight feet in diameter. 


The frame work is of rigid construction—all have 
ball-bearing journals fitted with stones of highest 
grade genuine Berea grit. 
We are also prepared to furnish loose stones of any 
grit and in any quantity. 























A most convenient tool 
for general use—while 
primarily a_ fence 
stretcher, it can also be 
used as a stump puller 
and as a hoist and lift. 
The construction is 
rigid and che lever 
handle can be operated 
continuously in one 
direction or backward 
and forward and from 
either side. 


The clamps are fitted 
with cail nuts so chat 
wrenches are unneces- 
sary. 

The pricesare attractive. 


Fence Stretchers 





StaiR -Way 
Ladders 


Here is the most com- 
plete line of store ladders 
manufactured. 


There’s a type of ladder 
cto meet any and all con- 
ditions — ledge rollers 
with guide track above 
—floor rollers with steel 
ladder frames — ceiling 
ladders for straight or 
curved box track, and 
several designs of che 
portable type. 

Investigate the SeaiR- 
you re 
sure to find a stock type 
co meet any and all 
conditions. 
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HARDWARE AGE April 15, 1926 
C t New York City Retail Pri 
~ bl “ I M h di 
ELIEVING it a matter of interest and possible guidance to readers HARDWARE 
AGE again presents a list of seasonable spring merchandise, together with the 
retail prices prevailing in this district. These prices are current average offer- 
ings arrived at as a result of a canvass among retail hardware dealers in Greater New 
York. First quality merchandise is quoted in each instance. The items were selected 
upon advice of dealers in this section and offer retail pricing guide for goods salable at 
this time of the year. 
RAKES ee 0c. ft.; $25.00 roll GARBAGE CAN 
Pe i vésuseveses col kes aa ae 
7 Dn .hestetdudededenkduwensos $ .90 . ‘ ~*~ pcre predclowonndowenees ededen $ .39 
a nn ce dike de cee wed dedk dle wate 1.00 OBES... 2s eerecessersecccscosecees 60c. SEE, Seseteseeeseoenseosoes pececeve .45 
Tn ~ovkncgocti dente nhedienaawiit 1.10 DL. Ciececses ese sees 6beeenesende os .60 
16 Steel poteeetseseeeteeeeeeeerees 1.25 LADDERS 001 sia alas hils iiade bldtieal so Deipaeeiidiaaiierte 3 
Ce Re ee CO i. j.  ii#§ Qurimesmem Gaited and Geanead  --  _ i GEb ecessccceresecscocecesrsesecerseos , 
Pe EE Bcicectadcussonseccees 65 Spruce-Bolted and Braced tn ¢istecesudesngeae vemewe ageenee 1.25 
Every Step Reha giqanse st saddens 1.45 
SPADING FORK ae a ee $3.00 No. 60 Restaurant .....+seeeesees 3.00 
SE ee eee $1.00 ae 8.75 FIRST QUALITY LEAD AND ZINC 
Mal. D—Strapped ............... 1.35 6 Ay sete ee eee acne eeeeeeneneees . ae SE 6 va vvencndnaspoue $4.45 GAL. 
TE TOE see rsevenscene 1.86 Va «|. - eccoesccucdewemianceae CHAMOIS 
SPADES he § Se ee eee eee 7.50 WE... Jinlven pabiaasweiakeunl $1.00 
cuss dee see a aaeeunaelin 1. 
Pox seat eect ee ee ens eeeeeeeeees $1.50 Pine Bolted SM dsl. ham oe eenekiedentes 2.25 
[Ht 5ebetensoocercseateeedabsack 85 
| Si peianaetaneaetpan ppt inka dee 2.10 Every Step BARBED WIRE 
Mal. D—Biack 2.2220022222222110 1.00 Ot ss aseeenee eae $2.75 ~~ $1.00 
POST HOLE DIGGER > Bie 666 66050.06066000060060000666 3.00 100 Ft. ee ae ee oe 1.50 
$2.50 
SHOVELS SCREEN WIRE SEVEN MESH WIRE 
ie Sn Kcteccwadeéabmbeenues $1.50 Sq. Ft. 100 Ft. Roll Ft. 100 Ft. Roll 
PU Sebbeesne eee ncncesnc ce ¥éF5UTSS 185 ERG scccces .04c. 03%c.  .038c. alate alah a lalallala . » 10 9 
Ate cine ge une i eueeetie cue 2.10 es «vovess .04c. 03 44c. 7 cee ctehessuweshuall 0 1% 6% 
Mal. D—Polished ................ 1.25 Copper ...... .07c. 0644c. =. 06c. RRS so emi eee q 6% 5 
DUES -csoeses .05%ec. 05c. 4%. = 
ENGLISH GRASS HOOK 16 M. Bronze .08c. O07%c. .07c. POULTRY NETTING 
ee ere eer $ .80; $7.75 doz. 2 In.—19 
Ue Wl sudlnnebabudemas .90; 8.75 doz. ROOFING Galv. After 
a ENR ee ee ee $1.20 Sq.Ft. 100Ft. Roll 
HEDGE SHEAR BE, BOOS 60 ohewdousensveeeeseuse 1.25 eae 02c. 01%c $1.60 
Dose eel eee BE Dicacéececee se SO re 1.95 lls ap aRpeaaia one 02c. 01%c. 2 30 
; en weal Reale - 2 eee 2.50 DE? cinccvinapessenetedeueneds 2.50 MRM 02c. 01%e. 2.80 
DEED scndaistaksencbiserbeneinace 1.50 Tomahawk BM. ..ccccccccccscesces 2.50 a es ake oe 02c. 01%c. 3.50 
De «44666400460 02c. .01%c. 4.00 
PRUNING SHEAR SPRINKLERS  haeapdgapipestbe 02c. 014 c 4.70 
9 ME. 2646060000 0s Cen eNsseoteeeee ss $1.25 4-at. Galv. ..cccces: fii 23 ds ae $ .65 AS sees eeeeeee 02c. ' ©. ; 
PF Us SOS cc convwececéeveseves 1.40 1 NE ea ae 80 4 pees tie = Oiite. ee 
g- : ihe AIR RE RRS RR sf REESE? agen : 
GRASS SHEAR 10-at Galv pene hcpeleh Aenean bare naity? 1'00 1 In.—20 
BY, (IG  ot:ith sits cute cerwulrginaet 1.25 Sq. Ft 100 Ft Roll 
Ot Th Rite na eee pee we ia 66 $ .60 > 
6 in. Polished..................... "90 Sa GS wésesensessonssesusees 1.50 SND BBeeere” 2 7 04c. 03c. $ 3.20 
> Ee Pn eteskevecnewccotoene 1.00 a nebweonceenee oo = en 
et ddabeodeutes c .03c. 
LAWN SEED ot SCRE aS ERAN eRGIgE i 04c. 03c. 7.00 
First quality, 40c. Ib.; 10 Ib., $3.75 +) ieee? HE iawn aa 9.35 
POPE, BU sccvsccoesecovccess 40 A ccc aleon thsi nebaei nie dete 55 a heh <s aeeeule .04e. + 10 Hi 
2 2 See Reina oe ahi 59 ee outs 04c. e 13 
eee HOSE ioe Cac cuakeduaniembaaablic: 69 _ jpeawspeeeiea 04c. 03¢c 16.00 
eee l5e. i. 30) Pm Cdeevastesnecoenewewedenees .80 
tose oP RR Siete $ . = x a Cove eeccverseseccccccecceees = SNIPS 
he a Mm 2566s eso 6 6660066068660 60S6 OOO ° 
OSE REEL .............. $2.50-$3. 00 BS Saheb denaaeiitar pcehceledinaalphepaiete 90 DD cncsudusdawammisdibiuuadedonel $2.80 
MOWERS eee ied teehee tiniest 1.10 Bee e eee eee nee eeeeeeeeeeeeeneeene 2.30 
‘ pelea a eR Raa 1.25 © cdivitncces denen’ see eneamedwh dels 2.10 
PE TE) Oe g ccc cnveceesnee $6.95 2  eeesigeta ee teeeines 1.10 a ee ee re eee 1.90 
I I i i ee 8.00 29 se ee ee oe 1.40 a ee ee ee ee eee 1.40 
4—Blades 14 in. B. B............ 12.00 oe ee ee ee ee ee De Gadas ct cvadkendecastsédvencodenda 1.30 
HIGH WHEEL FRAMES GARDEN HOES 
SPO cchidGUdieNashedhicksskecuul $19.00 36 in. x 36 in. Stained..........00. $ .65 Riveted .... eee ee eee eeeeeeeeeneee o0c. 
17 in laalgnnas akan eeudaiikek ak bose 42 in. x 43 in. Stained ebipmne a need .70 FOrged 0... eee cece cree cceecencees 95c. 
Se ere; 48 in. x ee .80 
Pas: scvtievadkhtusnbencmentuntel 27.00 36 in. x 84 in. Stained............. 1.00 HACK SAW BLADES 
Tin web envene eee .05e. ea.; .50c. doz. 
REFRIG. PAN DOORS lieth 07, ea.; .65c. doz. 
Tk Se cnc Spaue ben@esswdediadell 40c. No Hardware. 12 im. ....+-eeeee, 10c.ea.; .T5c. doz. 
ak I. aebéanennedieakésduauenaaneel 50c 
-_t 30x 78 Dark 3K Wire............. $2.00 
mS CSPessrevedereeseesersenssees 60c ee. Be SN. Se ccliestvcecuces 2.30 ‘ AIT none 
GARDEN BORDER & FENCE a oe nS tscconcnvesevon 3.00 No. 1 quality........ 30c. per Ib. base 
32x 84 Light Galv. ............00. 3.25 
Ms. eeiaaseduuandeuseesencmel 8c. ft 36 x 84 Light, Tl seeetdnaitwminiers 3.50 WHITE LEAD 
7 ii’ tinkeabttacesasunonens Sanne 10c. ft 36 x 84—-1% T. Light Galv. ....... 6.00 Be. Si cciscncoows $15.25 per 100 Ib. 


Reading matter continued on page 52 
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and 
Low-wave 
Extension 
Circuits 


Usual 
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Grebe “Colortone’”’ 





All Grebe apparatus is 
covered by patents 
granted and pending. 












Grebe Always Protects 
the Dealer 


UR policy, restated again and again, will be main- 
tained as always: viz., 
1. We will not cut prices nor permit dealers to do so. 
2. We will not ‘‘unload’’, ““dump’’, nor throw our sets on 
the market under any subterfuge. 
On this policy the dealer can depend; on it he can, with confidence, 
buy the Synchrophase and offer it to his customers. 
The Synchrophase is a set of the first quality as to construction, re- 
ception and the resulting satisfaction that they guarantee. On the 
Synchrophase, therefore, the dealer can build sound business and 
reputation, and enjoy a steady profit for years to come. 


Write for full particulars. 
A. H. Grebe & Co., Inc., 109 West 57th St., New York 


Factory: Richmond Hill, New York 
Western Branch: 443 So. San Pedro St., Los Angeles, Cal. 


iy @EBE 
(NCRIROP IAS 


TRADE MARK REG. U.S. PAT. OFF. 


AD \ ap : 


TRADE MARK 
REG US PAT OFF 








_ This Company owns 
and operates stations 
WAHGand WBOQ: 
also low-wave re- 
hroadcasting stations, 
mobile WGMU and 
marine WRMU. 





It is written: 
“*Winnow while the 
wind is blowing.”’ 

The wise man never 
ceases his endeavors to 
sell while the opportu- 
nity exists. 


Lier Ha. 
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(Chicago office of HARDWARE AGE) 
ITH one blizzard after another hitting the Central West 
during the past few days business has been very disappoint- 
ing to both retailers and wholesalers. Roads in most sec- 
tions are impassable and as a result business for the retailers in the 
smaller towns especially is bad. Spring merchandise is moving 
very poorly, about the only activity being in the more-staple items. 

The light demand is having little effect on prices, however, sash 
cord being the only commodity to take a drop, which was a rather 
substantial one. Solder and turpentine, on the other hand, made a 
slight advance and other prices are holding firm. 

The weather has also curtailed building operations considerably, 
although new permits being issued are running comfortably ahead 
of the same period in 1925. Naturally a slowing up in actual con- 
struction activities is marked by a drop in the demand ‘for mate- 
rials, although the steel mills in the Chicago area report that struc- 
tural steel is moving freely. Railroad buying of cars has fallen 
off sharply, but the total amount of all business being placed is suffi- 
cient to keep the mills operating at record capacity. 

Financial conditions in this territory are good and agricultural 
district banks are, for the most part, said to be in the best condi- 
tion for some time. Collections are correspondingly good. 
AUTOMOBILE ACCESSORIES. — A | Dog and Brown coil chains, 50-10 per 


very satisfactory volume of business | cent discount. No. 00-4% electric 


is being placed. Prices are unchanged. welded cow ties, $2.75 per doz. 
We quote from jobbers’ stocks, ‘COPPER RIVETS AND BURRS.—Or- 


f.o.b Chicago: ders are being placed in a satisfactory 








Spark Plugs.—Splitdorf, 50c each; 
regular, 58c. each; Champion X, 45c. volume. 
each; Champion Blue Box line, 53c. We quote from jobbers’ stocks, 
each:  & Titan, 58c. each: lots of f.o.b. Chicago: Copper rivets and 
nN 56c. <A. C. Special Ford, 44c. burrs, 45 per cent discount. 


~Spot Light.—Anderson, No. 3280, EAVES TROUGH AND CONDUCTOR 
ae PIPE.—A fairly good volume of busi- 


on. —A. A. Electric (Ford), $4 ; 5 y 
ness is being received. Prices are un- 





each. oe 2 
— Standard No. 21, changed. 
Pumps.—Rose, 1%-in. cylinder, We quote from jobbers’ stocks, 
$1.55. | f.o.b. Chicago: 28 gage single bead 
Chains.—Non-skid, dozen pair lots, lap joint gutter, 5-in., $4.50 per 100 
33% per cent discount. ft.; corrugated conductor pipe, 3-in., 
Tires and Tubes.—30 x 3%, oversize $4.80 per 100 ft.; plain ridge roll, 
cord tires, $12.55 each; regular cord, 1%-in., $4.00 per 100 ft.; corrugated 
$8.60 each; gray inner ——. > x conductor elbows, 3-in., $1.51 doz. 
+ ws ° 7 
oie? Si-ce ence; red inner tuves, © X (ELECTRICAL AND RADIO MEB- 





314, $2.25 each. 
BOLTS AND NUTS.—Sales are satis- | CHANDISE.—Battery sales are hold- 


factory and prices stationary. | ing up very well. Prices are firm. 
We quote from jobbers’ stocks, 








We quote from jobbers’ stocks, | f.0.b. Chic 
f.o.b. Chicago: Carriage bolts, cut | “Electrical” Merchandise.—No. 
thread, 45-5 per cent discount; small rubber-covered wire, $7.50 per sone 
carriage bolts, rolled thread, 50-5 tt. “3000. ft. lot 7.25: PN 18 
per cent discount; machine bolts | hed n rds, $14. 96  §$ 1000 ft: in 
cut thread, 50-5 per cent discount; | jAmP,,©0 -% $13 * fie EE 
small machine bolts, rolled thread, b ° k - kets. 18 no he 
50-10-5 per- cent discount; all stove sgl oon 4 “tbe — ss —- f 10. 
bolts, 75-5 per cent discount; lag | ioc. "each: two-piece attachment 
screws, vd per cent yes - plugs, 12c. each; dry cells, boxes of 
BUILDERS’ HARDWARE.—Sales are 50, 32c. each; less than case lots, 
showing an excellent volume. Prices ~* \ —r —Radio B batteries, 
are firm. ae No. 766, $1.40 rrr No. 767, 62 
We quote from jobbers’ stocks, $2.62" tH tee. cy gt an 
f.o.b. Chicago: 3% x 3% steel butts, Battery Chargers.—Apco line, lots 
old copper and dull brass finish, $2.70 | of less than 10, $13.50 each, net 
per oes. Sante .. 5 nn ee Loud Speakers.—Western Electric 
copper an u rass | 
ye pair; heavy steel bevel in- a eat $9.50 list. Discount, 30 per 
side sets, 6.25 per doz.; steel bit- ; F 
keyed et y fl sets, $1.65 per set; FIELD FENCE.—Sales are heavy and 


wrought brass bit- keyed, front door 


sets, $3.25 per set; cylinder front prices firm. 





door sets, $7.50 per set. . We gate fom o phere stocks, 
nNS.— " Oo cago: .68 per 
CHAINS Taare 1 & geod atenty Se | Ti sods; 1-4-1604, WUE ger tee 
mand and prices are firm. ‘rods. 
We quote from jobbers’ stocks, , —_—. re j ~ 
ae 2 Ds SS | FILES.—There is a steady normal de 
chains, $8.50 per 100-lb.; Tenso, Bull | mand. 
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Prices Holding in Chicago Territory— 
Weather Retards Seasonal Lines 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.— Many dealers 
placed their orders for tackle last fall 
and it is too early yet for replacement 
orders, but there is every indication for 
a remarkably good season. 


GALVANIZED WARE.—Notwithstand- 
ing business was slowed up with the 
recent storms, manufacturers hold their 
prices very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tobe. No. 1, $6.40; No. 2, 
$7.20; No. 3, $8.40; 10-at. galvanized 
after made ‘pail, $2. 25; 12-qt., $2.45; 
14-qt., $2.75; 5-gal, galvanized oil 
cans, ‘galvanized breast, $7.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales are fine and prices 
firm. 


‘We quote from jobbers’ stocks 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 12%c. 
per ft.; %-in., 14%c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9c. 
per ft.; %-in., 1l%c. per ft. Lawn 
sprinklers, Rail King, $28 doz.; orig- 
inal fountain sprinklers, $8 doz.: 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—The demand 
rather light at this time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent 
discount; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 

ades, $3.75 per 100 lb. commercial, 
3.40 per 100 Ib. 


HATCHETS.—There is a very satis- 
factory demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first qual- 
ity hatchets, No. 2 broad, $16. 40 doz.; 
medium uality hatchets, No. 2 
shingling, $8.00 doz.; medium Da vd 
hatchets, No. 2, broad, $12.50 doz. 


HANDLED HAMMERS. —There is a 
good active demand and prices are very 
firm. 


We quote from jobbers’ stocks, 
f.o.b Chicago. First quality, 16-oz. 
nail hammers, $12.00 doz.; Maydole, 
$12.60 doz.; 16-oz. machinist ham- 
mers, first ‘quality, $9.20 doz.; Com- 
petitive poe 16-oz. nail hammers, 
$6.00 to $8.00. 


HANDLES, AGRICULTURAL.—Prices 
are unchanged and the demand is high- 
ly satisfactory. 7 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
checked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX, 
41%-ft., $4 doz.; 5-ft., $4.80 doz.; X, 
414-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handles.—Bent chucked 
and bored, best grade, with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, —_ stra 
ferrule and cap, 4-ft., $5.50 doz.; 4 
ft., $5.75 doz ty" bent 4%-ft., $4.50 
doz.; 5-ft., $8.5 doz.; . bent, 4%- 
ft.. $3 doz.; 5- rt. $3.40 doz. 

Manure Fork Handles. —Bent, best 
grade, 4-ft., $4.75 doz.; 
doz. XX, bent, 4-ft., $4.15 doz.; 416 - 

$4.40 re ‘bent, y™ ft., $2. 60. doz.; 
ia -ft., $2.9 OZ, 
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There’s not a season in the year that 
doesn’t demand Food Choppers. April, 


May, June, July, August bring fruit 


salads and vegetable salads almost every 
day on the table. September and Octo- 
ber bring preserving. November and 
December, fruit cakes and mince meat. 
Besides, the every-day use for ham- 
burger, hash—a hundred things. 


Display the Griswold Combination 
Meat and Food Chopper. It cuts—not 
grinds. The juices stay inside each cut- 
up piece. No messiness in using; no 
juice-dripping. Knives that sharpen 
themselves, clip meats and vegetables, 
and force them evenly through large, 
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Let 








cut through 
slack seasons 





Trade Mark 
Reg. U. S 
Pat. Off 


medium or small plates that finish the 
cutting in sizes desired.. The Chopper is 
substantial; as solid as if for a butcher 
shop. 


The revolving display stand, sent free 
with your order, shows Griswold Chop- 
pers to advantage. Advertising in the 
best publications in the women’s field is 
displaying Griswold Choppers nationally. 
Order from your jobber, or let us send 
bulletins and prices. " The Griswold Mfg. 
Co., Erie, Penna., U. S. A. 


Makers of Extra Finished Cooking Utensils 
in Cast Iron and Aluminum, Waffle Irons, 
Food Choppers, Reversible Stove and Fur. 
nace Pipe Dampers, Fruit Presses, Mail 
Boxes, Bolo and other Portable Bake Ovens, 
Gas Hot Plates and Electric Wafle Bakers. 


THE LINE THAT’S FINE AT COOKING TIME 
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Garden Hoe Handiles.—XxX, 4eft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 


Garden Rake Handles.— XX, 5% - 
ft., $5.25 doz.; X, 5%-ft., $3.25 dos. 

Shovel Handles.—Regular ee 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 
$3.90 doz.; D. handle, best grade, $7. 95 
doz.; X grade, $6 doz. 

Spade Handies.—I) handles best 
grade, $7.75 doz.; X grade, $6 doz. 
HANDLES, TOOL.—There is a steady 
demand and prices are firm. 

We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handies.—No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.: finest second growth 
hickory, $1.80 doz. 


HINGES.—Prices are unchanged and 


the sales are @@tive. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: be strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8- in.. $2.70; 10-in., $4.30 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56; 10- in., $5.10 


per doz. pairs. 
ICE CREAM FREEZERS.—tThe de- 


mand is showing some increase. Prices 


stocks, 


are firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 


1 qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., $8.25 list; 6-qt., 
$10.45 list; 8-qt., $13.50 list; 10-qt., 


$18 list; 12-qt., $21.55 list; 15-qt. 
$25.60 list; 20-qt., $33.20 list; 25-qt. 


$42.60 list; Arctic, 1-qt., $4 list, 2-qt., 
$4.60 list; 3-qt., $5. 55 list; 4-qt., $6.80 
list; 6-at., $8.60 list; 8-qt., $11.10 list. 
All the above less 50 per cent dis- 
count, Alaska, 1-qt., $2.95 list; 2-qt., 
$3.45 list; 3-qt., $4.10 list; 4-qt., $3 
list; 6-qt., $6.30 list; 8-qt., $8.20 list; 
$10.75 list; 12-qt., $14 list; 
15-qt., $17 list; 20-qt., $21.50 list. A 
disc ount of 20 and 10 per cent on all 
above prices 


LAWN MOWERS.—Bad weather is re- | 
sponsible for little or no demand at | 


present. 
We quote 
f.o.b. Chicago: 
Lawn Mowers.—16-in. ball bearing, 
5-knife, 1ll-in. wheels $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in., plain bear- 


from jobbers’ stocks, 


ing, 4-knife, 10%42-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each: 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 


each. : 
NAILS.—Prices are 
sales are rather light. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.20 per keg base. The extra for 
galvanized nails is now $2 for 1-in. 
and longer, $2.25 for shorter than 
l-in. 
OIL STOVES.—Future orders placed 
last fall are now being shipped out, and 
current business is light. 


Oil Cook Stoves 


unchanged and 


PERFECTION— ; 
No. 72 3 DUrmMeFrsS......ccccccece $17.50 
a FF eae 22.50 
— SR ee 28.50 
OO OO 39.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 








a, ae oe pe. ge newness eeod $17.50 

a, Ge we ee, 3 og cece eeess 22.50 

ee 28.50 
Puritan discounts same as Perfec- 

tion. 

NESCO— 

ee FF ee $9.50 

No. BE ee eee 17.35 

ee, «6 Se IOI. . c 5 cs cceccee 22.00 

No. 214 4 burners.............. 28.00 

No. 215 5 burmers.............. 89.50 

No. 1102 high shelf only........ 5.25 

No. 1103 high shelf only........ 6.50 

No. 1104 high shelf only........ 8.00 

No. 1105 high shelf only........ 9.75 
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With Vitreous Enameled Stove 
Tops and Splash Backs: 
POO. Bee SB BONO. cccccccccocés $35.50 
ino. 244 4 burnmers..........20- 44.50 
Nesco dealers’ discount, 30-and 5 
per cent. 
Oil Ranges 


5 burners & Oven. .$90.00 


discount, 30 and 5 per 


Nesco Rolo, 
Dealers’ 


cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
kg |) RE EE 6.15 


on 10 or more, 
less than 10, 30 


Dealers’ discount, 

30 and 5 per cent; 
per cent. 
PURITAN— 

No. 42G 2 burners glass door...$5.50 

Dealers’ discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 

No. 05 1 burner solid door..... $2.00 
No. 5 1 burner glass door..... 2.15 
No. 010 1 burner solid door..... 3.50 
No. 0 1 burner glass door..... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 
No. 30 2 burners glass door.... 5.20 

Dealers’ discount, 30 and 5 per 
cent. 

Water Heaters 

Pestection Mo. €12 ...ccccccese $40.00 
Perfection No. 421 ........ccc5 80.00 


Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Ete. 
Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 
Discounts same as on oil 
stoves, ovens and heaters. 


| 
| 
| PAINTS AND OILS.— Turpentine 
| 
| 











cook 


takes a slight advance. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 92c. 
per gal.; 5-barrel lots, 89c. per gal. 

Linseed Oil.—Boiled, barrel lots, 
95c. per gal.; 5-barrel lots, 92c. per 


gal. 
Turpentine.—Barrel lots, $1.20 per 


gal. 
_Denatured .Alcohol.—Barrel lots, 
45c. per gal.; steel drums extra $6, 
returnable. 


White Lead.—100 Ib. kegs, $15.25: 
500-lb. lots less 10 per cent; 50-Ib. 
kegs, $7.75: 25-Ib. kegs, $3.90; 
12-lb. kegs, $2. 

Shellac.—(4 4 -Ib. cuts) white, $2.90 
per gal.; orange, $2.60 per gal. 

English Venetian Red.—In barrels, 
$3 »0 to $6.7 iD per 100-1). 

— Paste.—Barrel lots, 744c. per 


PYREX WARE.—The demand at this 
time is only fair. Prices are firm. 


We quote F 
f.o.b. Chicago: 

Bread Pans.—-No. 
No. 214, $12 doz. 

New Handled Casseroles.—Round 
No. 622, $12 doz.: No. 623, $14 doz.: 
Oval No. 632, $12 doz.; No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz.: 


No. 643, $14 doz. 
Pie Plates.—No. 208, $6 doz.: No. 
209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.: No. 
232, $14 doz. 


ROLLER SKATES.—The demand is 
good and is showing a steady increase. 
Prices are firm. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 


212, $7.20 doz.: 


4-cup, 


from jobbers’ stocks, 
Union roller skates 


for boys, $1.40 per pair, for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 


$1.40 per pair. 


ROOFING PAPER.—Business is show- 
ing a seasonal increase. Prices are un- 


| changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade talc surfaced, 
$2.65 per square; medium tale sur- 
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light tale sur- 


faced, $2 per square; 
red rosin 


faced, $1.20 per square; 

sheathing, $57 per ton. 
ROPE.—The demand is satisfactory. 
Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Standard 
brands, 254ec. per lb.; No. 2 Manila, 
24%%c. per lb; No. 1 Sisal, 17%c. per 
lb.; No. 2 Sisal, 164%c. per Ib. 

SASH CORD.—Sales 
prices are reduced. 

We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 7 standard brands, 
$7.75 per doz. hanks; No. 8, $8.85 
per doz. hanks. 

SASH PULLEYS.—Sales are very good 
and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz. 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREEN DOORS AND WINDOW 
SCREENS.—The continued inclement 
weather is instrumental in delaying the 
start of buying in this line. 


are light and 


We quote from jobbers’ stocks, 
f.o.b. ey Screen Doors: No. 
266, 2-8 x 6-8, $20.35 doz.; No. 296, 2-8 


x 6-8, $24.55 ‘doz. : No. 311, 2-8 x 6-8, 
$29. 20 doz. Window Screens: No. 1833, 
$4.35 doz.; No. 2433, $5.20 doz. 


SCREWS.—Sales are only fair. 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 7712-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass, 
7214-20-10 per cent new list. Jap- 
anned 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Sales are good and prices stronger. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $44 per 100 Ib.; medium 45-55 
solder, $43 per 100-lb.: tinner’s 40-60 
solder, $42 per 100 lb.; high speed 
babbitt metal, $20 per 100 lb.; stand- 
vy No. 4 babbitt metal, $13 per 100 


Prices 











STEEL SHEETS.— The demand is 
steady and satisfactory. Prices are 
firm. 

We quote from jobbers’ stocks, 








f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 Ilb.; 28-gage black 
sheets, $4.25 per 100 Ib. 

WIRE GOODS.—Sales are only fair. 


Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.06 per 100 lIb.; No. 9 gal- 


vanized plain wire, $3.50 per 100 Ib.; 
Catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 Ib.; 80-rod 
spool galvanized hog wire, $3.34 per 
spool. Polished fence staples, $3.50 
per 100 lb.; 12-mesh black wire cloth, 
$1.75 per 100 sq. ft.; 12-mesh galva- 
nized wire cloth, $2. 00 per 100 sq. 
ft.; 14-mesh bronze wire cloth, $5.75 
per 100 sq. 

Apex Wire Cloth.—Black, 12-mesh, 
$1.75 per 100 sq. ft.; galvanized, 12- 
mesh, $2.15 per 100 sq. ft.; 14- mesh, 
$2.55 per 100 sq. ft.; bronze, 14-mesh, 
$6 per 100 sq. ft.; 16- -mesh, $6.60 per 
100 sq. ft. 


WRENCHES.—There is no change in 
price sand sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount; Coes’ 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, $4; No. 101 Master Ser- 
vice Set, $15. 25; No. 202 Heavy Set, 
$8.80; No. 303 Ford Master Service 
Set, $1 4.85; No. 404 Universal Socket 
Set, $8.75; No. 505B Screw Driver 
Set, $3.40; No. 900 Square Socket 
Set, $3.70. All Snap-On Wrenches 
less 40 per cent. 
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BLABONS 
FELTEX 


FELTEX RUGS 


1928 






































Blabon’s Feltex Sample 

ook, showing rugs in 
actual colors, sent free 
to Hardware Dealers, 
upon request. 
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at 


they come 





ul 
they go! 


That’s the story of Blabon’s Feltex 
Rugs. They are selling rapidly, be- 
cause these beautiful, durable felt- 
base rugs require so little care, and 
are so reasonable in cost. 





The striking patterns of Feltex 
Rugs will appeal to your customers. 
This means quick turnover — and 
good profits on a small investment. 


Another advantage is that Feltex 
Rugs take so little room. That 
means no increase in overhead! 


They can be quickly and easily 
handled, for each rug is packed sepa- 
rately in a stout carton ready for re- 
shipment without repacking. 


Why not get your share of profits 
on this value-giving line? Ask 
us how you can make money on 
Blabon’s Feltex Rugs! 


The George W. Blabon Company, 
Philadelphia 
Established 75 Years 


Head Office of the 


Sales Department 


Trade Promotion 
Department 
Philadelphia 


eorenenemenrrennsianennemd 


BLABON’S Feltex Rugs 





(FELT-BASE) 


295 Fifth Ave., New York 
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(Cleveland office of HARDWARE AGE, 
ARDWARE business has slowed down in the Cleveland terri- 
tory this month, and it is the consensus of opinion that 
the falling off is entirely due to weather conditions. Even 
the few warm days that usually relieve the monotony of the bluster- 
ing weather of early spring have not appeared so far to give a little 
life to trade and, in addition, there has been an unusual amount of 
rainy weather. Consequently, there has been no start in work in 
the fields and gardens and building work has been retarded. Sales 
by jobbers held up well through March, but April business has taken 
a poor start. Spring merchandise has hardly commenced to move 
from retailers’ shelves and the whole trade is simply marking time. 
Retailers are fairly well stocked with seasonal merchandise for 
spring, and sales by jobbers are now confined mostly to staple goods. 
Few price changes are reported and the general feeling of the trade 
is that if there is any change in the price tendency it will be toward 
lower rather than higher prices. Manufacturers of furnace pipe 
and elbows have discontinued allowing freight for less than car 
lot shipments, but have reduced prices about 10 per cent. The re- 
duction about offsets the freight charge for small lots and means a 
reduction on car lots. Makers of malleable and cast iron pipe fit- 
tings and drainage fittings have added a 10 per cent extra for direct 
shipment to retailers in lots in less than 1000 lb. This change, it is 
believed, will be of advantage to jobbers and mill supply houses that 
handle fittings, as it will divert orders to jobbers’ stocks. 
Collections have fallen off. This, it is believed, is due to the fact 
that retailers’ stocks are being converted into cash more slowly than 
is usual at this season of the year, because of the bad weather. 


AUTOMOBILE TIRES AND ACCES. [~~~ 


ne : : Jobbers quote f.o.b. Cleveland: 
SORIES.—tTires and tubes are moving | No. 766 B batteries, $1.30 each for 


better than a few weeks ago. Buying = packages and $1.40 for small 
Ots. 
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Weather Affects Trade in Cleveland— 
Retailers Stocks Sufficient 


Prices Firm 


FANS.—Jobbers have commenced to 
take orders for spring trade, and sales 
are fair. 


Cleveland jobbers quote Polar Cub 
fans, 6-in. Jr., $3 each; 8-in. Jr., $3.20 
each; 10-in. stationary, $4.60 each; 
10-in. oscillating $7 each. Prices for 
dozen lots are slightly lower. 


FURNACE PIPE AND ELBOWS.— 
Manufacturers of furnace pipe and el- 
bows and galvanized smoke pipe have 
discontinued making freight allowance 
for less than car lots. Their allowance 
now is only on car lot orders. The dis- 
count has been increased about 10 per 
cent, which in the case of l.c.l. orders 
about offsets the freight charge; but 
in case of car lot orders, gives the 
buyer about a 10 per cent price reduc- 
tion. 


GAME TRAPS.—Orders for fall ship- 
ment are coming out rather slowly. 


Jobbers quote f.o.b. Cleveland: 

Victor game traps, No. 0, ogy per 
doz.; No. 1, $1.38 per doz.; No. 1%, 
$2.44 per doz.; No. 2, $3.36 per doz.; 
Oneida jump ‘traps, No. 0, $1.59 per 
doz.; No. 1, $1.83 per doz.; No. 1%, 
$2.83 per doz.; No. 2, $4.38 per doz. 


GARDEN HOSE.—Some late orders 
are being placed, but the volume of 
sales is rather light, as most retailers 
have already placed their stock orders. 


GLASS BAKING WARE.—The de- 
mand is holding up quite well for this 
season of the year. 


Jobbers quote f.o.b. Cleveland: 

Casseroles, round or oval, 1-qt., 
$1.17; 2-qt., $1.33; 2%-qt., $1.66; 
square, $1.50; caseroles with fancy 
covers, 35c. higher. 

Pie Plates, 8-in., 50c.; 9-in., 60c.; 
10-in., 67c. 

Bread Pans, No. 212, 60c.; No. 214, 


91e 
Utility Dishes, No. 231, 67c.; No. 
232, $1.17. 

















apparently is not as active as it should | Eveready B batteries, No. 486, 
be for this season of the vear, this be- $3.58 each for unit packages and $3.85 
' : cin i h ; each for smaller lots. 
ing attributed to the bad weather con- | No. 6 ignition type dry cell bat- 
ditions. teries, 32c. each. 
Cleveland jobbers quote Mansfield BINDER TWINE.—Jobbers are pre- 
—, f.o.b. 9956. he 30 Es 3% ne paring their orders for shipments which 
-) 4 rs rc J. > aAVY aU ver- 
a. "$12.65: 32 x 4 pi emo 4 —- will be started about May 1. Sales are 
$17.50; heavy duty, $21.40; 34 x 4% light. 
any ay 4.40. $13 pg are | Cleveland jobbers quote first grade 
$23 45- 29 x 6.20, $35.50 Tan Me on binder twine at $6.98% per bale, 50-Ib. 
30 x 3%, $2. 50; " 32 x 4, $3.75: 34 x gross f.o.b. Cleveland and _ $6.87% 
1%, $4. 60: balloon tire tubes, gray, f.o.b. Chicago or Auburn, N. Y. 
29 or 52 $2.95; 30 x 5%, $4; 32 x BOLTS AND NUTS.—tThe demand is 
6.2 25. e ° . 
We aucte @rem Sebbew’ stew. holding up quite well and the market is 
f.o.b. Cleveland: Millers Falls, No. firm at regular prices. 
145 jacks, $3.75. Derf spark plugs, PP : 
96c. each for all sizes in lots of less 9 quote f.0.b. Cleveland: . 
than 50: Champion X spark plugs, ‘ rge machine bolts, cut t reads, 
45c. each for less than 100 and 4ic. | 50 and 10 per cent off list; small 
each for over 100; Champion regular, | rolled threads, 60 and 5 per cent off 
53c. each for less than 100. all sizes: | list; carriage bolts, large and small 
50c. each for over 100 , : cut threads, 45 and 5 per cent off 
: | list; stove bolts, 75 and 10 per cent 
AXES.— The reestablishment of last | off list; hot pressed nuts, $3.90 off 
: ; : list; small rivets, 65 and 5 per cent 
year’s prices for next fall delivery has off list. 


not been followed by the booking of | CORRUGATED ROOFING.—Sales for 
much business, although jobbers are | early shipment have increased as re- 


making some sales, | tailers are now stocking up. Prices are 


Tea Pots, 2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


HANDLES.—tThe demand at present is 
quite good, particularly for agricultu- 
ral tool handles. 


Jobbers quote f.o.b. Cleveland: 

Axe Handies.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz. ; 
special white second growth hickory, 
$5 per doz. 

riatchet and Hammer Handles.— 
No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles. — » ep ight, 
chucked and bored, XX, 4% f 43.7 75 
per doz.; 5 ft., $4.50 per By: ; ’ bent, 
4% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.; X bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 

Manure Fork Handles.—Bent, XX, 
4 ft., af per doz.; 4% ft., $4.25 per 
0Z.; , bent, 4 ft., $2.80 per doz.; 
4% ft., $2.90 per doz. 

Garden Hoe Handies.—XxX, 41% ft., 
_ 30 per doz.; No. 1, 4% ft., $1.50 per 
doz. 

Garden Rake Handles.—XX, 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 

Shovel Handles. — Regular eee 

XX, 41% ft., $5.90 per doz.; X, 4% ft., 
$3.75 per doz.; D handle, $5. 60 per 


doz. 
oan an Handles.—xX grade, $5.40 per 


HOSE REELS.—A fair demand has 
sprung up for these for early shipment. 


Cleveland joébbers quote hose reels 
$2 each; No. 6, $1.65 each; 





Jobbers pete £29. Srovstana: firm. 
‘irst grade single tted rustless | — 
black finished, handled axes, $19.50 Pye I ee ausre oy the 
base per doz.; unhandled, $15.50 per anne ted a we “$4 a4 =— 
doz.; double bitted, handled, $24.50 . & fob Pitted reh . p 
per doz.;: double bitted, unhandled, pri te A aaa ei sa 
$20 per dos. $0c. incraage for Gosen EAVES TROUGH AND CONDUCTOR 
— weighing to . and similar > : % 
advance. for each €. Ib. additional PIPE.—These items are now moderate 
<incfease. ly active. 
shrraities —The* demand for these | Fs tg ors Eng J seeves 
er 
is less active than a few weeks ago. cent off list in crate lots delivered. 
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“Yes, sir— 
that’s an Eveready-Mazda Lamp 


Eveready-Mazda Automobile Lamp Display and 
Stock Cabinet No. 1730 
Get this counter cabinet to your trade. Upper 
section displays 100 assorted lamps. Lower com- 
partment stocks 120 lamps in cartons. The most 
compact, protected manner of both stocking and 
displaying lamps. Salesman and stock clerk in one. 
Write us for full information. 
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WHEN you say those magic words to a motorist 
you remind him of pleasant associations that speak a 
good word for the lamp you offer. He has Eveready 
Flashlights and Batteries in his car and at home; 
Eveready Radio Batteries on his radio, and Eveready 
Columbia Dry Batteries to ring his doorbell. Ever- 


eady and Mazda Lamps, the two most famous of all 
names in illumination, make the snappiest sales talk 


you can give. 





NATIONAL CARBON CO., INC., New York—San Francisco 
Atlanta Chicago Dallas Kansas City Pittsburgh 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


MAZDA 
AUTOMOBILE LAMPS 
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ICE CREAM FREEZERS.—The 


de- | 


! 


mand at present is only moderate, al- | 


though jobbers earlier in the season 
booked a good volume of orders. 


Jobbers quote f.o.b. Cleveland: 
Lightning Freezers, 1-qt., 2.10; 
2- “at, $2.50; = -qt., $2.95; 4-qt., $3.60; 
, $4.50; S-qt., $5.85; 12-qt., $9.45; 
Mountain Freezers, 1-qt., 
3-qt., $3.3 4-qt., 
$6. a5. 12-qt., 
Auto Vacuum Freezers, 2-qt., 
$4; 3-qt., $5.33; 4-qt., $6.66. 
LAWN ROLLERS.—The buying season 
is about over. While sales improved 
the last week or two, the total volume 
of business has been rather unsatisfac- 
tory. 
Cleveland jobbers quote water 
weight rollers No. 2, $9.50 each; No. 
4, $11.15 each; No. 5, $13.85 each: 
No. 7, $16 each; No. 9, $18.10 each. 
NAILS AND WIRE.—The demand 
steady but only fair. All prices are be- 
ing maintained. 
Jobbers quote 
keg for car lots 
and $2.90 per keg 
lots. 
Jobbers 
stocks: 
Nails.—Less than car lots, $3 per 
keg; No. 9 galvanized wire, $3.45 per 
lb.; 


is 


at $2.75 per 
mill shipment 
less than car 


nails 
and 

for 
follows from 


quote as 


100 Ib.; No. 9 annealed wire, $3 per 
100 Ib.; cement coated nails, $2.40 per 
100 Ib.; polished fence staples, $3.70 
per 100 lb.; galvanized fence staples, 
$3.95 per 100 Ib.; miscellaneous nails 
— wire brads, 70 and 10 per cent off 
st. 
Barbed Wire.—S80-rod spools, Ly- 
man, 4 point cattle wire, $3.25; same 
hog wire, $3.50; American special hog 
wire, $2.50. 


OIL STOVES.—Sales are quite satis- 
factory. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Nesco oil stoves, 2-burner, $11.60 
each; 3-burner, $14.75 each; 4-burner, 
$18.85 each; 3-burner, all enamel, 
complete with back and cabinet shelf, 
$23.60; 4-burner, $30.25: Rolo range, 


$59.85. 
New Process, Wick: 
No 546 white enamel shelf 
. 546 plain shelf 
545 white enamel shelf 
. 545 plain shelf 
. 544 white enamel shelf 
. 544 plain shelf 
. 543 white enamel shelf 
. 543 plain shelf 
. 542 white enamel shelf... 
7 rrr 23. 70 


No. 642 
New Process, Wickless: 
363 


discounts on 


New Process dealers’ 
on less 


lots of ten, 30 and 5 per cent, 
than ten, 30 per cent. 
New Process Ovens: 
013 One burner, glass door. .$4.10 
014 One burner, glass door, 
pie baker 2 


'this season of the year, 
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One burner, pie baker... 2 
Two burner, glass door.. i 
Two burner, glass door.. 
Two burner, glass panel 
end open 
One burner, 
Two burner, 

-A Two burner, drop door.. 

-A Two burner, swing door.. < 

-G Two burner, glass door.. 

A One burner, swing door.. 2.90 
Discount the same as on stoves. 
‘PAINTS AND OILS.—Linseed oil has 
sharply declined, which is unusual for | 
and turpentine 
has advanced. The market is pretty 
much at a standstill as dealers have 
purchased good stocks and weather 
conditions have prevented much outside 
painting. Practically no local work is 
being done because of a painters’ strike. 
Mixed paints, regular shades, best 
grade, $3.10 per gal. for 1 gal. cans. 
Outside white, $3.30 per gal., in 1 gal. 


cans. 
Turpentine in bbls., $1.18; 
90c.; less than 


bbl., $1.33 per gal. 
Linseed oil in bbls., 
bbl., $1.05. Boiled, 3c. extra per gal. 
White lead, in 100-lb. kegs, 15\4c. 
per Ib.; in 50 and 25-lb. kegs: 15%4c. 
15%c. per 
per cent dis- 


per Ib.; in 12%-lIb. kegs, 

Ib.; in 500-lb. lots, 10 

count; other prices are net. 
POULTRY NETTING AND WIRE 
CLOTH.—Quite a few pick-up orders 


are now coming in. Prices are firm. 


Cleveland jobbers quote poultry 
netting at 50 and 7% per cent off list: 
galvanized before weaving, 50 and 10 
and 7% per cent off list; wire cloth, 
black, $1.85 per 100 sq. ft.; galva- 
nized, $2.05 to $2.10 per 100 sq. ft. 


PIPE FITTINGS.—Manufacturers of 
malleable and cast iron pipe fittings 
and drainage fittings in order to cut 
down the volume of direct shipments to 
jobbers’ customers, have placed in ef- 
fect a 10 per cent extra charge for ship- 
ments to customers in lots of less than 
1000 lbs. This extra will relieve man- 
ufacturers of a large volume of small 


glass panel... 5 
glass panel.. 


less than 


| lot shipments and is expected to result 


in better turnover for the jobbers. 
POULTRY SUPPLIES. — Sales 
tinue fairly good. Prices are 
changed. 


con- 
un- 


Cleveland jobbers quote as follows: 
Thermic fountains, 2 gal., $18.75 per 
doz.; 3 gal., $24 per doz. : 5 gal., 
$25. 50; Feed troughs, Delphos, No. 12, 
ce 60 per doz.; No. 18, $2 per doz.; 
No. 24, $2.50 per doz. Delphos Cylin- 
drical feed troughs, $8 per doz. All 
Round drinking fountains, $4.40 per 
doz.; Mason jar fountain, Star type 
without jar, 80c. per doz.; 1 qt., bot- 
tom fill, $2.50 per doz.; 2 qt., $3.15 
per doz.; 4 qt., $3.75 per doz. Leg 
bands, American size, $3.10 per thou- 
sand; aluminum leg bands, $3 per 
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sand; Mediterranean, $2.85 per thou- 


sand. 


ROLLER SKATES.—The demand for 


these continues very satisfactory. 
We quote from jobbers’ stocks, 
f.o.b. Cleveland: 
Union skates, Nos. 4 and 5, $1.42 
per pair; No. 6, $1.55 per pair; No. 3, 
ball bearing, 85c. per pair. 


| ROPE.—The demand for rope is steady 


but not heavy. Prices are unchanged. 


Cleveland jobbers quote best grade 
of manila rope at 26'ec. per Ib. for 
factory shipment and 27e. per lb. for 
stock shipment. Sisal rope 18e. per 
lb. factory and 18%c. for shipment 
from stock. 


SCREEN DOOR GUARDS.—These are 
moving well for early shipment. 


Cleveland jobbers quote Donley 
screen door guards in standard size 
at $6 per doz. sets, three in a set. 


SLEDS.—Orders from retailers for 
sleds for fall shipment are still rather 
light. 

Cleveland jobbers quote sleds as 
follows: Flexible Flyers, 33'4 per cent 
off list f.o.b. Cleveland, and 35 per 
cent off list f.o.b. factory. Lightning 
Guider, 32-in., $12.50 per doz. ; 34-in., 
$14.2: 


$22. 35 per doz.; 58- in., $26.15 per doz. 


SOCKETS.—A price reduction of 10 
per cent has been made on key, keyless 
and pull chain sockets. 

STEEL. SHEETS.—The demand is 
rather dull for this season, evidently 
because of weather conditions. Mill 
prices are somewhat weaker, but job- 
bers’ prices are unchanged. 


We quote from _ jobbers’ 
f.o.b. Cleveland: 

Galvanized sheets, 
per 100 Ib. 


STOVE ACCESSORIES.—Early buy- 
ing was good, but orders have been 
tapered off recently. 


Jobbers quote f.o.b. 
pipe in crates of 25 lengths, 
“sa 4 a 28 gage 3-in., P ie 85; 

-in., $3.46; 7-in., $4.0 

Elb ows, Security bined, 
28 gage, * in., $1.02; 4 
in., $1.25; in., $1.38; 7 
per tly 

Stove boards in full box lots, paper 
lined, square, 26 in., $7.35 per doz.; 
28 in., $8.30; 30 in., $9.70; 32 
$11.45; same, wood ——. 
$11.20 per doz.; 26 in., 
$15.50; 30 in., $18, and : 
oblong, wood lined, 18 x 24 in., 
per doz.: 18 x 30 
in., $15.10; . 
paper lined, 18 x 24 in., $ 
es oe $8; 20 x 30 in., $9.45; 


Cont hods, 


stocks, 


28 gage, $5.10 


factory: Stove 
Security 
4-in., $3; 


corrugated, 
in., $1.14; 5 
in., $1.88; all 


24 x 36 in., 


galvanized, 17-in., 
$4.75 per doz., for open models; 18-in., 
$5.30 per doz.; 17-in., closed with fun- 
nel, $6 per doz. 








Coming Hardware Conventions 


Headquarters, Ama- 


MANUFACTURERS 
Atlanta-Biltmore 
1926. 

1819 


AMERICAN HARDWARE 
ABSOCIATION CONVENTION, 
Hotel, Atlanta, Ga., May 4, 5, 6, 7, 
F. D. Mitchell, secretary-treasurer, 
Broadway, New York City. 

AMERICAN IRON, STEEL AND HEAVY HARD- 
WARE ASSOCIATION CONVENTION, Ambassador 
Hotel, Atlantic City, N. J., May 25, 26, 27, 
1926. B. R. Sackett, secre tary, 503 
Arch Street, Philadelphia, Pa. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, Ark., May 
20, 21, 1926. L. P. Biggs, secretary, 815 
Southern Trust Building, Little Rock. 

HARDWARB ASSOCIATION OF THE CAROLINAS 





CONVENTION AND EXHIBITION, Raleigh, N. C., 
June 8, 9, 10, 1926. A. R. Craig, secretary, 
717 Commercial Bank Building, Charlotte, 

MISSISSIPPI RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Biloxi, 
Miss., June 21, 22, 23, 1926. Guy Nason, 
secretary, Chamber of Commerce, Columbus. 

NATIONAL RETAIL HARDWARE ASSOCIATION, 
Congress, Claypool Hotel, Indianapolis, 
Ind., June 21, 22, 23, 24, 1926. Herbert P. 
Sheets, secretary, 130 E. Washington St., 
Indianapolis. 

PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Amarillo, Tex., 





May 10, 11, 12, 1926. 
rillo Hotel. CC. L. Thompson, 
treasurer, Canyon, Tex. 


SOUTHEASTERN RETAIL HARDWARB AND 
IMPLEMENT ASSOCIATION (composed of Ala- 
bama, Florida, Georgia and Tennessee) 
CONVENTION AND EXPOSITION, Atlanta, Ga., 
May 10, 11, 12, 1926. Walter Harlan, sec- 
retary, 701 Grand Theater Building, Atlan- 
ta, Ga. 


SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION CONVENTION, Atlanta-Biltmore Hotel, 
Atlanta, Ga., May 4, 5, 6, 7, 1926. John 
Donnan, secretary-treasurer, Richmond, Va. 


secretary- 
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Getting More Satisfaction and Profit 
Out of Your Business 





profits. 


Dealers who pay special attention: to the rope end of their business are 
themselves sold on Plymouth Rope quality. Their individual preference 
for Plymouth Rope is apparent in conducting rope sales over the counter. 


Plymouth Rope is strong in its appeal; smoothness, finish, strength, and 
reputation for service and dependability. In selling this superior line of rope 
you can serve the best interests of your trade, recommending it with the 
assurance that Plymouth quality merits your endorsement. 


If your jobber does not handle Plymouth Rope 
write us for address of nearest sobbing depot in 


your state. 


Plymouth Cordage Company 


North Plymouth, Mass. Welland, Canada 


PLYMOUTH soccer is 








‘ 








—— 
LEE 
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HARDWARE AGE 


April 15, 1926 


Hardware Sales Satisfactory in Pittsburgh 
Prices Firm—Collections Favorable 


(Pittsburgh office of HARDWARE AGB) 


ARDWARE business possibly is all that could be expected 
in view of the fact that the Spring is backward, and there 
have been only a few days in the past month that have been 


favorable to outdoor activities. 


But the movement of goods could 


be a whole lot better and the average expression as to trade is that 


it is quiet. 


Retailers, however, are not buying simply because de- 


mands upon them have been light and the lack of activity being al- 
most entirely due to weather conditions it is reasonable to suppose 
that when there is improvement in that direction, there will also be 
improvement in the demand for hardware. 

It does not appear that retailers are at all heavily stocked with 
goods nor can the lack of activity be charged to expectations of 
lower prices because the majority opinion is that fluctutations either 


way from present levels will be very slight. 


Very few price an- 


nouncements have come out of the past week. New prices for trace 
chains, effective April 5, show some decline from those of a year ago. 
It is said that insofar as costs are concerned, a reaffirmation of last 
year’s prices would be justified, but apparently there is a competi- 
tive condition which surmounts in importance the cost to manufac- 


ture. 


AUTOMOBILE ACCESSORIES.—It is 
hard to get a cheerful word as to busi- 
ness in these lines from local jobbers, 
most of whom are finding business very 


slack. 


Prices from jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 

Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each; lots of 10 to 
49, 58c.; lots of 60 to 99, 55c.; lois of 
100 to 200, 57c.; lots of 300 or more, 
47c.; A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 42c.; 
lots of 100 to 200, 39c.; lots of 300 or 
more, 37c. 

Motor Meters.—Standard makes, 
lots of less than 10, 30 per cent off 
list; lots of 10 to 19, 35 per cent off 
list; lots of 20 or more, 40 per cent 
off list. 

Horns.—Spartons, single lots, 33% 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and over, 
40 and 5 off list. 

Windshield Cleaners.—tTrico, uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls, No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 

Chains.—Single pairs, 30 per cent 
off list; lots of 10 to 50 pairs, 35 per 
cent off list, lots of 50 pairs and over 
40 per cent off list. 


AUTOMOBILE TIRES AND TUBES. 
Retail sales of tires and tubes appear 
good, judging from the repeat orders 
coming to local jobbers. Dealers’ prices 
for Mansfield tires and tubes: 

Fabric Tires 


Size Non-Skid Grey 
Fabric Tubes 
30x 3 Cl $7.80 $1.80 
30x 3% Cl 8.90 2.05 
Cord Tires 
Heavy 
Size Regular Duty Grey Tan 


Cord Cord Tubes Tubes 


30 x 3 Cl $9.75 $1.80 $2.35 
30x 3% Cl $9.95 12.65 2.05 2.50 
30x3%S5S.S. 11.85 15.75 

32x3%5.8 17.30 2.45 3.00 
31x 48.58. 15.50 18.70 3.00 3.70 
32x 458.8. 17.15 21.40 3.20 3.75 
33 x 458.58. 17.75 22.05 3.25 3.80 
34x 45.8. 18.50 22.75 3.30 4.00 
32x4%5.8 28.10 4.30 
383x4%58.8S 28.90 4.40 
34x4%5.8 29.55 4.60 
35x 4%58.8 30.40 4.65 
36x4%58.8 31.20 4.85 
33 x 5 S.S. 37.60 5.65 
35 x6 S.8. 39.00 6.05 


Collections are still laggard in this district. 











| Single bit 
| Double bit 19.50 


| BARROWS.—There has been a fair 





Truck Cords 


Size Tan Tubes 
32 x 446 $35.50 $4.30 
33x 4% 36.25 4.4 
34x4% 37.15 4.60 
30x 5 42.00 5.15 
33 x 5 45.30 5.65 
34x 5 46.45 5.75 
35 x5 47.60 6. 
32x 6 71.85 9.65 
36 x 6 79.85 10.90 
34x7 106.05 13.25 
38 x 7 118.00 14.75 
40x 8 152.50 17.75 


Balloon Tires 


To fit 20 in., 21 in., 22 in., 23 in. Rims. 
Grey 


Ply Casings Tubes 


29 x 4.40-21 in. 4 $13.85 $2.95 
29 x 4.75-20 in. 4 17.90 3.55 
30 x 4.75-21 in. 4 18.65 3.70 
29 x 4.95-20 in. 4 20.50 3.70 
30 x 4.95-21 in. 4 21.15 3.75 
31 x 4.95-22 in 4 21.80 3.80 
30 x 5.25-20 in. 4 23.46 4.00 
31 x 5.25-21 in. 4 24.15 4.10 
30 x 5.77-20 in. 6 30.85 4.70 
32 x 5.77-22 in - 6 32.80 4.85 
33 x 5.77-23 in 6 34.85 4.90 
33 x 6.00-21 in. 6 32.80 5.70 
32 x 6.20-20 in. 6 35.50 6.25 
33 x 6.20-21 in. 6 37.05 6.55 
33 x 6.75-21 in. 6 A0.85 6.70 
34 x 7.30-20 in. 6 46.25 60 


AXES.—Steady, moderate demand is 
noted for light weight axes at un- 
changed prices. 
‘ Jobbers quote first quality axes per 
OZ. : 


3 to4 lb. 3% to 4% Ib. 4 to 5 Ib. 


$14.00 $14.60 $15.20 
20.10 20.70 


movement against spring orders, but 
the market is not showing the activity 
it would with more favorable weather 
for outdoor work. Jobbers quote: 
Tubular, $6.25 to $9.50; Concrete or 
mortar, $5.75 to $6.75; steel tray, Pig 
to $4.25; railroad, $2.00; garden, $4.00 
to 7.50. 
BATTERIES.—Business is still good, 
although not as good as it was a month 
or so ago when the use of radio sets and 
flashlights was more extensive. 


Jobbers’ quotations to _ retailers, 
f.o.b. Pittsburgh: 





Broken Unit 

Packages Packages 

Each Each 

eros $1.05 $0.97 
a 1.22 1.14 
 “ 2 aes 1.32 1.22 
5 arr 1.40 1.30 
i are 2.62 2.44 
sere 2.62 2.44 
SS ere 3.33 3.00 
ee .42 .39 
8 it vn oe ae 40 35 


No. 6 dry cells, ignition type, unit 
packages, 32c. each; broken, 36c. 

Flashlight.—No. ° 935, 9%c. each; 
No. 950, 10%4c.; No. 790, 22c.; No. 
a 21%c.; No. 750, 18c.; No. 751, 


yotict Shot.—No. 1461, $1.70; No. 1662, 
BOLTS, NUTS AND RIVETS.—Prices 
of these lines are holding quite stead- 
ily. Makers are well supplied with 
business, but the principal factor is 
that they regard anything below to- 
day’s prices as unprofitable and are not 
disposed to shade. Demands upon job- 
bers are steady rather than active. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent oft list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
per cent off list; tire bolts, 50 and 
10 per cent off list; nuts, hot pressed 
blank or tapped, 3.50c. off list, c.p.c. 
and t, blank or tapped, 3.35c. off list; 
rivets, small wagon and tinners’, 60 
per cent of list. 


CHAINS (TRACE).—The U. S. Chain 
& Forging Co., under date of April 5, 
has issued a new price list on electrical- 
ly welded trace chains. They show a 
decline. Based on the new list, job- 
bers now quote: ~ 
7-8-2, 75c. per pair; 7-10-2, 80c.; 
7-8-1, 90c.; 7-10-1, $1.00. 

CONDUCTOR PIPE. — Business is 
somewhat sporadic; when the weather 
is good business picks up, only to fall 
off when conditions are unfavorable. 
Recent prices are holding. Jobbers 
quote: 


Galvanized, 3-in. No. 28 gage, gs 
per 100 ft.; copper, 16-oz, 3-in., $23.75 
per 100 ft. in lots of 100 ft. or more; 
small lots higher. 


ELECTRIC FANS.—Some interest is 
reported in electric fans and shipments 
against spring orders already are under 
way. Jobbers quote: 

Polar Cub, black, 6-in. $3 each, in 
lots of 12, $2.85; 8-in., $3.20, in lots 
of 12, $3; 10-in. stationary, $4.60, in 
lots of 6, $4.35, oscillating, $7, in lots 
of 6, $6.64. 

GALVANIZED HARDWARE CLOTH. 
—There is a very steady movement 
from jobbers’ stocks, but, like a good 
many other articles finding outdoor use, 
weather conditions have prevented a 
really good movement. Jobbers quote: 


24 to 48 in. widths, %-in. mesh, 
.25 per 100 sq. ft.; %-in. mesh, 
.50; %4-in. mesh, $4.75. 


GALVANIZED WARE.—This line is 
reasonably good in this district, al- 
though hardly up to the average of 
other years at this season. Jobbers 
quote: 


Washtubs.—With wringer attach- 
ment, No. 22, $8.50 per doz., No. 23, 


Reading matter continued on page 62 
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Pump Chain 
































Elwel Pattern (Packed in kegs of 500 ft. each) 


Three “ACCO” Chain Patterns 


You Should Carry in Stock 


HERE are many uses for chains 

such as these. It will pay you to 
suggest chain whenever a customer 
asks for cord or rope. You’ll make a 
bigger profit and your customers will 
get better results. 


See that you have a good supply of 


AMERICAN CHAIN 
BRIDGEPORT 
In Canada: 


DOMINION CHAIN CO., Limited, 
Niagara Falls, Ontario 





these patterns—as well as the popular 
chain specialties, harness chain and 
harness hardware every farmer needs. 
Your jobber’s salesmen can tell you 
about the quickest moving items and 
help you increase chain sales. Tear 
this ad out as a reminder to mention 
the subject the next time he calls. 


COMPANY, Incorporated 
CONNECTICUT 


District Sales Offices: 
Boston Chicago New York Philadelphia 
Pittsburgh San Francisco 





World’s Largest Manufacturers of Welded and Weldless Chains for all purposes 


ACCO’ CHAIN 


Made by makers of the famous 
WEED TIRE CHAINS 


























$10; without wringer attachments, 
No. 2, $7.75; No. 32, 

Paiis.—Water, 12- ‘at., $2. 65 per doz.; 
14-qt., $3; re, 12-qt., $4; cement, 
14-qt., $10; chamber, 10-qt., $7.20: 
12-qt., $8; well buckets, 10-qt., $4.50 


Refrigerator Pans.—No. 2, $4.50 per 
doz.; No. 3, $6; No. 4, $7.50. 
Garbage Cans.—Cans with lids, 


HARDWARE AGE 


INCUBATORS AND SUPPLIES.—Call 
for incubators is smaller, but jobbers 
| exprens surprise over the way brood- 
'ers and other supplies are moving. 


| LAWN SUPPLIES.—There is not much 
‘complaint over the way mowers are 











mie a siteoaton tb aah. 2 2.90; | “moving and shears also are being taken 
4 o @D, 1 + . ‘ + . ie . ° . . 
181, $3.25; No. 191, $3.60. in fairly consistent fashion by retail- 
GARDEN IMPLEMENTS. —Retailers | ers. Jobbers quote: 

appear to have made ample preparation | Mowers. — Plain beneins. a4 in. 
for spring demands and retail sales be- | en heart” oe gg A 
ing a little slow, repeat orders are not | = $7.75; 16-in., $8; supreme bam be ar- 

. @ > . - } : @ 
coming along very freely. Jobbers ine ott oe: ein sis. ag GOP.O: OD 
quote: mwer Oil ge emer straight 

cain — a or ant spouts, per doz.; copper 
Tools.— Manure forks, first quality, plated straight or bent spouts, $1.50 
long handled, $15.25 per doz.; bowed per doz. 
garden rakes, 14-tooth, $9 per doz.; Roliers.—No. 3 size. $11 each: No. | 
spading forks, $19.80 to $21 per doz.; , $12.50; No. 7, $15. : 
haying forks, 3-tine, first quality, ” Hedge Shears. — Western. 8-in.. 
$12. 75 per doz.; German hoes, No. $1.25 per pair; 9-in., $1.40: 10-in., 
3-0, $7.20 per doz. ae | $1.60; Disston, 8-in., $1.75; 9-in., $1.90; 
Hose.—In 2o0-ft. reels, %%-in., 10c. 10-in., $2; niles _ nae, Western, 
per ft.; %-in., 104ec.; %-in., 1lc.; in 85c. Disston, $1.1 
50-ft. lengths, %c. per ft. higher; | 


Gem spray nozzles, $6 a doz. 


Sprinkling — —4-qt., $6 per doz.;: 


6-qt., $6.60; 8-qt., $7.50; 10-qt. .» $8.10; 
12-qt., $19; 16-qt., $12.60 

Hose Reels.—Victor, $1.7 i> 6 each; 
No. 2, $2.60. Reeleasy, $1.3 


GRIN DSTONES.—Some denned is de- 
veloping in this market for this item. 


Jobbers quote: 

Unmounted stones, $3 per 100 Ib.: 
mounted, $5.40 to $7.50 each; extra 
stones, $3.25 to $3.75; fixtures, 15-in., 
$6.50; 17-in., $7. 


HOUSECLEANING 





as there are fires in the furnaces. 
bers quote’ 

Waxes.—Johnson paste wax, 1-lb. 
cans, 85c.; 2-lb. cans, $1.70: 4-Ib. 
cans, $3; 8-Ib. cans, $6; Old English, 
1-lb. cans, 85c.; 2-lb. cans, $1.70; 4- 
lb. cans, $3; liquid wax, Johnson, 
pints, 75c.; quarts, $1.40; Old English, 
pints, 75¢.; quarts, $1.40. Dealers’ 
discount, 33% per cent. 

Sponges.—According to size and 
quality, $2 to $9 per doz. 

Wali Cleaners.—Smoky City and 
Climax, $1 per doz. cans Perfect 
paint cleaner, $3 per doz. 


Standard full rodded 
extra 46c. per ft. 


Step Ladders.- 
ladders, 28c. per ft., 


ICE CREAM FREEZERS.—Jobbers do | 
not yet talk very cheerfully about the 
movement of freezers, although in the | 
past few weeks they have moved more | 


than they did before. 


Alaska Freezers.—-1-qt., $2.95 each: 


2-qt., $3.45 each; $3-qt., $4.10 each; 
i-qt., $5 each; 6-qt., $6.30 each; 8-qt., 
$8.20 each; 10-qt., $10.75 each; 12-qt., 
$14 each; 15-qt., $17 each, and 20-qt., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1-qt., 
$3.35 each: 2-qt., $3.90 each; 3-qt., 
$4.65 each; 4-qt., $5.70 each; 6-qt., 
$7.25 each; 8-qt., $9.35 each; 10-qt., 
$12.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—-2-qt., 
$5.65 each; 3-qt., $6.75 each; 4-qt., 
$8.25 each; 6-qt., $10.45 each; 8-qt., 
$13.50 each, and 10-qt., $18 each. 
These are list prices and are sub- 
ject to a dealers’ discount of 50 per 
eent, 

_ Blizzard. —l-qt $4.65 each; 2-qt., 

50; 3-qt., $6. 50: 4-qt., $8: 6-qt., 
$10- 8§-qt., $13: 10- -qt., $17: subject to 
a discount of 55 — 712 per cent. 

Lightning.—1-qt., 4.65 each: 2-aqt., 
$5.50; 3-qt., $5.60. y 4 -qt., $8; 6-qt., $10; 
S-qt., $13; 10-at., $17: 12-qt., $21: sub- 
ject to a discount of 55 per cent. 

Arctic.—l1-qt., $4 each: 2?-aqt, $4.60: 
3-qt., $5.55; 4-qt.. $6.80: 6-qt., $8.60; 
R-qt., $11.10; subject to a discount of 


50 per cent. 


SUPPLIES.— 
Most retailers are displaying these 
lines and sales are good, though not up 
to the average, because the weather 
has continued cold and it is not con- 
sidered wise to start the work so long | 
Job- | 


ORNAMENTAL FENCE. —Steady de- 
_mand is reported for lawn fence of the 
ornamental types. Jobbers quote: 


Cyclone lawn fence, LX, 36- in. 
$7.20 per 100 lineal ft.; 42-in., $8.2 
gates, 36-in., $2.75 each. 


PAINTING SUPPLIES. —March was 
'the best month of the year in point of 
‘shipments against spring orders. Re- 
_tailers specified very sparingly in Jan- 
-uary and February, letting jobbers 
carry the stocks until the need was 
| ceoner at hand. Turpentine has gone 
2c. per gal. since a week ago, but lin- 
| seed oil is a shade lower. 


l’rices to retailers: 

Ready mixed paints, 
$3.10 per gal.; lower 
white lead, 15%4c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
Ib. or more and an extra 2 per cent 
less in lots of a ton or more; turpen- 
tine, $1.17 per gal. in barrel lots; 
| — linseed oil, 12.1c. per Ib. in barrel 
ots. 


POULTRY NETTING.—tThere is a 
good movement of netting, but it is 
hard to find a jobber who is satisfied. 
Prices show no change and the dis- 
counts hold at 50, 10 and 10 per cent 
before and 50 and 10 per cent after 
weaving for galvanized netting. 





grades, 
vrades, $2.50; 


best 
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to wait on the time when screened 
doors and windows are necessary for 
comfortable habitation of the houses. 


Jobbers quote: 


Black, 12 mesh, $1.80 to $1.90 nes 
100 sq. ft. Opal, 12 mesh, $2.2 
Apex, 12 mesh, $2.25. Bronze, ft 
mesh, $5.75. 


SHEET METAL.—Sheet zinc prices 
from local warehouses have dropped in 
keeping with the recent decline in crude 
De- 
mands seem to rise and fall according 


zinc. Copper prices are steady. 


to the weather. 


We quote sheet copper at 22%c. per 
Ib. from jobbers stocks in lots of 
300 Ib. or more and 26%4ec. per Ib. in 
single sheets; sheet zinc, 13.55c. per 
ib. in loose sheets; 12.55c. in 100 Ib. 
casks; 12.30c. in 300 lb. casks, and 
11.80c. in 600 lb. casks. 


SHEET STEEL.— Demand is 


a good deal of sheet steel enters. 


consistent schedules. 


mon. 


Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5.60 
base per 100 Ilb.; corrugated No. 28 
gage, 2%-in., $4.74 per square; one 
pass cold rolled black, No. 28 gage, 


$4.35 base per lb. Armco ingot 
iron galvanized flat, No. 28 ,gage, 
$6.25: Toncan metal galvanized fiat, 


No. 28, gage, $6.35; all for lots of one 
to nine bundles 
little 


SKATES.—Demand is a 


sonably good. Jobbers quote: 


Roller Skates.—Union Hardware 
Co. line, No. 2, 65c. per -* No. 3, 
75e.; No. 10, 1.05; No. $1.50; 
Winslow line, No. 38%, $1.50: No 
3S, $1.60. 


SOLDER.—tThe price has come down 
to 39%c. per lb. for half and half in 


this market. 


WINDOW GLASS.—Fairly good de- 
mand is noted, but competition for busi- 
ness is keen and quotations are subject 
to some shading. Jobbers quote: 


7 . . | Single strength, A and B, 84 per 
~PRUNERS.—tThere is still some call | cent off list, double strength, A, 84 
‘for pruners and shears. Prices are a a a a 
| ist. 
steady. Jobbers quote: | . 

y is WIRE PRODUCTS.—Report of jobbers 

Pruning shears $2 to $24 per doz.; . . ‘ 1 fai Good 

wood handled tree pruners $1.30 to is that business is only fair. 10 

2.40 each. weather is needed, they say. Prices 


age year in the movement of pumps. 

_Jobbers quote: 

Pitcher spout, 
Marvel water 
gal. tank, 
$121.50 each; 


PUMPS.—This is proving a good aver- | 
| 


No. 110, $2.25 each; 
supply outfit, with 240- | 
complete with motor, 


No. 280, double acting 


Peerless force pump for weils wa w 
75 ft. deep, $17.80 each; No 1062, for 
deep wells, complete with ‘%-hp. 
motor and automatic tank, $270 each; 
No. 691, pone force pump for live- 
stock, $3: 

Spray Pumps. -Mvyers line, No. 
327%, $3 each; No. 323, $2.80 


SCREEN DOORS.—Initial orders ap- 
pear to have been about of the average 
volume, but repeat orders are waiting 
on the kind of weather that permits and | 


ED 


inspires hanging screen doors. Jobbers 
quote: | 
Standard makes, 2 ft. S in. x 6 ft. S 
in., plain walnut stain, $18 pas doz.: 


$24.2 
SCREEN WIRE CLOTH.—Fairly good | 
business is reported in this line, but as 
usual in recent years, the demand seems 


varnished natural colors, 


Reading matter continued on page 65 


are steady. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire: 
| (per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gwage.......9 3.00 $3.45 
SS rere 3.05 3.50 
are ree 3.10 3.55 
OS Eee 3.65 
DAM << evecheéewe eas 3.25 3.80 
a 2 sée<¢eencensee: Meee 4.00 
No. 15D ~arerrtrruaLtniLtt f 3.55 4.30 
> A arr 3.75 4.50 
Barbed wire (per 80- rod spool): 
eee GD 666s cand seseeeeex $2.93 
?-point ioe eo reer er iT 
Pe Ce ccctcetiness seueees 3.13 
Comet PGE svc ccecedsscesscveves 3.34 
2-point cattle (special).......... 2.23 
Field: Woven wire fence (per 100 
rods): 
DE tLigceccdauusWaaaddesseaee $39.00 
OT I ry rcs eer rr ee 54.75 
Poultry: 
RE et ale 2 © ate el a cae $35.60 
ey ee ee re rere 3.00 
ee a ee eee re 48.50 
Steel Fence VDosts: 
Se Rey ere a eee 50c. each 
SS Sa aera eer 
SS errr re ee Se be. each 
Bright nails base per keg, $2.90 to 
eo 


>. 





not 
urgent, but the weather has not been of 
a kind that permits the work into which 
Mill 
prices are a little uncertain, as demand 
is for nearby requirements and mills 
find some trouble in maintaining full or 
Concessions of $2 
a ton are reported to be rather com- 


less 
urgent for roller skates, but still is rea- 
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if coon Fe ti ; : 
ain: tae | 
ouse Needs. Sy 5 
| forth of Domes 
al IF you've ever  Wendeted where all the 
. Domes of Silence go, figure it up: Fifty 
CL -apartments~or fifty homes--each aver- 
aging thirty-five pieces-of furniture require 
$175 worth of Domest Why hide Domes of 
Silence?: Why dodge profits? Display Domes 
where they will nake sales}A new Display 
Cabinet--designed for you--is pictured on the 
next. page. Examine it-then write your jobber 
Pa yourp hei QA eg 
Better Than (asters Easily cApplied 
The Perfect Furniture Save Furniture, Floors 
Footwear and Rugs 
Reg. U. S. Pat. Off. 
is at : 
DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. : 



























































This new metal Display-Stock 
Cc abi net--Assortment D-20-- “costs 
oe hy vy ed ‘tog Pap aici ins a 


“Oh! That Reminds Me.” estes 


--So attractive a display is bound 
to catch the eye of every passerby. 


OUR jobber has it-the new 

metal Display and Stock Cabinet 

--the handsome five-inch deep 

cabinet that is selling Domes by the dozen 
sets per customer. She sees the full face 
of the packages--you see the edges with 
the sizes marked plainly--always ready 
for you to show other sizes for other 
pieces in other rooms, turning her one- 
package request into a dozen-package 
sale. Order yours from your jobber. 
Let it go to work for you tomorrow. 


DOMES of SILENCE 


Better Than (asters jn Easily cApplied —_— 
The Perfect Furniture @) Save Furniture, Floors A -. 
Footwear oe and Rugs ! 


U.S. Part. Off. 
Ne ¥ 5095, 758 which will 
be strictly enforced. 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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Business Still Slow in New kngland— 
Retailers’ Stocks Low—Prices Firm 


(Koston office of HARDWARE AGE) 
is treer 


than it was a week ago, business is still somewhat slow, 


\ N [| HILE the movement of goods out of retail siocks 1 


owing to abnormally cold weather for April. 


In certain 


sections of New England, more particularly in Maine, New Hamp- 
shire, Vermont and western Massachusetts, there is still much snow 
and ice on the ground. Where there is no snow, land is either too 


wet or too hard to work. 


In the eastern sections of these States 


average night temperatures the past week were below freezing. 
The retail business along the Atlantic Coast is much better than it 


is further inland. 


The condition of retail business is reflected in the jobbing mar- 
ket. A considerable amount of spring merchandise was shipped 
out of jobbers’ stocks some time ago, yet there remains a large num- 
ber of retailers showing no inclination to cover requirements. It 
is evidently the intention of these delinquents to put off buying as 
late as possible, taking the chance of securing goods at the last 


minute. 


Jobbing sales for April to date are well in the rear of 


those for the corresponding time last year, and collections are slow. 
Much of the uneasiness caused by the recent break in stock market 
values has worn itself out, and the trade feels that the building 
hardware situation will come along all right notwithstanding the 


recent advance in wages of abor. 


Sentiment, therefore, is better, 


and everybody expects a big comeback in business the minute 
weather conditions are more favorable. 


AUTOMOBILE ACCESSORIES.—Job- 
bers are getting a few order for lug- 
gage carriers. It will not be long be- 
fore automobile trips will be popular 
again, and luggage carriers will come 
in handy then. Tires and tubes are, 
perhaps, a little more active. Some of 
the jobbers are guaranteeing prices 
against decline to July 1. 


We quote from Boston jobbers’ 
stocks: 

Piston Rings.—No-Leak-O, in lots 
of less than 96, 40 per cent discount; 
in lots of 96 and more, 50 per cent; 
in lots of 300, 60 per cent discount. 

Sparks Plugs. —A. C., in lots of 10, 
58c. each net; in lots ‘of 50, 54c.; in 
lots of 100, 52c. ; in lots of 300, 47c. 
Ford numbers, in lots of 10, 44¢.; in 
lots of 50, 42c.; in lots of 100, 39c. : in 
lots of 300, 37c. 

Tires.—Mansfield line, cord, straight 
side, 30 x 3%-in., — 85 each net; 32 
x 31%4-in., 3.25: 31 x 4-in., $15. 20; 


32 x 4-in., $17.15; RBS $17.75; 
34 x 4-in., $18.50. y duty —. 
straight side, 30 x Pan $15.75; 32 


1 x 4-in.. $18.70: 32 — 


4%-in., $28.90; 34 x 4%-in., $29.55; 
35 x 4%-in., $30.40; 30 x 44-in., 
31.20. Truck cord, 32 x 4%-in., 
35.60; 33 x 4%-in., $36.25; 34 x 44 - 
in., $37. 15; 30 x 5- in., 42: 33 x 15-in. 
45.30; 34 x 5-in., $46. 45; 35 x 5 in., 
47.60; 36 x 6-in., $79.85. 


CARTS AND WAGONS.—Although 
slight, some improvement is noted in 
the movement of wheeled toys for 
children, particularly of carts, wagons 
and skooters. Retailers are operating 
cautiously, howeever. 


We quote from Boston jobbers’ 
stocks 

Kiddie Kars.—Special, two in car- 
ton, No. 101, $2.25 each list; No. 102, 
$3; No. 103, "$3. 75; No. 104, $4. 50; No. 


Kiddie Koasters.—One to carton, 








No. 605, $10.50 each list; No. 606, 
$11.75. | 
Kiddie Karts.—Special No. 201, $3 


each list; No. 202, $4; No. 203, $5; 

No. 204, $6; No. 205, $7. 

Pedal Kars.—Two in carton, _ 
124, $4.25 each list; No. 125, $5.25 
No. 154, $5.50; No. 155, $6.50; No. 114. 
$3.50. 

Kiddie Skooters..-Two in carton, 
No. 801, $4 each; No. 802, $5; No. 
802B, $6. 

DOG COLLARS.—Now is the time for 
the retail dealer to look to his supplies 
of dog collars, padlocks and _ leads. 
Towns and cities will shortly insist that 
all dogs be properly collared. 

We quote from Boston jobbers’ 
stocks: 

Dog Collars.—Assortments, 
per card, plain, $1.30 per doz. net; 
two colors, $3.75; felt lined, $2.40. 

Padilocks.—No. 04124, $1.50 per doz. 
net; No. 04205, $1.20; No. 20Z, $2; 
No. AXR, $2.25. 

Leads.—Assortments, No. 1, chain, 
$2 per doz. net; No. 10, leather $1.60; 
No. 810, round braided, $5; No. 1139, 
braided, $7.50. 

DOORS.—Retailers evince interest in 
combination screen and storm doors. 
Sales to date are somewhat ahead of 
those for 1925. 

We quote from Boston jobbers’ 
stocks: 

Doors.—Combination screen and 
storm, 2 ft. 6 in. x 6 ft. 6 in., $7.09 
each net: 2 ft. 8 in. x 6 ft. 8 in., $7.64; 

2 ft. 10 in. x 6 ft. 10 in., $8.04; 3 ft. 

x 7 ft., $8.55. 
EXTINGUISHERS.—Although there is 
plenty of wetness everywhere in New 
England, towns are serving warnings 
regarding brush and other fires. Retail 
dealers located in towns should be able 
to build up a good fire extinguisher 
business. Stress should be placed on 


dozen 











the fact that the presence of extin- 
guishers in a country home reduces the 
fire insurance rate. 


We quote from Boston jobbers’ 
stocks: 

Fire Extinguishers.—Pyrene, $12 
list each; discount 33% per cent. 
Liquid, in quart cans, $1 each list; 
discount 33 per cent. 


FLASHLIGHTS AND BATTERIES.— 
The National Carbon Co. is putting out 
a new deal, special No. 71, that is at- 
tracting attention throughout New 
England. It consists of 10 cases, No. 
2671, in a display carton, and 20 unit 
cells, No. 950. The case regularly re- 
tails at $3 each with battery, but on 
this deal retails at $2.25. The cost to 
the retailer is $14.75 net or $1.47 each. 


We quote from Boston jobbers’ 
stocks: 

Cases.—Without batteries, six or 
more assortments to the unit. No 
No. 2619, $1. 24: 


2612, 97c. each net; 
No. 2637; $1.65; No. 2672, $1. 79: No. 
2694, $2.50. 


Batteries.—Six or more assort- 
ments to unit package, No. 935, 84c. 
each net; No. 950, 9%ec. 


FLOWER BOXES.—Efforts on_ the 
part of jobbers to round up flower box 
business were fairly successful the past 
week, 


We quote from Boston jobbers’ 
stocks: 

Flower Boxes.—Standard make, 
24-in., $10.60 per doz. net; 30-in.., 
$13.90; 36-in., $20.90. 


GRASS HOOKS.—The season _ will 
shortly be here when the general pub- 
lic will require grass hooks. This fact 
is reflected to some extent in the local 
jobbing market. 


We quote from Boston jobbers’ 
stocks: 

Grass Hooks.—Lawn King, $6.50 
per doz. net; Little Giant, $5.25; Re- 
liance, $3; Brier Edge, $4.75; Hand 
Made, $4; Perfection, $4.38. 


GUNS AND AMMUNITION.—New 
price lists have been issued by manu- 
facturers and jobbers of metallic and 
loaded shells, which show the elimina- 
tion of the Government excise tax. 


We quote from Boston jobbers’ 
stocks: 

Drop Shot.—Air. rifle, B and larger, 
$3.05 a bag net; 30y Scout, $4.65. 

Guns.—Shot, ; Single barrel 
with ejector, 12 gage and 16 gage, 
in lots of 10, $6.85 each net, in 
aed lots, $7.25. Stevens, No. 107, 

05 


Guns.—Rifles, Stevens, No. 70, 
$10.20 each net; No. 27, ig 40: No. 
12, $6.10; No. 14%, $3.85; No 17, $7; 
No. 26, $4. 60; No. 11, $3.20. 


LAMPS.—Jobbers are out for fall busi- 
ness on gasoline lamps. . Deliveries are 
to start about June 1, with Sept. 1 dat- 
ings. Prices are the same as they were 
a year ago. 


We quote from Boston jobbers’ 
stocks: 

Lamps.—Gasoline, opal shade, $6.25 
each net; tan tinted shade, $7; green 
tinted shade, $7; half frosted globe, 
$6.50; Flemish brass fringe, $9: an- 
tique gold, $9.25; bracket lamp, $6.75; 
De Luxe, $14. 


POLISH.—A special deal in Butcher’s 
liquid polish is offered by jobbers. It 
consists of three quart containers, six 
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pints, and six half pints, with two pints 
and three half pints free. The cost to 
the retailer is $8 net. 


tools is reported by jobbers. A new | houses here. 
Bernard ladies and rose pruner, No. 
35, 6 in., similar to the regular No. 25, stocks: 


April 15, 1926 


No. 6, 25c.; in 2-lb. balls, No. 8, 23c. cans, l134ec.; 100-lb cans, 12%¢c.; in 
Yacht Marlin.—Tarred, 48c. for Ib. 


RUBBISH BURNERS.—Continued re- 20c.; in 100-Ib. bags, 20c 
tail buying of rubbish burners is noted. 
PRUNING TOOLS.— A _ slight im- | Sales so far this year have been quite 
provement in the demand for pruning | satisfactory, according to wholesale 


dry form, in 1-lb. bags, 23c. per Ib.; 
in 4-lb. bags, 20c.; in 10-lb. bags, 


Pyrox.—In case lots, 1-lb. jars, 24 
to the case, $7.80 per case; in 5-lb. 
crocks, 12 to the crate, $15; 10-Ilb. 
crocks, 6 to the crate, $13.50; 25-Ib. 
containers, 4 to the crate, $20.50; 
lb. kegs, $8.75; 100-lb. Kegs, $14.10. 


We quote from Boston jobbers’ Dry Lime Sulphur.—In 1-lb. pack- 


ages, 20c. net; in 5-lb. paekages, 18c. 


Rubbish Burners.—Cyclone, No. 2, per lb.; in 10-Ib. packages, l6c.; in 


only smaller, has appeared on the mar- in lots of 6, or full bundles, $2 each 25 -Ib. drums, izc.; in 60-lb. drums, 
j net; in smailer quantities, $2.25 each. c.; in 1 rums, 10c. 
ket at $6 per doz. net to the retailer. er q $2.25 Fingl-Borde—Dry Bordeaux mix- 


They come six on a neat display card. | SASH CORD.—Jobbers have reduced 
sash cord about 2c. a pound to conform 


We quote from Boston jobbers’ 


ture, in 1-lb. packages, 24c. net.; in 
4-lb. packages, 17c. a Ib.; in 5-1b. 
packages, 19'4c.; in 25-lb. poemeees. 


stocks: sade laial cant with new lists issued by manufactur- 16%4c.; in 50-lb., packages, 14%c.; i 
ee oe eos ers. This change is the first one noted 100-Ib. packages, 14c. 
per doz. net; French wheel, No. 8, Sprayers.—Midget, $2.50 per doz. 





$20; No. 9, $23; draw cut, No. 5403, 
$25; No. 5402, $28; No. 5406, $15.50; 


No. 5406 in lots of six or more, $14; We quote from 


Handy Andy, No. 5404, $12.50. No. stocks: 
10, ladies’ or rose, $5; full size, No. 0, 
$4.50; No. 23, $6; No. $8; No. 40, 
$15; No. 240, $19; No. 290" $23; Ameri- 


67c. a lb. net; 


9-in., $10. i, 33C. 
Pruners. —McKenney, No. 0, $2.34 
each; No. s $2. 67: No. 2, $3.67. 


Acme, No. 6, 46c 
can wheel, No. 39, $950 No. 263, 8, 9, 10 and 12, 430. 





a Ce GE NY SNE: Ne. net; Cyclone, $4; Continuous, $6.50; 
Boston jobbers’ 


compressed air, galvanized, $4.50; 
brass, $6.25; standard spray pump, 


Sash Cord.—Sampson spot, No. 7, | $3.50; fog sprayers, $4.50; bucket 
Ss = _and 10, 66c. 


sprayers, $3.05. 

0. 7, 44c.; Nos. TACKS.—Jobbing prices on copper 
Berkeley, No. 

tacks have been reduced about le. a 


SHEET LEAD.—Sheet lead has been | pound to conform with new lists re- 
reduced again, this time 1c. a pound, | ceived from manufacturers. 


REFRIGERATORS. — Retailers con- | making a total drop of 1%c. within a | WASHING MACHINES.—Interest in 


tinue to buy refrigerators and tools in month, and 2%c. so far this year. 


limited quantities. The season has We 
been somewhat backward owing to the stocks: 


cold weather. list Discount 


quote from Boston jobbers’ 


Sheet Lead.—154« 


washing machines in increasing rather 
than diminishing. Jobbers appear to 

— have a much better assortment to offer 
r cent. retailers than was the case last year. 


ee et OE «Se SILVERWARE.—Retailers, with June We quote from Boston jobbers’ 

Refrigerators.—Eddy line, in lots and earlier weddings in mind, are giv- a ‘hin See pee 
of less than five, 50 per cent dis- ing more attention to silverware. wave, $99 each list; No. E25, Dollie 
count. Prices range from $24.50 to : ; . . type, $94 each list. Discount 33% 
$170.60 each, list. There appears quite a little business in ner cent. ‘Horton line, No. 40, cop- 
cient Cee Ge ek ee he P sen the Community De Luxe line of stain- per, $112 each net; white enameled, 
net. less steel knives developing. oe 4 Ne. ™ gas 


ROPE AND TWINE.—India marlin |SPRAYS AND SPRAYERS.—Business | eater, .$/01.00 each net; electric 


heater, $108. 


twine has been reduced about 2c. aj/in sprays and sprayers is disappoint- WIRE BRUSHES.—Some of the 


pound. Rope and twine prices other- | ing. 
wise remain as heretofore. 
We quote from Boston jobbers’ 


Rope.—Manila, 27c. per Ib. base; 
sisal rope, 20%c.; hay rope, 2l1c.; cot- 


Earlier in the season jobbers 
shipped out quite a little stock, but of | new lists which show material reduc- 
late buying has fallen to small propor- 
stocks: tions, and the average uncovered re- 
tailer shows no disposition to get in un- 


makers of wire brushes are out with 


tions on scratch varieties. This is the 
time of the year when large numbers of 
these brushes are sold. 


ton rope, 50c. 

Lath Yarn.—Sisal, C130, 20c.; D200, der Cover. ; We — from Boston jobbers’ 
21lc. per Ib We quote from Boston jobbers’ stocks 

Twine. —Hemp in %-lIb. balls, No. stocks: Wire Brushes. — Osborn line 


12, 47c. a Ib.; No. 18, 42c.; No. 24, 


Arsenate of Lead.—Swift’s, in paste 


scratch, No. 1777, $2.25 per doz. net; 


40c.; No. 36, 38c.: No. 48, 37c. Cot- form, in case lots, 1-lb cans, 21'%c. No. 1778, $3; No. 1779, $4.50; 


ton ‘cones, 44c., Jute 2-ply, 30c. Mar- 
lin, 2-ply in 1-lb. balls, No. 414, 28c.; 





per lb. net; 5-lb. cans, 18%c.; 10-Ib. 
cans, 16%4c.; 25-lb. cans, 14%c.; 50-Ib. | 





No. 
1780, $3.10: No. 1781, $3: No. 1784, 
$2.50. 





Retail Store News 


The information contained in the followwmg items, while com- 
piled from sources which we believe to be reliable, have not been 
verified in all instances by ourselves. 


James Simpson at Williamson, S. C., has succeeded to the 
hardware and grocery business of Biedy-Robertson in that city. 

Alfred H. Schlicker has succeeded to the hardware and auto 
supply business of H. C. Burgen & Son at Marlett, Michigan. 

The Ocean City Hardware Co. on Atlantic Avenue at Delray, 
Fla., is a recent establishment in that city. 

Samuel B. Fairstone in the hardware, paint and house- 
furnishing business at Twentieth and Susquehanna Avenues, 
Philadelphia, plans to move to 1828 West Susquehanna Avenue 
in the near future. 

The Oil City Variety Shop, 267 Seneca Street, Oil City, Pa., 
will open at the above address within a few weeks with a 
full line of paints, hardware and household furnishings. 

The Canadian Hardware & Furniture Co., Canadian, Tex., 
have succeeded to the hardware and furniture business formerly 
owned and conducted by Mr. O. W. Harrison in that city. 


Raiph W. Cunningham has sold his general merchandise, 
hardware, grocery and furnishing store to E. E. Merker 
F. Williamson at Harlansburg, Pa. 

The Howe Hardware Co., Canton, N. Y., has succeeded to 
the business of the Howe Brothers Hardware Store in that 
city. It is planned to move the store and stock to a 
Block, upon the completion of extensive interior alteration 
Charles P. Howe is the proprietor of the new company. 

ms Hardware Co. has been organized and incorporated 

Mr. William C. Gates and associates with a capita] of 
$30, 000 at 1815-East Seventeenth Street, Tulsa, Okla. 

Central Hardware Co. has recently been established at 202 
Sixth Avenue, North, Nashville, Tenn. 

L. B. Krscha in the hardware building at Carlisle, Ark., 
has work under way on the construction of a new building to 
house his stock. 


Stevert & Miller have succeeded to the hardware business 
of Henry J. Miller at Bancroft, Neb. 


Reading matter continued on page 68 


Stewart Bros. have succeeded to the furniture, rug, carpet 
and stove business of Green Bros. at Albany, Ind. 

Gerritt Grootenbaar has succeeded to the business of Fulton 
—9 Company, 962 East Fulton Street, Grand Rapids, 
Mich. 

The Wenner Hardware Co. at Buffalo, Minn., has been sold 
to George Groff. 

Eimer Mikesell has established a new hardware store at 1121 
Michigan Street, Michigan City, Ind. 

J. J. Dahl in the hardware eneee at Pickardville, N. D., 
recently suffered a fire loss of $20,000. 

Boyd Henry has succeeded to the hardware business of 
T. S. Smith on Wood Street, at New Bethlehem, Pa. 

The Irving Hardware Co. has recently been established at 
484 Columbus Avenue, New York City. 

The Henry Hardware Co. has recently been incorporated, 
with headquarters at 17 Greenwood Street, Springfield, Mass. 

R. B. Wells has succeeded to the hardware business of the 
Brownell Hardware Company at Bailey, Idaho. 

The Selin Hardware & Furniture Store at Ironwood, Mich., 
is a recently established store in that city. 

Strugg & Bonds will shortly open a hardware store at Hills- 
boro, Tex. 

_ Archie Wills, hardware dealer of Stoneham, Mass., is putting 
in new fixtures and rearranging the general layout of his 
retail establishment in that city. 

The Howard Hardware Co., Bellows Falls, Mass., has re- 
cently installed several new store showcases and made other 
improvements in this store, greatly increasing its attractive- 
ness. 

Addison H. Tubbs has purchased a half interest in the stock 
and business of the Keiser Hardware Store, at Whitewater, 
Wis. The firm will hereafter be known as the Keiser-Tubbs 
Hardware. This item corrects an erroneous item which 
appeared on Page 114 of the March 25 Issue of HARDWARE AGE. 
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Fast Motor Transportation 
brought out the need 
for a better milk-can 


JOBBERS—RETAILERS! A survey of a 
large number of hardware establishments 
showed that you sold milk-cans. Well— 
here is a better one, the best milk-can for 
strength and durability ever built. Write 
for circular and prices. Buhl is an old 
name in milk-can manufacturing and 
surely our statements count. Drop us a 
line and let us demonstrate—costs nothing 





to look. 
BUHL STAMPING COMPANY 
Detroit Michigan 
Semi- Semi- 
Solderless B U H L Solderless 


MILK-CAN 





seamless cover—handle_ electrically 


One-piece 
welded to cover. 
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“Mr. Merchant, I want to show you the proft 
side of Dwiggins Wire Lawn Fences and tell you 


why they are casy to sell. 


“Being artistically beautiful they appeal to people, 
being easy to erect they save money for home 
owners, and being strong and durable they give 
your customers permanent satisfaction. 


“The Dwiggins is the only wire lawn fence the 
construction of which permits the pickets to be 
replaced at any time, arid this fence can be easily 
tightened if ever necessary. Dwiggins people 
have unusual factory facilities and can ship any 
size order promptly. I’d like to send you their 
Catalog and quote prices to prove Dwiggins 
profits are worth investigating.” 


DWIGGINS WIRE FENCE CO. 


Anderson, Indiana 


No. 45 Complete Lawn Fence With Style “D” Wire No. 10 


4°?.@,. 0. Wa aC. Se 
z nana 
RG 2S BSGBDOGED 





Our Flower Bed Guard. The above cut shows one of the 
many uses for this fabric and is a protection for flowers and 
shrubbery, against dogs and chickens. The projecting ends 
(not visible in cut) go into the ground, so it is not necessary 


to use posts. 
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HARDWARE AGE 


(Minneapolis office of HARDWARE AGE) 


RADE in general is still quiet in the larger cities of the North- 
west tributary to the Twin Cities, awaiting the opening of 
better weather conditions. 


Building operations have not 


started to any great extent, and sales along this line are inclined to 


be light. 


In fact, all business has felt a period of quiet during 


March, and is anticipating better volume as soon as spring really 


arrives. 


In the country districts, business is reported better than in the 


larger cities. One indication of 


this is the fact that automobiles 


are selling more freely there; business in that line is very satis- 
factory. Shipments of spring goods are being made by the jobbers, 
but current orders are light, corresponding to the general demand 


for hardware. There seems to be 


no doubt in the minds of the busi- 


ness men that better business will come this year, and that last 
year’s sales totals will be exceeded this year. 


Collections are fairly good, in general. 


Many of the merchants 


are expressing themselves as being far more cautious on their cred- 
its than they were a few years ago, and finding that it pays mate- 


rially. Sales not made on a safe 


basis are less frequent, and busi- 


ness is therefore on a better basis. | 
Prices for the most part are steady, showing very little indication 
of a general change in the market. 


AXES.—Call for axes is steady, though 
lighter than during the winter months 


Stocks are well assorted, and prices 
steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single bit base 
weight axes at $14.50, and double bit 
ag weight axes at $19.50 per doz., 
net. 


BOLTS.—Demand is still rather slow, 
with stocks well filled for the coming 
spring trade. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 50 per 


cent; stove bolts at 75 per cent, and 
lag screws at 55 per cent from list. 


BRADS.—Call is still light, with stocks 


ready for the spring trade. Prices 
have not changed. 
We quote from ‘jobbers’ stocks, 


f.0o.b. Twin Cities: Wire brads in 25- 
tb. boxes at 75 per cent from lists. 


BUILDERS’ HARDWARE.—There has 
been some call for finishing hardware 
during March and the first part of this 
month, but the real demand has not yet 
started. Dealers have filled their stocks 
for the early demand, and are ready for 
the opening of the building season. 
General opinion points to another good 
year this year for construction work, 
but there is some indication of not 
runring ahead of last year in the larger 
cities. Reports from rural districts in- 
dicate excellent prospects for the season 
in construction of homes and other 
buildings. 

CARPET SWEEPERS.—Call is fair, 
with stocks well filled. Prices have not 
changed. 


Carpet sweepers, American Queen, 
$54 per doz.; Elite, $60 per doz.; 
Grand Rapids, nickeled, 15-in., $48 
per doz.;: same jap., 17-in., $60 per 


eee 





Princes. $5 50 per ‘doz.: Universal, 
nickeled, $46 per doz., and jap., $42 
per doz. 

Toy sweepers, Little Gem (3 and 
§ doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10 and Junior, 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 


CHURNS.—Demand is fair, with stocks 
well filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type 
churns at 35 per cent from list. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Call for this class of 
goods is beginning to increase. Spring 
repairs are under way to a slight ex- 
tent, and new work is in the offing. 
Stocks are well filled, and prices steady. 











We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint 28 ga., 


5 in. single bead eaves trough at 
$6.05 per 100 ft.; 29 ga., $5.50 per 
100 ft.; 28 ga., 3 in. conductor pipe 


at $5.40 per 100 ft.; 3 in. elbows, 


$1.73 per dozen, net. 
FIELD FENCE.—Retail call is still 
slow, with stocks well filled in dealers’ 
hands. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga., top 
and bottom 12% ga. intermediate 
type of fence at $30.04 per 100 rods 
with other sizes and weights in pro- 
portion. 
FILES.—Sales show some improvement 
over those earlier in the year. Stocks 
have been filled up; prices are steady 
and firm, 

We quote from jobbers’ 
f.o.b. Twin Cities: Best grade files 


at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Call is slight- 
ly better in this line, with stocks ready 
for the spring call. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 


stocks, 





doz.; $56 per doz.; 


Parlor Queen, 


galvanized tubs at $7.50; No. 2, $8. 25: 
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General Trade Still Quiet in Northwest— 
Prices Show Little Indication of Change 
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No. 3, $9.45; heavy tubs, No. 1, $12.60; 
No. 2, $13.80: No. 3, $15; standard 
10-qt. pails, $2.70; 12-qt., $3. 05; 14-qt., 
$3.40; stock pails, 16-qt., $5, and 18- 


qt., $5.50 per dozen, net. 
GLASS AND PUTTY.—Sales are show- 
ing some improvement (with the start 
of the amateur baseball season), and 


stocks are ample for the call. Prices 
are holding steady and firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and "strictly 
pure putty in 50-Ib. drums at $4.85 
cwt., net. 


HAMMERS AND HATCHETS.—Some 
increase in the retail demand is being 
felt. Stocks are well rounded out. 
Prices are slightly higher on some of 
the items. 


We quote from jobbers’ 
f.o.b. Twin Cities: payee No. 11% 


stocks, 


nail hammers, Plumb No. 
HFS81, $12; Plumb o 2 broad 
hatchets $16.40; No. 2. shingling, 
$12.50; No. 2 claw, $13.25; No. 611% 
Riverside hammers, $12 per dozen, 
net. 


HOSE.—Call is still rather slow, with 
contractors fitting up their equipment 
for the opening of the spring business. 
Stocks are well filled, with prices 
steady. 
We quote from jobbers’ stocks, 
2.8, Twin Cities: Competition, % 
3-ply, $8.25; der, % in., 5-ply, 
$10: ze * "6-ply $11.50; Good 
Luck, % in., 6-ply, $11.25; Bull Dog, 
5% in., 7-ply, $14.50; Riverside, ™% in., 
black, $14; in., black, $12.50; % 
in., red, $14.50, and % in., red, $14 
per 100 ft., net. 


ICE CREAM FREEZERS.—Call is still 
nominal, with stocks ample for present 
demands. Dealers are beginning to get 
their spring stocks into shape. Prices 
have not changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 

qt., $5 each; 6 qt., $6.30 each; 8 qt 


stocks, 











4 aa , 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each; and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 qat., 
$3.35 each; qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each. ‘These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at., 
$5.65 each; ; Ay .. $6.75 each; 4 qt., 
8.25 each; $10.45 each; 8 qt., 
13.50 a By Ro 10 qt., $18 each. 
These are list prices and are sub- 
ject to a dealer’s discount of 50 per 
cent. 


LANTERNS. —Sales are fair, with 
stocks well assorted. Pricés are un- 
changed. 


We uote from jobbers’ stocks, 
f.o.b. win Cities: Long or short 
globe tubular lanterns, $13 per dozen, 
net. 


LAWN MOWERS.—Future orders in 
this line are going forward. Prices 
show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia 
Styles A and C lawn mowers at 35-i 


per cent and Style K at 53 per cent 
from lists. 
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Display “Cleveland” 
Grindstones 
Now 


This is the big season for sell- 
ing grindstones. Bring them 
toward the front of your store, 
display them so your farmer 
customers can see them. 


And be certain that you are 
well stocked with “Cleveland”’ 
Grindstones because they are 
the best known and therefore 
the best sellers. 


STERLING 


Substantial light running, 
mounted with a ‘‘Cleveland’’ 
Grindstone, genuine Berea 
or Lake Huron grit, which 
we alone manufacture. 19 
to 22 inches in diameter. 
1%” to 2%” thick. Frame 
can be set up in a jiffy— ° 
merely by manipulating one 
bolt. Shipped knocked down 


and crated. 





HARVEST KING 


Frame of heavy angle steel 
1%” x 14%” x \%”, strongly 
braced and is equipped with 
our standard high grade 
selected ‘‘Cleveland’’ Grind- 
stone. Shipped folded com- 
plete, stone crated separately 
to save freight. 





The Cleveland Stone Co. 
CLEVELAND, OHIO 


283 Front Street, New York 
Lombard & Co., Inc., Boston, Mass. 
New England Agency. 





—a Cleveland Stone Company prod- 
uct will do the work—do it well. 
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What Is It Worth 
to Be Certain? 


What is it worth to avoid disappointment— 
faulty construction—short-sighted planning— 
and other shortcomings in fixtures, discov- 
ered too late to correct except at great ex- 
pense? 

What is the real cause of such buying? Sim- 
ply considering the immediate present and 
failure to insist upon products of known repu- 
tation, known values, known dependability. 
For certainty, after all, is the greatest value 
you can buy in store fixtures. And Warren and 
certainty are not simply synonymous terms, 
but synonymous facts. 


WARREN SECTIONAL HARDWARE 
FIXTURES 


To know positively that you will get unusual service 
every day in the year, endurance and long life, and 
the true economy which comes from years of service 
with a minimum cost—these are what you buy in 
Warren Fixtures. When you build or remodel, in- 
vestigate Warren Fixtures. Test and compare them. 
Satisfy yourself on every point. See why they are 
more attractive, practical, enduring—and stay so. 
The overwhelming percentage of Warren users buy 
with just this certainty—needing no proofs or 
promises, but accepting Warren Fixtures for what 
they are—the Standard by which Sectional Hardware 
Store Fixtures are judged. 

If planning store changes send for the Warren 

Catalog and judge the Certainty built into 


Warren Fixtures. 
There is no Substitute for Warren Fixtures. 


J. D. WARREN MFG. COMPANY 
159 N. State St. Chicago, Illinois 
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MILK CANS.—Call is fair, 
well filled. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gal. 


milk cans, $2.60; 8 gal., $3.10 and 10 
gal., $3.20 each, net. 


NAILS.—The market is steady, with 
demand on part of dealers increasing. 
Stocks are being filled for the first 
trade of spring. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


PAINTS AND WHITE LEAD.—The 
volume of sales still continue to cover 
inside finishes, with a little increase in 
exterior finishes. Stocks are in readi- 
ness for the call of the spring trade. 
Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon, in 1 gal- 


lon cans, and white lead in 100 Ib. 
kegs at $14.29 cwt., net. 


PAPER.—Call is still light, but with 
prospects of increase as soon as build- 
ing starts. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 


PLANTERS.—Retail sales are negligi- 
ble yet, as planting will not begin for 
some time. Dealers are placing their 
orders. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme corn plant- 
ers at $10.25, and Acme potato plant- 
ers at $10. 25 per dozen, net. 


PUMPS.—Call is fair, with dealers and 
jobbers ready for the spring call. 
Prices have not changed. 


We quote from 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill furce pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 5, underground disc harge 
windmill force, adjustable’ stroke, 
$14.35; No. 415, $14.65: No. 403, 
lift, 6-in. stroke, $4.25; No. 182, 


jobbers’ stocks, 


hand 
hand 


lift, 6-in. stroke, 6-ft set length, 
$5.25 each, net. 
PYREX OVENWARE.—tThere is a 


steady demand for pyrex ovenware at | 
Stocks and sales are normal. 


all times. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casse- 
roles at $1.17; No. 197 casseroles. 
$1.17; No. 202 pie plates, 50c.; No. 
210 pie plates, 67c.; No. 212 bread 
pans, 60c.;: No. 231 utility pans, 67c.: 


with stocks No. 
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12 tea pots, $1.67; No. 24 tea 


pots, $2, and No. 36 tea pots, $2.33 


each, net. 


REGISTERS.—Call is nominal, 
stocks ready for spring trade. 
show se changes. 


gente from jobbers’ stocks, 
f.o. by win Cities: Wrought steel 
registers at 40 per cent from lists. 


ROPE.—Sales are still rather light, 


with 
Prices 


with stocks ample for the call. Prices 
show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade manila 
rope at 27%c. Ib. base, and best 
grade sisal rope at 19%c. Ib. base. 


SANDPAPER.—Demand is fair, with 
stocks well filled. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 
grade No. 1, $6 per ream, and garnet, 
No. 1, $16.50 per ream. 


SASH CORD AND WEIGHTS.—Call is 
still nominal, waiting the opening of the 
building season. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 77c.; second grade, 41c.; cast 
iron sash weights at $2.10 cwt., net. 


SCREEN DOORS AND WINDOWS.— 
Stocks are in readiness for the trade, 
with prices holding firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.63 each; fancy, 
2-8 x 6-8, $2.44 each; Sherwood ad- 
justable window screens, 24 in., $6.40, 
and Wabash extension, 24 in., $5.20 
per dozen, net. 


SCREWS.—Prices are changed slightly, 
flat-head bright screws being the item 
affected. Sales are fair, with stocks 
well filled. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80-10 per cent; flat 
Head japanned, 82%-10 per cent: 
round head blued, 7714-10 per cent; 
flat head brass, 7714-10 per cent, and 
egy head brass, 75-10 per cent from 

sts. 
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_SOLDER.—Call is normal, with no 
_ change in prices. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Warranted half 
and half solder, 42%c. Ilb., and strict- 
ly half and half solder, 41%c. Ib. net. 


STEEL SHEETS.—Demand is regular, 
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at $4.25 cwt., base, and galvanized 

steel sheets at $5.35 cwt., base. 
TIN.—Call is fair, with prices slightly 
changed, furnace coke tin being quoted 
at a lower price. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: IC, 20 x 28, 8-Ib. 
coating roofing tin at $15.25 per box, 
and furnace coke tin ICL, 20 x 28, 
at $14.75 per box, net. 

TIRES.—The first warm days will see 
an increase in the call for tires. Stocks 
are well filled, with prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield auto- 
mobile tires, 30 x 3%, oversize cord, 
heavy duty, $12.65 each; Mansfield 
regular, $9.95; Liberty clincher, $8.50; 
Mansfield balloon, 29 x 4.40, $13.85, 
and Liberty, $11.50 each, net. 

TORCHES.— Demand is fair, with 
stocks ready for the opening of real 
business. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. win Cities: Turner Master 





7.20: No. 63, $7.97; No. 66, $10.18: 
No. 76, $7.13; No. 34, $8.67 each, net. 
WHEELBARROWS.—Demand has not 
yet started for the spring trade. Prices 

are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel tray fully 
bolted wheelbarrows, $36.50 dozen: 
No. 2 tubular, $7.33 each, and No. 1, 
garden, $6.25 each net. 


WIRE.—Call is nominal, with stocks 
well filled for business. Prices are 


steady as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle 
wire at $3.01 per 80-rod spool; painted 
hog wire at $3.22 per 80-rod spool; 
galvanized cattle wire at $3.21 per 
80-rod spool; galvanized hog wire at 
$3.43 per 80-rod spool; smooth black 
wire No. 9, $3.25 cwt.; and galvanized 
smooth wire No. 9, $3.70 cwt. 


WIRE CLOTH.—Dealers have filled 
their assortments, and in many cases 
have their entire spring stocks ready 
for — trade. Prices are firm as quoted. 


uote from jobbers’ stocks, 
twin Cities: ~ “i. painted 

12 x 12 mesh, $1.90 per 
base; alumina, 12 x 12 
per es sq. ft., base; 
$2. 70 per "100 sq. 
$3.10 per 


f.o. -_ 
wire cloth, 
100 sq. ft., 
mesh, $2.35 
Apex, 14 x 14 mesh 
ft., base, and 16 x 16 mesh, 





with perhaps some increase. Prices 
have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 


100 sq. ft., base. 








Urges That State Conventions Discuss Decimal Pricing 


I would like to bring up the matter on which I think there has been considerable discus- 
sion, that is the decimal pricing and packing. Don’t you believe this matter should be 
taken up now with all hardware manufacturers, wholesalers and retailers, or if it could be 
brought up before the State conventions and have them act and then decide on either one 


plan or the other? 


There are a great many mistakes being made today by hardware clerks 


because some manufacturers are pricing and packing their goods in the decimal way, and some 


the other. 


Personally I prefer the old method, just because I am accustomed to it and have 


been for some 25 years, yet there are many advantages in decimal pricing and packing, and 
believe that after a few years it would prove a great help and would simplify the method very 
much, but it should be a general move or adopted among all interested, and the question settled. 
I trust that you will urge this matter among the State conventions at their yearly meetings. 


(Signed ) 


Wma. J. FISHER HDWE. Co. 


Hamilton, Ohio. 











Reading matter continued on page 73 
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LAWN SPRINKLERS 


The B & J Line of Lawn Sprinklers is complete. It offers 
a sprinkler for every sprinkling requirement. Below are 
listed two of our popular models. 


Truly the biggest little 
sprinkler made. Waters 
a circle thirty to forty 
feet in diameter. Made 
of the highest grade ma- 
terials and equipped with 
two sprinkler caps so 
that either a complete 
circle or a half circle 
may be completed. Real- 
( ly two sprinklers in one. 


tm at 
bali? kal 





SAUCER 
SPRAY SPRINKIER 


One of the most popular 
types we have ever put 
on the market. A re- 
volving sprinkler which 
waters thoroughly a cir- 
cle 35 feet across. A high 
speed sprinkler which 
breaks the water into a 
fine spray and thorough- 
ly and gently sprinkles 


everything within the 
circle. MERIT SPRINKLER 





To dealers we offer the fullest cooperation. Circulars, display 
cards, electros furnished if desired. 


Get our proposition today. It is mighty attractive and you'll be 
amazed at the margin of profit it offers. 


THE B & J MANUFACTURING COMPANY 
Springfield, Ohio 











Dandelion Weeder 


Moe’s SAMPSON 


MOE’S 


One Piece Heavy Pressed Steel 


SPECIALTIES 


Made stronger and better than ordinarily. Beautifully 
finished in baked Black enamel. Their attractive ap- 
pearance and excellent construction make them decidedly 
popular sellers. Write for Catalog and Trade-prices. 


Hoeft & Company, Inc. 
2305 Davis St., North Chicago, 
Illinois 





Three Piece Garden Set 





Hand Weeder Sampson Dust Pan 
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No. 202 


SELL PROTECTION 


Increasing robberies emphasize the 
need of IL.CO lock protection. Our 
No. 202 Night Latch gives it. 
By turning key once backwards, 
the Bolt and Inside Knob are 
dead-locked so that the bolt can- 
not be forced back or the lock 
opened from the inside by the 
knob. 
—A special protection for glass 
panelled doors. 
—It can also be used as an ordinary 
night latch and doesn't cost any 
more. 

Send for Trade-prices. 
Send for our new catalog No. 7—our line 

will interest you. 


BRANCHES 


6 aide DEORE EON Eee ee jew York City 
I ia a ee lw aie Philadelphia, Pa. 
See Bee Ws BD GOP icccccocescotes Detroit, Mich. 
eM C6 666 66.6000000 0.000 48008 Chicago, I). 
tt ein eeeeevewwednes .San Franeisco, Calif. 
RE er ee eae Los Angeles, Calif. 












Leominster, Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, In- 
side Door Sets, Glass Knob Sets, Key Blanks, 


Auto Switch Keys and Hardware Specialties 
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Did you ever han- 
dle a plow, a culti- 
vator or a wagon? 
Sure you did. Most 
of us came from small towns or farms, 







and we know what terrific abuse farm 
implements get. Good deal like a shovel. 


And shovels, like other items of hard- 
ware, are of varying quality. The vari- 
ance is largely in the steel quality, th 
thing that provides wear and durability. 
We supply steel used by many of the 


leading manufacturers of farm 


ments. That same high quality steel 


goes into our own Indiana 
shovels. 


Ask your jobber—he can 
get them. There’s an (X) 
on the strap or cylinder of 
every shovel. Give your 
customers the best. 


The Indiana Roll- 
ing Mill Co. 
New Castle, Indiana 


Affiliated with 
The Galesburg-Coulter Disc Co., 
Galesburg, Illinois 


imple 


e 
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Microm- 
No. 902- eter. Reading 
1/10000ths from 0 to 1 inch. Ratchet on thim- 


ble permits one hand operation. Decimal 
equivalents on frame. 








Machinists’ Scraper. 
No. 7/ Triangular blade of 
fine steel perfectly tempered. Point, 
convex. Comfortable handle. Three 


lengths of blade, 244, 3144 and 414 inches. 

























No. 783 je ben, 


and neck. Steel point, shank and 
cap screw. Nicely finished and 
supplied with six feet of laid 
twine. Made in 8, 12 and 16 


ounce sizes. 





NEVER BEFORE 


has a new Goodell-Pratt Catalog brought out so many 
new tools—tools that are salable in a big way. 


The Electric Drill line is by far the most important. 
With their wealth of reserve power they are sure to 
make many enthusiastic friends in a very fast grow- 


ing field. No. 774 


Ratchet Tap Holder. 


Many other new tools will interest you too, but The old reliable No. 89 
: ; : with a powerful, trouble 
what will strike you most is the opportunity to con- proof ratchet with a 
f L Dened — very accessible shift. 
centrate a larger part of your tool buying In this Dig Holds taps up to % 
inch. Made also with 

400 page book. long shanks. 





If you have not already received a copy, please 


write us. 


GOODELL-PRATT COMPANY 


Coolants, 
Right Angle Ratchet Screw-Driver. 
N O. 66 A unique tool that appeals instantly 


to any tool lover. Its convenience will surprise you. Dozens 


GREENFIELD, MASSACHUSETTS, U. S. A. packed in an attractive counter display carton. 


GOODELL-PRATT 
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The Tool Department 


Unknown or Standard ‘Trademark Tools 
Price versus Quality 


By Don Thatcher 


VEN reference to the terrible war-is distaste- 
K ful—yet long after the actual physical and 
machine fighting is over there are backfires 
that demand attention. While the statesmen, diplo- 
mats and politicians are still wrestling with many of 
the aftermath of war problems, some of these prob- 
lems are reaching even into minor parts of our every- 
day business. 

Every one has to be considerate of the mental at- 
titudes as reflected during the heat of conflict by 
written and oral messages. The great losses of human 
beings and the terribleness of the war carried many 
a man to a stress of denunciation that hasn’t any place 
in the commercial world of peace times. But it is 
in the peace times that commercial onslaughts are 
carried on—if these onslaughts and skirmishing at- 
tacks are successful they may lead to competitive 
conditions serious enough to’ be regarded as a menace 
to commercial peace. 


Questions of Policy 


While we are discussing tools principally from the 
viewpoint of sales and seeking more knowledge and 
information about tools themselves, as well as means 
and ways to improve sales, is an opportune time to 
inject or introduce one of the questions of policy. 
Every business that succeeds grows under a plan, 
that plan includes what you may term ideas, policies 
and other elements, but the fact remains that grow:h 
is largely regulated by something definite, so well 
defined that one can say this is our plan or policy. 

The hardware stores selling the most tools have 
well defined policies regulating the selection of the 
goods they offer for sale. Many some time ago de- 





Window display of three 
standard lines of tools in 
the Clark Hardware Co., 
Jamestown, N. Y.; Ameri- 
can tool manufacturers 
through their active assis- 
tance and cooperation of 
mechanical, structural and 
utility devices are making 
and increasing the market 
for good tools. 


a 
4 


tr <a 
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cided that tools are such an important part of the 
hardware business that their tool stocks had to include 
only the products of well-known manufacturers. These 
stores will continue handling only the best tools obtain- 
able—they are not likely to buy, nor will their busi- 
ness be affected by the unknown tools, many of 
foreign make, that are offered. 

Entirely aside from the question of the net value 
of these foreign made and unknown tools I believe 
there enters a question of policy that can be covered 
in the question. Is it good business to buy and offer 
for sale tools, of unknown makers, oftentimes of 
unknown origin? 


America Young Toolmakers 


Please don’t misunderstand the motive or purpose 
of this question. I am not a propagandist against 
any country. I am always for everything American; 
I am a reasonable protectionist and as an American 
protectionist I am opposed to unknown and foreign 
makes of merchandise when offered with but the 
inducement of price. 

This question is suggested by the number of small 
tools offered, especially pliers, bits of nearly all kinds, 
hand and breast drills, screw drivers, etc. Many of 
these articles are excellently finished. Who knows 
how good they are? Retail merchants who handle 
these and other unknown tools accept the local re- 
sponsibility for their worth. In doing so please keep 
in mind the great influence good tools have upon your 
entire business. 

As time and the age of countries is measured we 
are young tool makers: American tool making didn’t 
make much progress until after the early sixties. 
{ 
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Today American-made tools dominate the markets of 
the world where quality is desired and demanded. 

However, this is stll a big market for many kinds 
of foreign-made goods so the magic of the word 
Imported when offered with the inference of some- 
thing better or hard to obtain can be used to influence 
sales of some kinds of merchandise, but not tools. 
With the experience of twenty-five years of buying 
and selling tools in nearly every country on both sides 
of the Atlantic Ocean, at this writing I am unable to 
name a single foreign-made tool that excels in quality 
or purpose intended for, tools of American manu- 
facture. 

| believe that sales policies that include careful 
regard for the quality of merchandise handled are 
the foundation stones upon which business structures 
are erected. Of all the items in a hardware stock, 
none requires more careful scrutiny of quality than 
do tools. 

American tool manufacturers through their active 





April 15, 1926 


assistance and cooperation in the development of 
mechanical structural and utility devices are making 
and increasing the market for good tools. You can 
join in enjoying some of the fruits of their labor, 
your place is right along with them. 

Of course you cannot handle all the tools of all 
good manufacturers, fortunately there are enough to 
permit of making a selection, so that if you desire 
every tool you handle can bear the name or brand 
of some well-known manufacturer of good American- 
made tools. 

Many American tool manufacturers conduct service 
and educational departments. If you are not getting 
your share of the business ask them for suggestions. 

This subject is of interest to you because investiga- 
tion and analysis of the business of the majority of 
hardware stores will show that tools exert a great 
influence upon your entire business. The people who 
buy satisfactory tools from you are the people to whom 
you sell many other items of shelf hardware, etc. 





Outside Salesmen Create Auto Accessories 


Profits for Lund 





» 
An auto accessories window display in the store of the A. W. Lund Co., River Falls, Wis. This firm has a really 
enviable sales record in the sale of accessories due to a unique system of merchandise display 


66 HOW ’em, sell ’em; hide ’em, keep em,” may 
S sound like a clever piece of doggerel but at 
the same time there is a world of truth in it. 
Any hardware dealer who will take the trouble to 
keep a comparative sales record and installs a system 
of store displays will be astounded by the results. 
An example of this fact is to be found in the experi- 
ence of the A. W. Lund Company, River Falls, Wis., 
with automobile tires. Up until the early part of last 
year the store had carried its tire stock on one of the 
conventional racks, easily accessible to the man who 
came into the store with the avowed intention of buy- 
ing a tire but usually unnoticed by everyone else. 
Then someone conceived the idea of taking a few tires, 
fitting a round cardboard insert in the center of each 
on which the price was painted in large figures and 
setting them both outside in front of the store and 


just inside the entrance. The story of results is con- 
tained in the store’s record of purchases—in 1924 
total purchases of tires was $1,600, in 1925, after this 
plan of display was inaugurated, $5,000. 

The really enviable sales record on other items of 
automobile accessories is also due to this same system 
of merchandise display. The average stock of acces- 
sories, made up, in addition to tires, largely of such 
auxiliary equipment as_ spot-lights, motor meters, 
pumps, luggage carriers with a sprinkling of the more 
common replacement parts, averages about $2,000 with 
a seasonal high peak of $3,000. 

A considerable share of this sales volume may be 
credited to the efforts of an “outside salesman” em- 
ployed by the store which makes a practice of calling 
on the purchasers of new automobiles and selling them 
extra equipment. 


Reading matter continued on page 76 
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Screw Plates 


KEEP MOVING 


It is the ambition of every dealer to have a “‘rapid turnover.” He 
wants a stock that will move often enough to pay him well for his 


investment. 


The dealer who handles screw plates:can get this rapid turnover 


with them if he stocks G#eGiant 


For forty years QGieGiont has been a standard by which screw 
plates have been judged. For forty years G#eGiant has been 
THE LEADER in the screw plate field. 

The simple, efficient design, sturdy construction, attractive finish 


and @f D quality are responsible for G&#eGZant superiority. 


Let us help you to select a complete, economical and profitable 


assortment of QweGian* Screw Plates. Our experience will 


enable us to give particular attention to your individual require- 





Two-Piece Die 
Guide 
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Collet With ie ments. 

Taps and Dis (F™ Gages 
Screw Plates GREENFIELD § TAP AND DIE aa ae 
— CORPORATION ge 

Reamers DOES LLY TILL LLL LAT LITT UL LIL LITLE ALE: ipe renches 
GREENFIELD. MASS., U.S.A. 
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The Cireus 


By Saunders Norvell 
(Continued from page 33) 





SOLD EDGGAORTRESACETEEL AT REE PedeetO REL tte 


mind, it dawned on me what futility it is to talk to 
people or write to people about things that they do 
not know already. I have gathered a profound truth 
in taking you to the circus. You knew the elephant 
and became friendly with him because at home you 
have a toy elephant. You appreciated the clown with 
the chairs. You yourself had done that stunt. 
* *% * 

But above all, the main thing with you, just as 
with the lions and the tigers and the elephants and all 
the rest of them—the main idea was—‘“When do we 
eat?”” Why not let us learn wisdom? Which do we 
prefer—an eloquent after-dinner speaker or an excel- 
lent cook? Invite us to a dinner and tell us that at 
this dinner there will be wonderful speaking but very 
poor cooking or poor speaking but a wonderful bill 
of fare, and which of these dinners will we attend? 
My dear child, like you and the wild animals, we will 
go out after the food! We will take the after-dinner 
speaking, if we must, with our coffee and our cigars 
as one of the penalties of our transgressions! 

* * * 

No, this circus did not give me the thrills of the 
circuses of my youth. This circus was too systematic 
—too well managed—too efficient. Then, who wants 
to go to a circus in a fire-proof building? I missed 
the husky voices of the “barkers” of the old days. 
I missed having my feet sink deep into the soft saw- 
dust. I missed the flapping of the canvas tents. Must 
I admit it—I missed those delightful animal smells 
of the old circus days! In this circus there was no 
tent—no sawdust—no “barkers” and absolutely no 
smells. There seemed to be a chambermaid for every 
elephant. Those elephants must certainly get sick 
and tired of having their feet washed! I noticed that 
the elephants’ toes were even painted white. 

* * * 

There was a man in the triple rings who ran the 
whole show. He carried a stop watch in one hand 
and a whistle in the other. Each act was given just 
so much time and then he whistled. Everything had 
to stop when that whistle blew. Where was there an 
opportunity for individuality, for special personal dis- 
tinction when, the minute that whistle blew, you had 
to drop on the ground, pu!l down your trapeze and 
beat it? 

* * * 

There were cowboys and cowgirls and dazzling 
riding. There were riders of all nations. They cer- 
tainly did know how to ride. There were four Bill 
Rogerses swinging lariats and they lariated every- 
body in bunches of from one to twelve, all on horse- 
back. Once I counted ten performers on the trapeze 
in the air at one time. They surely give you your 
money’s worth. They give you too much. I began 
to figure up how much it cost to run the show. I had 
an argument with your father as to whether a certain 
lady got $50 or $1,000 a week. He is younger than 
I am and he thought she was worth $1,000! 





April 15, 1926 


The greatest kick I got out of the whole per- 
formance, next to studying you, my grandson, was to 
study the magnificent physiques of the men and 
women performers. Barnum is gone. Bailey is gone. 
The Ringling Brothers, I suppose, are gone, too. I 
do not know who runs this circus. Like everything 
else in this country today, it is an admirable piece of 
mass production and mass selling. This circus is 
gotten up to handle crowds, and big crowds. It cer- 
tainly will never pay unless the crowds come. Over- 


head must be terrific. 
* * * 


Now, there is one suggestion I wish to offer: It is 
no doubt all right to run a freak side-show because, 
of course, there are a lot of people in the world who 
love to look at freaks. It gives them a feeling of 
superiority. They take a keen joy in scratching the 
walnut head of the “missing link.” They like to feel 
the cold, bare legs of the tattooed woman. They love 
to meditate upon the interesting fact of a lady grow- 
ing a beard. However, I suggest that they open an- 
other department—a beauty department, showing the 
perfect beings physically that constant exercise has 
developed among their acrobatic artists. There was 
one young man with a splendid face and an Apollo- 
like figure, who performed on the trapeze, that I would 
have given $5 to have studied at close range. He was 
as beautiful as a Greek statue. Then, some of the 
girls who rode the horses were excellent physical 
specimens. What struck me at this circus was that 
these girl riders looked young and had very attractive 
figures. They were not the old-time, case-hardened 
ladies, with bunches of muscles in their legs, that 
stirred our youth. They were young, good-looking, 
slender and graceful. One of the best of these riders 
looked very much like Helen Wills, the tennis star. 
If the owner of this circus will have all these per- 
formers stand up in line with a side-show, I will bet 
there are a lot of people besides myself who will be 
willing to pay $1 merely to study them. Of course 
I know the answer in advance—professional dignity 
would not allow these artists to take part in a side- 
show, but it might be put to them tactfully. Their 
attention might be called to the fact that even in our 
best plays, after the play is over, all the actors appear 
on the stage, line up and make their final bows, or 
they might sacrifice themselves in the cause of the 
higher education, offer themselves, as it were, as a 


sacrifice on the altar of beauty! 
* * _ 


A circus today is so vast that the personal touch 
with the performer is entirely lost. If you could study 
these artists before the performance, it would help 
restore the personal touch. What would baseball be 
today if we did not know the players—if we did not 
discuss our favorites? The very popularity of base- 
ball is based largely upon all the players and their 
records being well known to the fans. 

* % * 

Then, by reason of the vastness of the show, the 
clown has lost his charm. He is simply a moving 
picture performer. He does not crack any jokes as 
in the old days because no one can hear him. How 
could a clown today, under present conditions, build 
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up a great personal reputation as they did in the 
old days? 
* * * 

Alas, even the pink lemonade had a synthetic taste! 
It suggested chemicals—mass production. The world 
has changed. The real circus belongs to a past age. 
The modern circus is spending enormous sums of 
money to entertain. They evidently are striving to 
fully give you your money’s worth, but they do not 
see that they have lost the old circus spirit. I want 
my individual clown. I wish to hear and laugh at 
his jokes. I wish to again fall in love with an indi- 
vidual lady who rides the bareback horse. I wish to 
again have my individual hero who risks his life in 
a trapeze jump. If 1 cannot have these things, then, 
like you, my grandson, like the lions and the tigers 
and the seals and the elephants and the monkeys, the 
only important question left in the world is—‘“When 
do we eat?” 





“Wail of a Traveler” 


By Hope Conner 


ODAY I got called on th’ carpet, 
An’ asked t’ explain t’ th’ boss— 
Just why fer th’ last month o’ Sundays, 
My sales record showed up a loss. 


He says, “Yer report shows yo’ visit 
A number of stores in a week; 

But visits don’t mean yo’ are sellin’, 
An’ that’s why a reason I seek. 


“So tell me, darned quick, what’s the matter; 
An’ why yer not sellin’ more paint; 

An’ why is yer swindle list longer, 
Just now that yer orders is ‘ain’t’?” 


I says, “Well, yo’ see, Boss, it’s this way: 
I start out t’ call on a guy— 

I know is most out of our varnish, 
An’ ought t’ be ready t’ buy. 


“His office I find, but no dealer; 
Th’ bookkeeper says that he’s out— 
Campaignin’ fer funds t’ buy stockin’s 
Fer beetles afflicted with gout. 


“Well, then I go on to another— 
A man who would certainly be— 
Quite willin’ t’ give me his order, 
if only himself I could see. 


“But soon fondest hopes have all vanished; 
A clerk says, ‘th’ Boss is away; 

Fer he’s been arunnin’ fer council, 
An’ tomorrow’s election day!’ 


“I’m feelin’ quite somewhat disgusted, 
By this time, but still I go on— 

Ahopin’ ’gainst hope that th’ dealer 
I’m huntin’ up next won’t be gone.” 


I started t’ tellin’ my “tyrant”— 
How this guy had been called t’ court, 
Fer speedin’ his Lizzie too reckless— 
But he cut my narrative short. 
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# TOOLS THAT HELP YOU 
GFT your share of the 

tool business with 
good serviceable tools 
selling at competitive 
prices. CRE-CO-ITE 
Axes, Hatchets and Hammers 
for every purpose and general 
utility enable you to do this. 


And the generous discounts 
help you make real profits. 


CRE-CO-ITE Men’s Axes 


One of several patterns of men’s 
axes—3 to 414 lb.- heads—fur- 3 
nished with various finishes and 
handles. The “Michigan” is shown 7 
at right. & 



















Above, an easy seller for general 
utility—and to scouts, campers and tour- 
ists. Attractive in appearance and price. 


Priced from 50 cents to a dollar. 


CRE-CO-ITE Boys’ or Tourists’ Axe 
No. 97 





Another of numerous sizes and 
patterns of CRE-CO-ITE Axes at 
left. This one has 2% Ib. head, 
28-inch hickory handle. All 
equipped with celebrated Grady 
Wedge to prevent heads from com- 
ing off. 


Your jobber can supply you—or write us today. 


CRE-CO-ITE 


“Tools You Can Sell with Confidence” 





MARION TOOL WORKS, INC. 


Subsidiary of Chicago Railway p—earliat Co. 
Marion, Indiana, U. S. A. 





OTHER PROFITABLE COMPETITIVE ITEMS—MARION 
Pitching Shoes; Forged Shears, Hooks, Chain Coods, Tongs; 
Sheath and Hunting Knives; Plate Class Push Plates. 
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That listless, 
“elbow on the 


desk” feeling 
=—it isn’t laszi- 
ness —— its fa- 
tigue—aer ated 
water ends it 
— renews 
physical alert- 
ness, mental 
keenness. 











OCLOCK [the det-down hou] 


Some important facts about store, 
office and factory errors that will 


help you sell “XX Century 


AVE you ever noticed the listless, “elbow 
on desk” attitude of even the best men in a 
business organization along toward three? 
It isn’t laziness, it’s fatigue—an insidious, stead- 
ily mounting accumulation of waste poisons in 
the blood stream—so authorities now find. 
Strenuous mental or physical exertion, plus in- 
_ door air, plus heat—these cause it. 


This dullness—this weariness of spirit—causes 
office and store errors, costly mistakes—and, 
among factory workers, lack of alertness, danger 
of accident. 


Today, in the world’s greatest business organizations— 
the Standard Oil Co., Western Electric Co., Radio Cor- 
poration of America, American Railway Express Co., 
Equitable Life Assurance Co.—‘“3 o'clock” fatigue no 
eae longer hinders efficiency. A_ clever 
new invention, the XXth Century 
Cooler, takes the pale, insipid flatness 
out of office, store or factory drinking 
water—“aerates” it—makes it alive—— 
zestful. 

Four or five cups of this “aerated” 
water taken at short intervals during 
this hour, between 3 and 4, stimulates 
the body and aids it to quickly clear 
and flush out of its system the accu- 
mulated poisons of fatigue. 

If you want to sell such a profitable 
line as XXth Century the year round 
(not just in summer)—write our ser- 
vice department for full details of this 
and many other facts that will make 
office, store and factory managers sit 








Safe, Sani - 

the XXth an up and take notice. Cordley & Hayes, 
a pays = 10 Leonard Street, New York City, 
months im tee WoOTrld’s largest makers of sanitary 


saving alone. eS Sevices. 
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Bringing an Electric Servant to 


the Housewife 
(Continued from page 29) 





Mr. Terwilliger tells us that house-to-house solici- 
tation, by the outside men has actually doubled the 
company’s sale of electrical appliances. He advocates 
strongly this method of selling for the dealer in a 
town of 5000 people or more. He says if the hard- 
ware merchant doesn’t go to his own rightful cus- 
tomers some one else will. 

Frequent store demonstrations are held. Recently 
a young lady on the salesforce demonstrated coffee 
percolators and waffle irons. She dressed in white 
and served fresh hot waffles with hot coffee to all 
interested people who came in the store. This little 
stunt brought about a decided improvement in sales 
on waffle rions and percolators. 

During the electrical show mentioned before, the 
main sales floor of the store was devoted almost en- 
tirely to electrical appliances. One window was also 
filled with this class of merchandise. This was done 
to tie up the stores display with the local show. Many 
people saw the appliances at the show and were again 
reminded of them when seeing the same lines in the 
store and window. Window trimmer Kenneth Lever- 
good puts in about 10 electrical appliances window 
displays per year. 


Barker, Rose & Clinton Co. 
Elmira, N. Y. 

Gentlemen: 
[] Lam perfectly satisfied with ice refrigeration. Don’t bother me. 
[] I have no need of refrigeration of any kind. Leave me alone. 


Keep away. 


[| I gefeady have electric refrigeration. 
I’l} listen if you’ll make it snappy. 








Mr. Terwilliger’s questionnaire card 


On the major appliances Barker, Rose & Clinton 
Co. permit installment buying, but do not encourage 
this basis of buying. The company will not permit 
any $1 down and $1 per week basis. The customer 
must have at least a 20 per cent equity in any appli- 
ance before the article will be delivered to the home. 
The title of the article does not leave the firm until 
the final payment is made. Technically the article is 
rented to the customers until all payments are made. 
Only reliable credit risks are permitted this privilege 
on any terms. 

Selling electric refrigeration is a new venture for 
Barker, Rose & Clinton. When we visited this inter- 
esting store, electric refrigerators had been in stock 
just four weeks and the sales-record sheet showed 
five sales. Mr. Terwilliger has found that even on 
electric refrigeration the customer does not care 
about the mechanical equipment. He wants to know 
that the dealer is behind the product and that the 
particular brand sold, has merit and quality. Mr. 
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Terwilliger says that some folks want electric re- 
frigerators because of the convenience it offers in the 
way of pure ice blocks when serving cold beverages. 
The majority, however, are interested in keeping food 
fresh and edible. The pure ice blocks for drinks is, 
however, an important feature. Another point is the 
permanent economy of electric refrigeration, the 
elimination of the drip pan and the iceman who tracks 
in considerable dirt. 

The electric refrigerator sold by Barker, Rose & 
Clinton Co. sells at $475. An electric refrigeration 
unit to fit in regular ice boxes sells at $275. Mr. 
Terwilliger recently sent out a novel questionnaire 
slip to likely prospects for electric refrigeration. We 
have reproduced one of these slips. Out of the first 
twelve returns, two families were interested, but said 
they could not at present afford the investment. Four 
definitely requested a demonstration and further data. 





Wholesaling to Retailers 


Dear Mr. Soule: 

I have enjoyed HARDWARE AGE greatly during the 
past several years. 

In reading the articles therein the thought has oc- 
curred to me that there is a field which has been over- 
looked by you. It deals with the custom of some manu- 
facturers to go to some of the large retailers and sell 
them as preferred buyers or on a small jobber’s basis. 
Then permitting these dealers to retail this merchan- 
dise at any price they choose, oftentimes making lead- 
ers out of these items without the manufacturer 
paying any attention to their policies. Then the manu- 
facturer will compel all legitimate wholesalers to 
maintain a N. D. price to the small retailer. By the 
time the small dealer gets the merchandise on his 
shelves he is compelled to sell at not over a 10 per 
cent mark up on his cost if he wants to meet the 
advertised price of the large retailer. 

My firm is a large buyer from some of these fac- 
tories that are guilty, and they in turn seem to have 
some very good excuses to offer or deny they are 
guilty of making the sale, when the salesman on the 
firing line, as I am every day, knows the manufacturer 
is passing the buck. 

Whether the dealers on my territory are thoroughly 
alive to general conditions or not, from what I can 
glean from them as a whole they seem to be more 
concerned in meeting catalog house competition and 
the chain store. So far in this section the 5 and 10 
and 25 to 1.00 and drug stores seem to be the only 
ones that are cutting in on the hardware. It is ru- 
mored the S. S. Kresge Co. is getting ready to enter 
the hardware field with no item retailing for more 
than $5. With their sales policy and their faculty in 
the 5 and 10 field of selling a higher-priced article in 
piece meal at 5 and 10c, one can readily see they are 
going to make things interesting for the retail hard- 
ware store. In other words, the hardware merchant 
has to be more progressive and aggressive developing 
a live up-to-the-minute sales policy if he hopes to 
exist. 

I am sorry to have to vent my spleen on one whom 
I do not know, but part of this has been on my chest 
for a long time and your articles are to blame. 

L. S. W. (“A Traveling Salesman.” ) 
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Display Them and Sell Them 


Armstrong advertising and Armstrong quality are keep- 
ing mechanics SOLD on GENUINE ARMSTRONG 
PIPE TOOLS. This advertising is reaching every 
field. It is telling customers: “To buy frem YOU 
instead of us.’”’ Customers are doing so. — 


You can SELL them if you DISPLAY these tools. An 
Armstrong Pipe Vise, an Adjustable Pipe Stock, a 
Ratchet Attachment, some Pipe and Bolt Dies, a Pipe 
Cutter and kindred Armstrong tools will form a display 


that is easy to make and sure to attract. 


combined with Armstrong prices 
will make it easy for mechanics to BUY. There is no 
substitute for GENUINE ARMSTRONG PIPE 
TOOLS—they have held their own against all competi- 
tion for over sixty years. * 


Armstrong quality, 


Please order from your Jobber instead of sending to us. 
If you need some attractive “DEALER AIDS” for your 
show windows, we'll send them. 


The Armstrong Mfg. Co. 


Our Only Addresses 


“> Main Office and Factory, 
Bridgeport, Conn. 


‘ARMCTRONG’ 


STOCKS, DIES M$ (ATER ,GAS 4° STEAM FITTERS’ 
TOOLS AND THREADING MACHINES 








101 Lafayette St. 






2% “ 





“sap” 
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KK RITE a post card story, similar to the one 
published above, on any subject connected with 
| hardware merchandising. Let it be an idea or 
method that has been or could be used successfully } 
7 
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| ) by a hardware merchant. Your story may be 
written with pen and ink or typewritten, but it 
must be complete on a post card. 































































Send your post card story to HARDWARE AGE, 
with your name and address. Send more. than one 
if you like. 


If it is published HARDWARE AGE 
will send you $1.00. 
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Somebody once said that any short story ever told could be boiled down and 
completely written on a post card. Write your story on a post card. Send it to 


HARDWARE AGE and receive one dollar if it is published. 
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Reading matter continued on page 84 








Branch and Ware 
houses Located in 


ALBANY, N. Y. 
MINNEAPOLIS 
PHILADELPHIA 


No 230-C | he. KANSAS CITY 
| LOS ANGELES 
De Luxe Model 1) ay SAN FRANCISCO 
Balloon Tires 


Roller Brake 
Takapart Wheels 


Hunt, Helm, Ferris @ Co. Inc, 


HARVARD, ILL. 





Rie oy #04 o* ; 








LANNG 


BEATS - 


HIS complete new line of 
precision-built vehicles em- 
braces radical improvements in 
models, construc- 
tion and finish that 


All Cannon Ball wheeled 
vehicles are equipped with 
double disc wheels, con- 
tained roller bearings and 
large, substantial, Staytite 
tires. 


No. 1053 
Scooter 





place it ahead of 
all competition. 


No. 1159 
Scooter 


You insert just 
one bolt to set up 
these Play Boys 
and Pedal Cars 

No. 1135 
Scooter 


Silver toned bell 
regular equipment with 


No. 1139 Scooter Cannon Ball snegenies 


With Roller Brake 


Pull-Motor 


Combines healthful 
exercise with 
thrilling fun 


Cannon Ball 


Looks classy 
Runs easy 
Goes fast 


No 5-C 
Pedal Car 


No. 1144 Pull-Motor 


7 Pony Head Play Cons 
AI and Pedal Cars 
i Sturdily built and beautifully finished 


No. 40-C Pony Head 
Pedal Car 

No. 30-C Pony Head 
Play Car 


No. 1145 Skee-Bob 


In addition to vehicles shown, Velocipedes, Scooter 
Cycles, All-steel Wagons, Roller Skates, and Sand 
Boxes now complete our varied and complete line. 


DEPT. A 


Hunt, Helm, Ferris & Co. 


HARVARL, ILLINOIS 


Industrial Bldg., 422 Stinson Bivd., 383 Brannan St., 
Albany, New York Minneapolis, Minn. San Francisco, Cal, 


22nd & Arch Sts. 1322-30 W.13th St. 1811 E. Seventh St, 
Philadelphia, Pa. Kansas City, Mo. Los Angeles, Cal. 


No. 1192 
Baby Walker 


No. 1136 
Scooter 


No. 1054 
Scooter 


Cannon Ball 
Play Boys have 
solid steel steer- 
ing posts. that 
can’t wear wobbly 


No 3-C 
Play Boy 


No. 1133 
Skee-boggan 
Biggest thrillon every hill 


No. 1146 Skee-Bob 


All genuine Cannon Ball vehicles 
bear this trade mark, a guarantee of 
quality and a sign of honest worth 
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Style “‘F’’ Fabric for 
erection on Wood 
Posts. Furnished in , 
10 and 20-rod rolls. 


Known 
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—easier to sell! 





Fence. Gates 


Cyclone Fence dealers have the big ad- 
vantage. They sell the fence that 
buyers know and want. 


Big, consistent national advertising has 
made the products of the Cyclone 
Fence Company known the country 
over. It has created a steady, profit- 
able demand for “Reg Tag” Fence, 
Gates, Trellis, Flower-bed Border, 
and the famous Catch-All Basket. 


The Cyclone “Red Tag”’ line is easier 
to sell, affords faster turnover, brings 
bigger net profits. Write today for our 
latest catalog. 


CYCLONE FENCE COMPANY 


Factories and Offices 


Waukegan, Ill. Cleveland, Ohio 
Newark, N. J. Fort Worth, Texas 


Pacific Coast Distributors: 
Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 





Ornamental 
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Everywhere 


lone 14107 








CYCLONE COPPER-BEARING 


STEEL ENDURES 
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Are You Handling 
This Money-Making 
Equipment? 


Brookins Oil Measures are indispensa- 
ble for crankcase service. They are 
equipped with a handy thumb-valve con- 
trol, reach any oil intake without a fun- 
nel, and serve from one to five quarts of 
oil in one operation. 


The Brookins Portable Drain 
Tank is an inexpensive, compact, 
combination pan and container 
that eliminates the need of drain 
pits and racks at garages and fill- 
ing stations. It makes easy work 
of draining any crankcase. 4 ne- 
cessity wherever oil 1s sold. 


If you are not already handling this 
profitable oil station equipment, you are 
passing up a profitable line. 

The Brookins Mfg. Co. 


342 Xenia Avenue Dayton, Ohio 











— 






Brookins 
Portable 
Drain 

Tank 





Brookins Oil Measure 


Made in one, two, four and five 
quart sizes. Has a flervible metal 
hose that reaches any oil intake, 
without a_ funnel. A haendy 
- entices controls the flow of 
oil, 
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Machine Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 





April 15, 1926 


EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on these sizes 


and knowing the margin you wish to make on bolts, you can readily determine a price for any desired quantity. 
For example: On % inch bolts, 2 inches in length, let us assume you buy at a 60 per cent discount, and that you 
wish to sell at 33% off list. You would find the 2 inch column and run along it until you were under the 33% off list 
Should you on the same number have a quantity 
In this case the quotations would be 114 and 90 


discount, which in this case would be 120—-your selling 


rice. 


order, you could quote 40 or 50 off list by the same method. 
respectively. List prices are per 100. 








MACHINE BOLTS—(4 inch diameter) 








Length 





DISCOUNTS 














162 | 








33% 








144 





72 





160 


152 


76 











168 


176 





88 





184 
























































384 | 360 























336 | 315| 280| 252] 210] 168 
418 | 396 | 352| 330] 294] 264] 220| 176 
437 | 414| 368| 345| 307| 276| 230] 184 
456 | 432 | 320 | 288 | 240] 192 











MACHINE BOLTS—(%% inch diameter) 














DISCOUNTS 





-_—— 






















































































































































































Length | 
| 5s | 10 | 20 | 25 | 33%} 40 | 50 | 60 
4% =| 240] 228] 216| 192] 180] 160| 144] 120] 96 
2 | 260] 247| 234| 208| 195| 173| 156] 130| 104 
et 280 | 266] 252] 224] 210} 188| 168| 140| 112. 
3 300} 285| 270| 240| 225| 200] 180| 150| 120 
z= 320, 304 288 | 256 | 240 | 214} 192] 160] 128 
4 340 | 323| 306 | 272| 255| 227| 204] 170| 136 
4% | 360] 342] 324] 288| 270| 240| 216| 180] 144 
5 380 | 361 | 342| 301] 285| 254 | 228! 190] 152 
5! 400 | 380| 360| 320{| 300| 267| 240] 200] 160 
6 420| 399| 378| 336| 315] 280] 252| 210] 168 
614 | 540] 513| 486] 432 | 405] 360| 324| 270] 216 
7 ~~ | 560] 532] 5o1| 448 | 420! 374] 336] 280| 224 
7% 580 | 551 | 522| 464| 435| 387] 348| 290| 232 
- 600 | 570| 540| 480! 450| 400| 360| 300] 240 
9 | 640} 608] 576| 512| 480| 427| 384| 320| 256 
10 ~—s | «680 | 646 | 612 \° 544 510| 454] 408| 340] 272 
11 720 | 684 | 648 576 | 540 | 480] 432 260 ~ 288 | 
12 760 | 722| 684 | 608| 570| 507| 456 | 380| 304 
13 soo | 760 | 720| 660. 600 | 534 | 480| 400 | 320 
14 $40 | 798| 756 672 | 630 | 560| 504] 420| 336 
15 sso | 836| 792| 714| 660| 587| 528| 440| 352 
116 =©6||: «920 | +874] 828 | 736 | 690 | 619 | 552, 460 | 368 











This is the first installment of a complete 


MACHINE BOLTS—(5/16 inch diameter) 





Length 





DISCOUNTS 









25 


334 


40 


S 









150 





134 











215 


205 





162 


144 


























2% 230 219 207 184 172 153 138 115 92 
3 245 233 221 196 185 164 147 123 98 
3% 260 247 234 208 195 173 156 130 104 
4 275 262 248 220 207 183 165 138 110 











276 





193 


174 


145 





116 








290 





204 














304 





214 








319 





252 





224 








428 





338 





300 


225 








180 











442 








349 


310 








456 








360 


320 





240 





192 








471 





396 


372 


330 





248 





198 











































































































































































































9 525 | 499| 473| 420| 395] 350| 315| 263] 210 
10 555 | 528| 500| 444] 417] 370] 333| 278| 222 
11 585 | 556 | 527| 468] 440] 390] 351 | 293] 234 
12 615 | 585| 554| 493| 462| 410| 369] 308 | 246 

MACHINE BOLTS—(7/16 inch diameter) 
DISCOUNTS 
Length 
5 | 10 | 20 | 25 | 33%] 40 | 50 | 60 
1% 300 | 285 | 270] 240| 225] 200| 180] 150] 120 
325 | 309| 293 | 260| 245] 217] 195| 163| 130 

214 350 | 333 | 315 | 280| 263] 234] 210| 175| 140 
3 | 375] 356] 338 | 300] 282] 250] 225] 188 | 150 
334 400 | 380| 360] 320| 300] 267| 240] 200] 160 
4 425| 404 | 383 | 340| 320] 284] 255| 213| 170 
4% 4501 428| 405 | 360| 338 | 300] 270] 225] 180 
5 475 | 451 | 428| 380| 357| 317] 285] 238] 190° 
5% 500 | 4751 450{| 400| 375 | 333 300] 250| 200 
6 525 | 499| 473| 420; 395] 350| 315| 263] 210 
6% 650| 618 | 585| 520! 438] 434| 390| 325] 260 
7 675 | 642| 608| 540| 5071 450| 405| 338] 270) 
7% 700 | 665 | 630| 560| 525| 468] 420] 350] 280 
8 725 | 689 | 653 | 580| 544| 484| 435] 363 | 290 
9 775 | 737 | 698| 620| 583| 517] 465| 388| 310 
10 325 | 7841 743| 660| 620| 550| 495| 413| 330 
11 875 | 8321 788| 700| 657| 584 | 525| 438| 350 
12 925| 879| 838 | 740| 694| 617| 555 | 463| 370 
13 975 | 927| 878| 780| 732| 650| 585| 488| 390 
14 1025 | 974 | 923| 820] 769] 683] 615] 510] 410 
15 “1075 | 1022 | 968 | 861] 807| 717| 645] 538| 430 
16 1125 | 1069 | 1013 | 900| 845| 750] 675| 563] 450 








series of machine bolt prices. 





succeeding issue. 


Another installment will be published in each 
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(Reg. U. 8S. Patent Office) 


Rubber Chair Tips 


of six different styles and sixteen different sizes 
in a neat showcase display box. They prevent 
injury to the floors and muffle noise without leav- 





Quality 


WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 

STOVE BOLTS 


Service 





Samples Gladly on Request 





CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 





A Complete 
Line From 


Every Acme Tool 
is Guaranteed 









Larger Profits 
Smaller Investment 


There are many advantages in 
selling the complete ACME 
line of Hand Sprayers, Dusters 
and Planters—all purchased 
from one jobber conveniently 
near you. Stock always com- 
plete— faster turnover with 
smaller investment. 


A Style to Suit 
Every Buyer 


The Acme line is complete—every 
practical style. The Acme factory 
is the largest in the United States 
manufacturing Hand Planters and 
Sprayers exclusively. Every Acme 
tool is thoroughly tested and fully 
guaranteed. Say to your customer: 
‘If it isn’t all right, bring it back.” 


Dealer Selling Helps 


We keep the farmer and grower 
sold on ACME quality by yearly 
advertising in leading farm papers. 
Attractive literature, window signs 
and electros for your local adver- 
tising supplied without cost. Write 
for complete catalog, dealer plan 
and name of nearest jobber. 





ing a mark. 


Our Catalogue shows our complete line of 


rubber specialties with 
prices. Send for it. 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston 


Buyers 
in| @talo 





on Page 763 
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Galvanized 
Hardware 


Cloth 














Heavily 


Coated 
with 


PURE 
Aine 


This generous 
coating of the 
best zinc obtain- 
able is the reason 
why Superior 
Standard Hard- 
ware Cloth gives 
long service. Your 
customers will ap- 
preciate superior 
quality and tell 
their friends 
where to go for 
good hardware 
cloth. 


Pat up in 100 ft. 
rolls in widths 24” 


to 48” inclusive. 





G. F. Wright Steel & Wire Co. 


Worcester, Mass. 





2) POTATO IMPLEMENT CO,/ 


TRAVERSE CITY, MICH. 








Dept. 11 
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Crawler Tré ‘tors 


for Quick Sales 


and Profits / 


HE dealer who signs up with Cletrac is on 
the road to quick sales and big profits. He 
has a line of tractors that is beyond competi- 

tion — tractors of proved performance that sell 
easily and stay sold. And his discounts are right! 


THE CLETRAC ‘‘K’® 


Here is the only tractor made with an instantaneous oiling 
system. “Snap” lubrication on the Cletrac “K” means that, 
with a push of a plunger, the lower track wheels are thor- 
oughly oiled without stopping the machine. Model “‘K” 
delivers a draw bar pull of 3500 pounds — practically its 
own weight — 90°; efficiency in power delivery! Turns 
with both tracks. Pulls a three-bottom, 14-inch plow. 


THE CLETRAC ‘**w’"’ 


Thousands of Model “W” Cletracs are in: successful use 
and have amply demonstrated their absolute dependability. 
Sure traction, low cost operation and abundant power are 
outstanding characteristics of the Model “W”. And the 
recent price reduction of $325.00 on this model has greatly 
increased the demand. Pulls a two-bottom, 14-inch plow. 
Cletrac national advertisine is producing inquiries from all 
over the country —and Cletrac Dealer Helps are helping to 
convert them into sales. If you want to handle this quali 


line of sure money-makers — write or wire us today. We'll 
send you all the details of the Cletrac Dealer Proposition. 


The Cleveland Tractor Co., Cleveland, Ohio 
whe. we 
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Little Things 


| HAT does “Spring Business” mean to you, 
| Mr. Hardware Man? Lawn mowers, garden 


hose, screen doors, etc.? Of course, and you 
are going to use every means at your disposal in the 
display and advertising of such goods; but what about 
the hundreds of little things on your shelves which 
are used so extensively at this season of the year? 

Benjamin Franklin once said, “The world does not 
require so much to be informed as to be reminded.” 
Now your big job is to do this reminding. No one 
can escape such a display as the chain stores are 
giving to their merchandise. It reaches every man, 
woman and child that comes to their store and re- 
minds them of what they have for sale. 

These methods are used simply because they have 
been tried and proved successful in cities and towns 
throughout the country wherever these chain stores 
are located. It is true that these chain stores are fast 
becoming real competitors of the hardware store. If 
we are to keep up with the pace which they are 
setting, we have only to adopt some of their ways of 
doing business along with the advantages which we 
already have over them such as telephone service, free 
deliveries, charge accounts, etc. 

A window display by one of these stores was recent- 
ly brought to the attention of the writer. It was a 
large window devoted exclusively to small items of 
hardware. It was very neatly arranged in small 
squares, one item in a square, built up toward the 
back on sort of a step arrangement and everything 
was plainly marked with the price. If the truth were 
told of the sales which resulted from this window, it 
would, no doubt, make some of us hardware men sit 
up and take notice. 

The writer has met with considerable success in the 
last few years by the use of display tables. Thousands 
of small items have been sold to customers who were 
attracted to these tables while waiting for change 
from other purchases. Right now there are any num- 
ber of things on your shelves which are in daily 
demand and unless you have them out on display, 
the chain stores will get the business. Some of these 
things are: 

Small hinges Shelf brackets 
Rules Small wrenches 
Coat and hat hooks Hose couplings 
Pliers Furniture polish 
Tack hammers Wall paper cleaner 

They are too numerous to mention, but just a 
glance around any hardware store will bring to mind 
countless small articles that are needed every day just 
to do the little odd jobs around the home. 

Bear in mind that these little extra sales do not in- 
crease your overhead in any way, your rent, heat, 
light and all fixed charges being paid for by the busi- 
ness you are already doing. 

I have even seen fishing tackle kept on shelves to 
be asked for, whereas a fisherman might easily have 
bought an extra line or two or three minnows had he 
been reminded. After all, it’s not such a hard job 
to display goods properly and it pays big in profits. 

“A Salesman.” 
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Health and Selling Power 


T least every year every man in our standing 
Aum must undergo a thorough physical ex- 
amination, no matter whether he is a major 
domo or a buck sergeant, no matter whether he is in 
the most active of services or if his spurs only dig into 
the oak of a roll-top. The army is thoroughly “sold” 
on physical efficiency as indeed it should be; and it 
will as quickly transfer a man to other services for 
the sake of his health as for the sake of broadening his 
experience. 

The day is surely coming when the intimate con- 
nection between the health of the sales person and 
the total of the latter’s sales will be far more uni- 
versally recognized and intensively appreciated. 

This is a day and age when manufacturers are doing 
almost everything possible to conserve and develop the 
health of their production workers, providing them 
with the latest in sanitary equipment, with medical, 
dental and even surgical advice and help, but the 
number of retail stores who equally appreciate the 
importance of keeping their selling workers at par is 
surprisingly few. And yet, as between the factory 
worker and the store worker and their individual jobs, 
the health of the latter probably affects his efficiency 
more. 

Some types of production seem to be possible with 
next to no brains being called into play. But where 
is there a clerk who can really sell successfully with- 
out using his brains and intensively? Below-par 
health affects and slows down the brain even before it 
will the muscle, dulling it for any fullest expression in 
keen salesmanship. 

If health-assurance and inefficiency-prevention have 
proved abundantly worth while in the field of produc- 
ing, can they not be of even greater service in the 
world of selling, not forgetting the dividends in good- 
will which such employer-to-employee interest always 
creates? 








Radio Radiations 

Before you leave the set you have just installed be 
sure that it works properly. If it doesn’t that par- 
ticular sale will do your store a lot of harm, for a 
dissatisfied customer will talk. When a set refuses to 
percolate properly, maybe it is because it is located in 
a particularly bad section, and a higher priced receiver 
employing more tubes is the only solution. As a 
general proposition, however, the trouble is usually 
in the receiver itself. Perhaps the grid leak is de- 
fective, or one of the tubes fails to make proper con- 
tact with the prongs in the socket, or some other minor 
difficulty is the cause. Be sure the set is O. K. 
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New Features 


For New Profits 


PYRENE advertising in 23 representa- 
tive magazines of national circulation is 
sending customers into the stores for 


The von Q 


EXTINGUISHER 
AND 


PYRENE LIQUID 


Why not cash in on this demand? 








Get your share of PYRENE bus- 
iness by keeping these extin- 
guishers displayed out in front. 


You can make your tie-up with 
PYRENE national advertising 
more effective by putting 
PYRENE dealer helps to work 
for you—-a PYRENE display 
tells its own sales story. 





PYRENE advertising is contin- 
ually selling the consumer—is backing 
you up. Dealers have always made money 
selling PYRENE extinguishers—and 
always will. They are favored for their 
dependability. Their new features mean 
new profits. Every home and automo- 
bile owner is a prospect. - 


A PYRENE DISPLAY 
Tells Its Own Sales Story 


A PYRENE sales representative or your 
Jobber’s salesmen will gladly explain how 
these improvements have made a good 
extinguisher better. 


Order Now Through Your Jobber 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 


**Fortify for Fire Fighting” 
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American National 


Announces Gear Shift 


Designed as a_ bevel-geared high- 
speed juvenile automobile gear shift 
for juvenile automobiles, with a fric- 
tion hand brake, the American Na- 
tional Co., manufacturer of juvenile 
vehicles, Toledo, Ohio, has announced 
an entirely new gear-shifting mechan- 
ism, available on certain models of its 
products. 

It has two speeds, forward and re- 
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is directly in line with the nail being 
driven. 

The hammer is manufactured of 
drop forged crucible tool steel of the 
finest quality and is of the best work- 
manship throughout. The company’s 
hammer is distinguished by the red 
band below the hammer head. 


New Double-Acting 


Power Piston Pump 








_Among the recent additions to the 
line of pumps manufactured by the 
Deming Co., Salem, Ohio, is its No. 
809 “Oil-Rite” Double-Acting Piston 
Pump, designed for a vertical suction 
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is the cushioned handle, stressed as 
enabling the operator to cut more 
grass in a day, because he is relieved of 
the constant shock and vibration re- 
sulting from motor drive. The handle 





| 




























ft. 





A To 






lift of 25 ft. or less. 





power piston pump and especially 
adapted for open or pneumatic tank 
service on farms and country estates; 
for general factory and railway tank 
supply, etc. 

The enclosed tyne of crank case is 
designed to meet an increasing demand 
for a pump that has as few exposed 
working parts as possible, thereby as- 
suring maximum safety of operation, 








verse, and a neutral position that al- | 
lows the pedals to revolve without mov- | 
ing the car. All gears are completely | 
enclosed, thereby assuring full pro- | 
tection. 

Another feature of this new device 
is the friction band brake, designed to 
meet a two-fold purpose. First, when 
the driver has attained the desired high | 
speed and it is necessary to make a 
quick stop, this brake _ responds | 


' 
} 


promptly and efficiently. Second, when | 



















the gear shift is placed in a neutral 
position the driver can rest his feet 
on the pedals and coast, gliding grad- 
ually to a stop with the brake. | 


—— | 

Claw Hammer Has 
Nail-Holding Device | 
Designated to the trade as its 
“Woodpecker,” a regular claw-ham- 
mer plus a nail-holding device that 
works, has been announced by the T. 


& H. Tool Co., Elyria, Ohio. eat 
With this new type hammer it is | 


























possible to set nail from 12 to 14 inches 
beyond the reach of the hand. After 
the nail is set the weight of the ham- 
mer releases it. The center of gravity 





'the circulating 
| propeller. 


Reading matter continued on page 90 


as well as self-lubrication. 





Improved Ford Water Pump 


The Turner Mfg. Co., 31st and Roa- 
noke Rd., Kansas City, 
placed on the market an improved 
water pump for use on Ford cars. 

It is known as the Improved U-Need- 





It. 


Each pump is packed in an indi- 
vidual carton and weighs about seven 
pounds. 

It may be installed without inter- 
ference with accessories and is said to 
give positive circulation at all speeds 


of the motor. It uses the regular Ford 
fan belt. The water is forced through 
system by a turbine 


_ Improved Red-E Power 
Mower 


Designed with a self-contained power 
unit and for general grass cutting ser- 
vice on both large and small lawns, 
the Red-E Mfg. Co., 338 Davidson St., 
Milwaukee, Wis., has recently placed 
on the market its Red-E Power Lawn 
Mower. 

A special feature of this new mower 


It is a single cylinder, double-acting, 


Mo., has just | 





a 
sneer 


'is cushioned by flexible coil springs, 
top and bottom, that absorb the mow- 
| er’s vibration. 

| It is also equipped with an air 
cleaner and has a high reel clearance. 
It is quiet running and is furnished 
with a protected gas tank contained 
in the base of the motor. The exhaust 
pipe is so placed that the exhaust 
shoots downward in front of the 
mower. 

When sticks, rocks or other obstruc- 
tions become caught in the reel the 
Red-E Dise Clutch tension permits 
stopping of the reel while the motor is 
still running, protecting both motor 
and reel against damage. It has self- 
adjusting bearings and is equipped 
with iron rollers. 





Wooster Brush Assortment 
Display 
The Wooster Brush Co., manufacturer 


of high grade brushes, Wooster, Ohio, 
has recently placed on the market a 








novel idea in a merchandising display 
of paint and varnish brushes. It is 
known as the Silver Tip Paint and Var- 
nish Assortment. 

The display lid of this box is at- 
tached in such a way that the 7% dozen 
brushes in the assortment are pro- 

















tected against pilfering and at the same 
time full advantage is taken of the 
display idea and ease of sale. 

The nine different styles and sizes of 














brushes in the assortment range from a 
1 inch varnish brush retailing at 15 
cents to a 4 inch wall brush retailing 
at $1.25. All brushes are made by the 
well-known Wooster Shasta and Foss- 





Set constructions. 

The box is attractively printed in 
silver, green and jet black. 
A special feature of Wooster brushes 
is that the bristles will not come out on 
the job; the setting grips like a vise and 
holds the bristles permanently in the 


Brush Chart will 


brush. 


The Wooster 


quickly show the right brush to use for 








anything to be painted. 
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IVER JOHNSON 


BICYCLE — VELOCIPEDES 
SHOT GUNS — SAFE REVOLVERS 
ALL BIG SELLERS 
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Screw Plate Sets | 


“The Line That Keeps Moving’”’ 
it takes steam to make the engine ‘‘Ge’’ and it takes more than geod 
materials to keep tools moving. 

We've built “‘Go’’ as well as Quality inte the complete line of ‘“Threadwell” 
Tools. Get the Catalog. 

The THREADWELL TOOL CO., Greenfield, Mass. 


New York City Philadelphia Chicago Cleveland San Franeiseo 
396 Broadway 809 Harrison 300 Wrigley 135 St. Clair 60@4 Mission &t. 
Bidg. Bldg. Ave. N.E. 


Iver Johnson’s Arms & Cycle Works 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake St.; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine St. ; 
Ogden, Utah, 2327 Grant Ave. 




















THE NO. 80 FIRE POT 
SATISFIES CRITICAL 
USERS 


It is economical, durable, and 
has every improvement that im- 
proves. Jt is quiet; heats heavi- 
est coppers quickly and melts a 
pot of metal at the same time; 
and never clogs. We warrant it 
to please. Jobbers supply at 
Factory Price. 


Clayton & Lambert 
Mfg. Co. 


6275 Beaubien St., DETROIT, MICH. 


TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


yTON BLAMe 
LPN MeG.CO. RP 
No 8O 
be PATENTED op 
Send for catalog and samples rRort.a 


BRAIDED CORDS +» COTTON TWINES 





No. 80 Fire Pot 
Ask for Latest Price 
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No investment you could make is as 
profitable as a Key-making department. 
Many expert locksmiths have regretted 
buying other machines before seeing the 
Beisser. 

Here’s what the Beisser does: 


(1) Cuts any kind of key com- 
plete in one operation 
(2) Makes Yale Keys in 20 sec- 








CB fae a ak Me ei For the Hotel Supply Trade 


rate 

(6) Makes keys by number with- 
out taking lock apart 

(7) Cuts Bitt Keys, side and upper 
grooves as well as length and 
width in one operation 

(8) No swiveling or adjusting 
necessary 





ating cost, everything. Write today. 


407 East Fort Street 
Detroit, Mich. 


Let us tell you what a complete Key- 
making Department is, investment, oper- 


Beisser Key Machine Co. 





Dealers can meet every demand of the Hotel Sup- 
ply Trade with Anchor Brand Cutlery, famous for 
quality since 1837. 


The English Beef Knives, French Sabatiers, Cook’s 
Forks and other cutlery in this line are of the finest 
material and beautifully finished. 


Send for Complete Catalog and Trade-prices. 


LAMSON & 
(SiS GOODNOW MFG. CO. 
es gy Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 


Boston, 7 Water St. Chicago, 1732 Republic Bldg. 
St. Louis, Victoria Bldg. San Francisco, Wells Fargo Bldg. 
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Albany Hardware Company’s 
New Home 


ITH an attendance of hardware men repre- 

\\ senting all sections of the East, the new 

building of the Albany Hardware & Iron Co.., 
Albany, N. Y., housing its entire wholesale division, 
was formally opened, March 29-30. 

A special two-day celebration marked the formal 
dedication of the new structure, which has been de- 
scribed as “one of the finest buildings of its kind in 
the East.” During the “Open House” period, special 
exhibits and demonstrations were held by many 
prominent manufacturers. The event concluded with 
a banquet in the company’s restaurant and cafeteria 
on the third floor. 

The new building, which houses the company’s 
entire wholesale division, is strategically located at 
Broadway and 
Arch Street, and 
accessible by both 
rail and water. A 
concrete dock, 110 
feet long, in the 
rear of the build- 
ing, gives the com- 
pany the advan- 
tages offered by the 
barge canal and 
“Deeper Hudson”’ 
in receiving and 
transporting mer- 
chandise. Along 
the South side of 
the building is a 
D. & H. R. R. spur. 
Railroad, boat and 
freight stations 
are within a short 
distance and easily 
reached through 


William I. Baker, president of the Albany Hardware & Iron Co., at his 
desk 


Special Two-Day Celebration 
Marks Formal Opening of New 
Building for Wholesale Di- 


vision of the Albany Hardware 
and Iron Co. 


Broadway, a wide and well paved city thoroughfare. 

The building is a seven-story and basement struc- 
ture, faced with Harvard brick and has a floor area 
of 172,000 square feet, or 3.95 acres. It is heated by 
the latest type of vapor steam, controlled by thermo- 
static devices and protected against fire by Grinnell 
Automatic Sprinklers. 

The cellar and main floor are devoted to heavy 
hardware, and here also are located the shipping and 
receiving departments. The front half of the build- 
ing is devoted to general offices and rest rooms—the 
rear to order, packing and assembly departments. 
The third and four floors are devoted to shelf mer- 
chandise and on the fifth, sixth and seventh are the 
bulkier items. The offices are connected with the 

several floors and 
departments by 
pneumatic __ tubes, 
as well as_ by 
an intercommuni- 
cating system. 
The shelf hard- 
ware and accessory 
floors are equipped 
with steel shelving 
which permit bet- 
ter arrangement— 
keep packages in 
better condition— 
and they are served 
by belt and gravity 
conveyors. As or- 
ders are sent to 
the different de- 
partments, the or- 
der clerk gets out 


(Cont’d on page 92) 
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An Outstanding Value 
In a Light Step Ladder 


Successful merchandising means 
offering the customer that which 
shows greater value than other 
similar goods. 

If you can demonstrate that a 
certain type of step ladder com- 
bines unusual strength with light 
weight and absolute safety, * tp 
chances are ten to one of selling 
that ladder over one of heavy pro- 
portions and unsound construction. 
Mere weight does not insure safe- 
We guarantee every 


Trade-Mark 


Super-Strong 
Step Ladder 


to be as light as is practical 
and the strongest and safest 
step ladder possible to manu- 
facture. This is because each 
step is trussed at the point of 
strain by a Patented Steel 
Step Support. This construc- 
tion reinforces each step and 
holds it securely. No nails, 
slots or grooves. Write for 
Catalog which describes this 
outstanding value in_= step 
ladders. 









ty. 


The Superior Ladder Company 
516 East Madison St. (Lincoln Highway) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied line. 






























ane Saw lest 
The hardened steel 
inserts inside the 
bronze bolte re- 
rolve and cannot 
be sawed through. 
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KEI He =" LOCK 


The dealer who is not yet han- 
dling this line of KEIL Locks 
is surely missing an opportunity 
to double his lock sales. 

Homes, warehouses, shops and of- 
fices are in constant need of KEIL 
protection. Supply a. demand in 
your neighbor a good profit 
to yourself and antio satiefaction to 








your customers. Write today for 
particulars. 

FRANCIS KEIL & SON, INC. 
401-425 East i63rd St.. New York 


Established 187 76 
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Albany Hardware Company’s 


New Home 
(Continued from page 90) 
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the items in their sections, places them on the con- 
veyors, where they are emptied into a spiral chute 
which brings them to the packing floor. This arrange- 
ment leaves the two large freight elevators free for 
incoming merchandise and for lowering bulky items. 

The passenger elevator is located in the front of 
the building for the convenience of customers. The 
front of the third floor is devoted to a directors’ room 
and cafeteria. 

There is considerable romance connected with the 
development of the Albany Hardware & Iron Co., since 
its inception in 1845. In that year, Maurice E. Viele 
opened a hardware store at the corner of State and 
Green Streets, where the sporting goods and automo- 
bile accessories departments were located many years 
afterwards. 

That Mr. Viele’s store was a success is shown by 
the fact that in 1851 he purchased the stock and leases 
of Humphry & Co., located at 39-43 State Street for 
30 years, and moved to- that location. In 1870 he 
purchased the stock of Cantine Tremper, in 1874 that 
of Van Santford & Anable, then again in 1875 Mr. 
Viele purchased the large stock of L. Pruyn & Son, 
where he had apprenticed while learning hardware, 
thereby eliminating his last real competitor. 

In 1890 he expressed a desire to retire and a group 
of his employees formed a company and purchased his 
business. On June 9, 1891, the present firm, the 
Albany Hardware & Iron Co., was incorporated with 
Charles H. Turner, president; James K. Dunscomb, 
treasurer, and W. B. Wackerhagen, secretary. 

This set of officers continued until 1908, when, upon 
the resignation of Mr. Turner, William I. Baker was 
elected president, W. B. Wackerhagen, vice-president ; 
James K. Dunscomb, treasurer, and William E. Fos- 
kett, secretary. These officers—with the addition of 
W. H. Gick, assistant to the president and W. C. 
Dearstyne, manager—formulate the policies of the 
present company. 





There was a young fellow named Moore, 
Who was rated in selling as “poor,” 
But he wrote, so they tell, 
A book—“How to Sell,” 
And he’s now on a wide world’s tour. 
¥* * + 
There was a good man in Kildare, 
Who had never been troubled with care, 
Till he opened a shop 
On a little hill top, 
And started in selling hardware. 











Donley Screen Door Guards 
Prevent bulging and _ sagging. 
Add to the life of the door. Five 


sizes to fit any door. Retails at 
75 cents and $1.00. 


The Donley Manufacturing Co. 
10585 Quincy Ave., Cleveland, Ohio 
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Hardware Spring Styles Show 
Little Change 


HARDWAR 





HIS window display of assorted coil springs was 
the offering of the Strong Hardware Co., New 
Brunswick, N. J., during the town’s recent spring 
style show. William E. Nelson, manager of the com- 
pany’s branch store, made up this display and tells 
us that hardware spring styles show little change 
but that they bring in considerable “small change.”’ 
Each year in the middle of March the merchants 
of New Brunswick hold a spring style show at which 
time retailers work up appropriate window displays 
of their spring offerings. 

Frequently Mr. Nelson’s displays bring awards and 
honorable mention. If your town is conducting a 
similar spring style week this display from a Jersey 
store should prove of interest to your window trim- 
mer. 

Last year Mr. Nelson created some lady’s hats from 
dish pans, fly swatters, brushes, mops and kindred 
staple hardware. Other years he has created dresses 
from copper wire, sash chain, etc. 





Losing the Nail 


¢¢ J HATE platitudes,” the young fellow was telling 

me. “I hate the man who tells me about the 
battle that was lost because the horse was lost, because 
the horse shoe was lost, because the nail was lost. 

“T hate the man who tells me about the Rock Island 
farmer who took time to release a pig from the fence 
in 1811, thereby arriving too late to vote, thereby 
losing the precinct election to the Federalists by one 
vote, thereby losing the legislative majority by one 
representative, and thereby getting into war with 
England—all because of a pig. 

“IT hate men who tell me to be careful about the 
little job, about filing papers and pinning pins, and 
crossing t’s and brushing shoes. 

So far he has never told me. But perhaps you have 
an idea or two on the subject, and, if so, perhaps you 
will tell me.—Personal Efficiency. 
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Where 


Quiet is Essential 


In Hospitals, Churches, Schools and 
Homes noisy hinges and balky doors are 
always a detriment. That is why so many 
of these places are equipped with 


Ze (CHICAGO) — 
ae SPRING HINGES 


The “Relax” type shown 
is a Spring Pivot Hinge that 











operates noiselessly and 

, ..- faultlessly on BALL BEAR- 
Type 6001 INGS. 

It has a SPRING- 


ACTION RELEASE which permits the door 
to be placed open at any position desired, 
without the use of a door holder. 


Send for Catalogue H-42 
Chicago Spring Hinge Company. 


CHICAGO . NEW YORK 
_ A. 











This NEW ‘Zimmerman 
Casement 
Fastener 













New Busines 
for Hardware Merchants 


The refinements in the New Zimmerman Casement Fastener 
are revolutionary and startling. It is a better fastener. 
More practical, more sightly, more efficient. Lower in cost, 
and architecturally pleasing. Made in three durable finishes: 
Dull brass, antique copper, and nickel plate. 

We are advertising the New Zimmerman Casement Fast- 
ener and the Zimmerman Shutter Fasteners in a national 
way. Architects, builders and home owners are asking for 
them now. Your sales will start the day you display Zim- 
merman Fasteners in your window. Write us at once for 
full particulars, and plan to get your share of this desirable 
and profitable business. 


Tue G. F. S. ZIMMERMAN Co., INc. 
6 Broadway, Frederick, Md. 


7IMMERMAN 








_ FASTENERS for SHUTTERS and CASEMENTS 
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American Steel & Wire 


Company 
Chicago, New York, Bosten, 
Denver, Birmingham, Dallas. 
U. 8. Steel Products Co. 
San Franciseo, Les Angele, 
Portland, Seattle. 


HF, Yr Special, 
4° eae witceod unior, 


J Lyman. 
STAPLES, TACKS, Hot Galvanized Nails. 
FENCES: American, Royal, Anthony, 
Banner, Steel Gates 
perew) St 2 aaa POSTS. 


WIRE oy  &. ae, 
Quick Delivery. Write us for selling plans. 


Northern California Convention 


Report 


(Continued from page 40) 














The Progressive 
HARDWARE DEALER 


“But listen, safe- 
ty is not confined 
to baseball 
games. There’sa 
put-out on your 
home_- grounds 
that menaces 
SAFETY !” 


SAFE! 


We are never entirely 
safe from the many 
troubles foul odors fetch 
the family. 


“The Sanitary Way” 


Send for complete catalog. 


SEXTON CAN CO., INC. 


Everett, Mass. 








George H. Eberhard, president, The Geo. H. Eber- 
hard Co., selling agents, San Francisco, and vice- 
president, Evans & Barnhill, Inc., advertising agents, 
in his address on the problems of 1926 stated that the 
outlook for good business this year is more tavorable 
than it was a year ago. 


Farm Waste 


He spoke of the waste that is still going on among 
farmers in their use and abuse of farm equipment. 
The farmer, he declared, has a lot to learn, and in 
spite of the unpleasantness of the job he said that the 
retailer should do his share in helping the farmer 
learn some of the fundamental things about the con- 
duct of his own business. 

Speaking about the increase in the number of auto- 
mobiles, Mr. Eberhard stated that there are more 
automobiles in the United States than there are 
homes, or children of a school age. He said that this 
phase of our industrial.development is a serious one 
and that it is likely to cause trouble. 

John W. Gamble, addressing the convention on the 
new era in retail merchandising, declared that this 
is an age of economic consolidation and big business 
mergers. The substance of Mr. Gamble’s remarks 
was published in a previous issue of HARDWARE AGE 
in the Los Angeles convention report. 

Selling and merchandising problems in hardware 
were discussed at length by Miner Chipman, mer- 
chandising engineer, San Francisco, who urged the 
importance of first selling an idea about an article of 
merchandise before attempting to sell the article 
itself. Mr. Chipman spoke about the necessity of 
better window displays and more intelligent training 
of clerks. 

P. J. Sturges, representing Dover Manufacturing 
Co., Dover, Ohio, in his talk on merchandising elec- 
trified hardware spoke of the necessity of training 
clerks to sell electric appliances, etc., not as pieces 
of mechanism but as things that will save time, money, 
the good looks of women, and lots of hard work. He 
said that a recent survey demonstrated that the ma- 
jority of women who used a certain type of washer 
bought that machine because it saved their time, and 
that only a small percentage bought it because they 
felt that they were saving money. Better displays 
and advertising, he said, are needed to increase the 
sale of electric appliances. 

The election of officers resulted as follows: A. D. 
Ketterlin, Santa Rosa, president; Frank Smith, 
Fresno, first vice-president; Walter Mariani, San 
Francisco, second vice-president; Le Roy R. Smith, 
San Francisco, secretary-treasurer. The president 
and secretary were elected as representatives to the 
next national convention and the first vice-president 
as the alternate. The 1927 convention will be held 
in Sacramento probably in February. A hardware 
exhibition will also be held in connection with the next 
convention. 
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Cater to Youth! 


HE only retailer who can afford to direct his 
main selling emphasis toward customers who are 
“getting on in life” is the undertaker. Every 
other type of retailer of whom we can think could do 
no better than to concentrate upon the Appeal to 
Youth. 

There are both statistical and psychological reasons 
for this. Ours is increasingly becoming a nation of 
young people. Dr. Stork is delivering “young uns” 
into this little U. S. A. much faster than the rascal 
with the habitual scythe is cutting them out of it. 
From 1911 to date, there has been a 21 per cent in- 
crease in our population, the total of deaths per year 
has not increased but the number of births has in- 
creased by 11 per cent. Or, taking the same facts 
out of the category of percentages and putting them 
into cyphers, 1909 boasted 29,000,000 children under 
fifteen whereas there are 35,000,000 children under 
that age in this country today. Totaling the two and 
making some deduction for deaths, there are more than 
60,000,000 young people under thirty years of age in 
this country today, or easily half of our total popula- 
tion. 

Theoretically at least, one out of every two cus- 
tomers who come into your store is under thirty, hav- 
ing the sunshine of life still in his or her face. If we 
add to the above figures the host of those Peter Pans 
who never grow old, who still hold the interests and 
aspirations of youth no matter how the snow may 
gather around their temples, we have the nation’s 
psychological youth, as well, and have materially in- 
creased the hosts of our young-thinking people. 

It is a mistaken theory, long ago exploded, that age 
has money to spend and that good selling methods 
should appeal to the pocket book of age. Instead, 
youth has not only numbers on its side but is proverbi- 
ally burning up with wants for things, things, things 
with respect to which it will not be denied. Make 
yours the Store of Youth. Your customers who really 
count are either really young or think they are. If 
you know they’re not young, they have only the want 
of the corner alongside the fireplace. 





Selling the Garage Man 


6¢QVIXTY-FIVE per cent of your auto accessories 

business should come from the garage trade,” 
advises Percy Peck, manager of the Martin Hard- 
ware Co. of Mansfield, Ohio. “Keep away from 
freakish items which have no practical application 
in touring comfort or service. Get a license list from 
your local auto club and circularize every car owner 
in your community. Link up your auto accessories 
and tools for every car owner is a prospective tool 
buyer. To succeed you must know your line. The 
differences in various cars must be studied. To sell 
oil you must think in terms of lubrication. Some 
one man in your organization should be delegated to 
buy stock and sell accessories.” 
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M. S. BROOKS and SONS 
CHESTER, CONN. 


Manufacturers of Bright Iron and Brass 
Wire Goods 


Since 1848. 





No. 10 Drawer Pull 
Also all sorts of Special Wire Goods 
MADE TO ORDER 














Win<Dor 
CASEMENT HARDWARE 


Fast-selling, profitable casement hardware 
to completely and inexpensively equip all 
wood and metal casement sash. Nationally 
advertised. Write for liberal discounts. 


The Casement Hardware Co. 
224 Pelouze Bldg., Chicago 


CASEMENT HARDWARE 
HEADQUARTERS 


Operators - “Bolt-Fasts’’ - ScreenHardware -: Stays 











EVIDENCE ~ 


While it is true that the 
sharpness, smoothness and 
uniformity of Tacks can be 
seen, their holding quality can 
be determined only when 
driven. 


Send for the EVIDENCE and 
we'll send Samples of BAUR 
Tacks that will substantiate 
these claims and hold their 
HEADS while doing it. 


BAUR TACK COMPANY 


Indianapolis Indiana 





Our pometets line also includes Staples of every eo 
s. 


tion, Double Pointed Tacks, Basket, Clout and Trunk Nai 


Write for Samples and Prices 
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Glidden Announces a New 
Lacquer 


The Glidden Companies, manufac- 
turers of paints, varnishes, lacquers 
and enamels, Cleveland, Ohio, has re- 
cently placed on the market a new 


a 


OUSEHOLD 


LACQUEROID 


product, designated to the trade as 
Lacq, especially designed for refinish- 





ing household floors. A special feat- 
ure of this new product is that it can 
be applied at any time and will dry 
thoroughly in less than an hour’s time. 
_It is available in 20 colors in several 
sizes. 


New Express Shot Shells for 
Long Range Shooting 














The development of two new shot-_ 


gun shells that give the higher 
velocity and longer range of shotgun 
shooting has been announced by the 


Remington Arms Co., 25 Broadway, | 


New York. 


The two new loads will be known | 
as the Nitro Express and Arrow Ex- 











press; extra long range. The Nitro 
Express, Heavy Duck, Extra Long 
Range Load, will take the place of the 
Heavy Duck Load in the Remington 
Game Load Line. 

These new Express loads have been 
developed along the same lines as the 
rifle cartridges. They are loaded with 
American made modern progressive 
burning “Oval” power. 


on 


“AH ARROW 











CH. 





EXTRA LONG RANGE 
Burning Smokeless Powder 














Nitro Express Loads will enable 
sportsmen who have a keen desire to 
bag game at what has heretofore been 
regarded as impossible distances to 
now enjoy the thrills of long clean 
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kills. Nitro Express Loads were de- 
signed as a better and longer range 
load for field, duck, brant and goose 
shooting—a universal load. 

The Nitro Express and Arrow Ex- 
press Loads are scientifically loaded to 
a predetermined standard of uniform 
velocity, pattern and penetration with 
moderate recoil. Nitro Express Shells 
will be furnished in 12, 16 and 20 
gages and Arrow Express in 12 gage 
only. 

Nitro Express Loads will be supplied 
in 12, 16 and 20 gages as follows: 

Shot sizes: 12 ga., 2-4-5-6 soft 
(drop) shot; 12 ga., 2-4-5-6-7 chilled 
shot; 16 ga., 4-5-6 soft (drop) shot; 
16 ga., 4-5-6-7-7% chilled shot; 20 ga., 
6-7-744-8 soft (drop) shot; 20 ga., 4- 
5-6-7-7% chilled shot. 

The wide variety of shot sizes fur- 
nished gives the sportsmen a univer- 
sal long range load for field and wild 
fowl shooting. 





Plasterers’ Collapsible 


Scratcher 
The Smith collapsible’ scratcher, 
made by the Mahwah Tool Mfg. Co., 


Mahwah, N. J., has a number of 
unique features that should recommend 
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New Line of Variable 
Sprayers 


The G-V Sprayer Co., Wichita, Kan., 
has recently placed on the market a 
new line of variable sprayers, designed 
for general use. 

The No.’s 1 and 2 sprayers have an 
atomizing head which will give four 
distinct classes of sprays. Besides this 
feature of the variable sprayers, they 
are also fire-makers. When the head 
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oe 


is set to a vapor mist, the mist can be 
lighted, and gives a constant flame 
which can be used in generating fuel 
oil, distillate, etc. When the head is 
moved to a mist, which is a shorter 
flame, it can be used for thawing pipes 
or as a blow torch. The sprayer can 
also be used for lubricating cars, 
springs, painting radiators, or any- 
thing of that sort. It can also be used 
for white-washing, if the white wash 
has been strained before putting in the 











container. 





New Wet Vacuum Auto 


| Washer 


A beautifully fashioned and nickeled 


| handle-appliance that will fit any gar- 


den or lawn hose, and designated to 
trade as the Ace DeLuxe Washer, has 


| 
| 
| 








it to the use of plasterers everywhere. 
When folded, the tool can be carried 
in the pocket and will not corrode or 
rust, and should save much time and 
effort in scratching the first coat of 
plaster. The tool is strongly made, | 
and its obvious usefulness should give | 
it an instant appeal to all plasterers. | 
It is designed to sell at a popular price. 








New Assortment Stainless | 
Knives | 


The Geneva Cutlery Corporation, | 
Geneva, N. Y., has recently announced | 
the placing on the market of its No. | 
200-D assortment of Genco stainless | 
paring knives, made of stainless steel. | 

Each knife is sharp and lustrous, | 











been placed on the market by the Ace 


with a three-inch blade in slim, polished | Mfg. Co., 154-156 North Seventh 








handle that “fits” the hand. 

In the assortment six are furnished 
in cocobola and six in imitation ebony 
handles, with assorted points. They 
are packed one dozen to a case, in a 
blue and yellow display box. 


Street, Brooklyn, N. Y. 

It is designed especially for washing 
automobiles and is durably made. Into 
the handle fits a triangular-shaped mop 
made of the best quality white cotton. 





There is also a fibre brush attachment. 
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Makes use of 
the surplus heat 


[I the Everite Triplex Stove, the surplus heat, thrown into 
the kitchen on other stoves, is used in the rear cooking 


holes effectively. 


Quick cooking is done on the front holes, while simmering 
and slow cooking on the rear holes. The roomy cooking top 
has plenty of space for the largest cooking. 


The speed and volume of heat from the burners make this 
type of stove ideal for cooking. It saves hours of labor and 
reduces kitchen work for the housewife. 





Many dealers are doing a profitable business on this and 
the other Everite Oil Cook Stoves. 


Ask your jobber’s salesman about them or write us today. 


The Globe Machine & Stamping Co. 
1207 W. 76th St., Cleveland, Ohio 


VERITE 


GRINDER AND BUFFER 





























MecKINNON 


$15.75, brand new, in original crates 


ACA 









5 ALL STEEL 
. HOSE REELS 


oe 


“ee 





Light No Bolts 
Strong No Screws 


Durable No Rivets 













Full 4 H.P., 110 volt, A.C., 60 cycle, enclosed dust-proof motor. 
BARGAINS in new motors, 4% H.P., 110 volt, 60 cycle, A.C., 
money back guarantee at $10.00 each, with pulley. Largest dealers 
in new and used motors in the Northwest. 


GENERAL DISTRIBUTING CO. 
Security Storage & Van Bidg. Daluth, Minn. 


Invisible Hinges 


For houseowners, carpenters, cabinet 
makers, etc. Simple in design. Soss 
invisible Hinges will give long service. 
See our Catalog in Sweet's, pages 
1578-9. 





MANUFACTURED BY 


McKINNON DASH CO., Buffalo, N. Y. 














Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition. 





Good orofit 
Name and design trade marks registered U. S. Pat. Off. SOSS MFG CO 
ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 778 Bergen St., Brooklyn, N. Y. 














Get an ‘‘Edge”’ on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.”” It puts a keen edge on any- 
thing—knives, scissors, sickles, tools. A 
quick and ready seller—and a “profit 


producer. 
DAZEY CHURN & 
MFG. CO 


4301 Warne Ave. 
St. Louis, Mo. 









in Lfampin, Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 

‘Licensed under the General Electric 
Company’s Incandescent Lamp Patents.’’ 
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Certain Customers @ (\¢ 3-34) 3 ?4 
Will Order The Poi eV sate 


Simple, Safeand Sure 

SAVORY TE 

BREAD SAVER 

SELLS because 
it SAVES 

Space, Steps, Motions 































Time and Bread KESTER Acid Core SOLDER 
1 solderi d heavi lectrical work. 
HEY will likethe convenience fea- et ne" Reanes Onis | Heat.” ‘Senndned size 


No. 3 about 1/8 inch in diameter, runs about 30 feet 
- pound. Pack-d on 1, 5 and 10 pound spools, 
Special gauges also available. 


tures and compact arrangement. 
Bread board (heavy 5-ply veneer) 
fits inside of cover. Crumb tray 
slips inside of bread board. Bread 
knife with serrular edge and alumi- 
num cork-filled handle fits into 
special pocket. 

The Bread-Saver appeals because 
it saves needless steps collecting the 
bread knife, board and bread and 
because it saves the usual messy 


cleaning-upand emptyingof crumbs. Kester Metal Mender 
Beautifully finished in  glossy- The Household Solder 





i » i : Here is the small package of Acid Core Solder. So sim- 
white, baked _— japan. Usecoupon - ple anybody can use it. Ten cans about 1/4 pound 
to get further information. each are packed per carton. Ten cartons (100 cans) 


to the case lot. 


Others Will Prefer 
the Ever-Popular 


SAVORY 


BREAD BOX 





. Kester Rosin Core Solder 
In White or Gray : ; 
For very agen ae ope pa ~y = ~~ > oumnine 
-aVY rel. i highest ity metals and rosin flux. Stan ~ 
A heavy, well-made box with about 3/32 inch in diameter, runs about 50 feet 
rounded corners. Seamless cover ‘ ae agp Packed on 1,5 and10 pound s Is and 18 
with hinged hasp. Folding wire - _ oS Gees ee pote _— 


handles are clinched to body. 





Baked-on japan finish in glossy 
white, also in French gray, to meet 
the growing demand for this stylish 
finish. A high-grade box at a mod- 


erate price. 





Send coupon for further infor- 











No. 1150 mation and prices Kester Radio Solder 
, (Rosin Core) 
-——| Safe, Sure and Simple — approved by radio eers. 
naoeaeo™ ” Harmless to the most delicate parts. Absolutely non- 
-ssoaaa= 1 corrosive flux makes low-loss joints. Ten cans a 
nsgggenta iC METALWARE Co. sat : een — per carton. Ten cartons (100 cans) 
t the REPUBL St Buffalo, N- * e case lot. 
99 Alabama» ] 
t. AD 
ee nana prices on | GENUINE SOLDER 
Gent emen:- lete informatt 1 
Send us°¢ omp" COMPANY 
; the following: yORY” Bread Savet- H CHICAGO SOLBER * U.S.A 
1 White SAV RY” Bread Boxes \ 4205 Wrightwood Avenue, cago, U. ° 
1 5] White “SAVO? Yo Bread Boxes. i 
1 Gray “SAVOR ae Originators and world’s largest 
nll : manufacturers of Self Fluxing Solder 
o—_—_—_o 
Your Jobber Can Supply You 
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Experience writes the speci- 
fications for Hollow Screws. 
Your customers want what 
they're sure of. 


All makes, all styles of Hollow 
Screws have had their years of 
test. [ime has settled the mer- 
its of socket-design and fabri- 
cating process. 


Today’s chief ‘‘argument” for 
ALLEN Screws is found in most 
all machinery in all industries. 
It's found in the fact that the 
machinery runs without break- 
down from hollow screws. 


Cold-drawn sockets, 30% 
greater strength. Clean, true 
hexagon holes; firmest leverage 
for the wrench. Special-anal- 
ysis alloy steel; special heat- 
treating for different-style points 
and diameters. 


Experience has written the spe- 
cifications; we fill them for you. 


The Allen Mfg. Co. 


139 Sheldon St., 














Hartford, Conn. 
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No. 3504 Rim Night Latch 


A Standard Pin Tumbler 
Rim Night Latch 
That Should Be in Every Dealer’s Stock 


This is a Night Latch that lends itself most readily 
to general use—a volume sales item. 


Features of No. 3504—Case is Iron, in black 
japanned finish. The knobs, bolt and cylinder 
are bronze metal. 

5 pin tumblers, with* practically unlimited key 
changes. 


Milled Nickel Silver keys, gold plated bows. _ 

The Eagle Lock Company has a complete line of Rim 
and Mortise Night Latches, and will be glad to send you 
a booklet showing them. Just send 4 card or write a 
note to Eagle Lock Company, at the office nearest to you. 


The Eagle Quality Line 





© 


Gey e Sar oFP, 


Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Wood Screws 
Eagle Lock Co. 

General Sales Office 
Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, IIl. 
114 Bedford St., Boston, Mass. 


Front Door Sets Padlocks 
26 Warren St., New York _ ... E oar oon 
Works at Terryville, Connecticut 
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Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Serew 
Machine Products 


Steve Bolts 

Tire Belts 
Agricultural Belts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Steve and Tire Belt Nuts 
Semi-Finished Nuts 
Castellated Nuts . 
S.A.E. Nats 

Jack Chain 
Plaumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 

Sash Chain 
Escutcheon Pins 
Speedometers 











UNIFORM QUALITY and ADEQUATE STOCK 


The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. . 


Warchouses—New York, Chicage, Philadelphia 
Western Factory—Dayten, Ohie 
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Garage Door Hardware 


Here are two hangers that can be de- 
pended upon to sell and stay sold. They 
are the original Allith round track type 
that never gets out of order and will 
operate as easily after years of use as 
when first installed. 

“Eleven-Eighty” hanger for  folding- 
sliding doors has a strong steel frame and 
a machined cast wheel with hardened steel 
axle and lubricated roller bearings. It is 
a reversible, swivel type, and is provided 
with a simple vertical adjustment to fit 
old or new doors. 


“Eleven-Eighty-nine” hanger is the same 


Allith-Prouty Company 


mechanically as “Eleven-Eighty,” but_ is 
made for Round-a-Corner doors. This 
type of installation permits an opening 
practically the full width of the garage 
and allows the doors to, clear a car, stand- 
ing within a few inches of the opening 
or walls. 

Both of these types travel with a minimum of 
noise and friction due to the small point of con- 
tact of the hanger wheel on the tubular track. 
They are easy to erect and provide a convenient 
passage door without operating the other doors. 
Point out these facts to every customer 
who needs garage door hangers—you can 
sell them with perfect confidence in their 
ability to give satisfaction. 


Danville, Illinois 








Manufactur- 
ers of 
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The All-Steel Wrench for Heavy Work 


No dealer can recommend a stronger or better wrench for heavy duty 


than the All-Steel Coes. 
Six simple, sturdy parts combine to give this tool the “Strength of 
Gibraltar.” 


It is a weather-proof, fool-proof, practically unbreakable tool. The 
standard equipment of leading railroads and mining companies and the 
favorite in thousands of machine shops. 


Sizes: 6” to 21”. Sold by all leading Jobbers. 
COES WRENCH COMPANY 


“In Business Since 1841” 


. BC o y Worcester Mass. 
our yarows e 


Ele Buy * J. C. McCarty & Co. ........ 29 Murray Street, New York 
in | Gta Selling Agents John H. Graham & Co. ....113 Chambers Street, New York 
Fenwick Freres ........... 8 Rue de Rocroy, Paris, France 











“‘PBefece” 


HOUTENETUGOTHANAHAVELLUSNUAVIADONNRSSSSQNUAUANGi AP4NLEDAAO ANENLEDSIOAOUOOSEALABHOAQOOOOGGUDOSGDA OOO ONENESEHONDIUGGUONESSQOINAORELAOEESSAUDIOORDOPOYSTONONIDORLASBSISHUUIOUONSSSVSHONANIIONDSONNNINERDONGSERNSQRUNDTIONOOESNOONUONE 





The “Long Distance” Customer 


The fact that a certain station is hard to 

mua §=§=86 get on his radio makes no difference fo 
Uae him—it’s the “programme” he’s after and 
WIRE CO. | he’s going to get what he wants. 


The fact that your store may be a little 
farther for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 


gets the business. 


Your Jobber stocks “Perfect.” 





LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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You wouldn’t buy a temporary wood 
or felt weatherstrip for: your home— 
not if you could buy a: permanent metal 
weatherstrip for the same price. Sell 
your customers the same kind of weather- 
strips you would.buy for your own home, 
There’s money in it! 


- a sae fh ‘\ \ / f@\ \ 
ANYONE CAN INSTALL 
ed ) ~ \ ww \ 





TRADE MARK REG. U. &. PATENT OFFICE 


The All Metal 
WEATHERSTRIP 


Anybody can install Economy Weather- 
strips—that’s why everybody likes them. 
No fuss or bother—simply tack in place. 
No tools required but a hammer, a pair 
of scissors, and a screw driver. 


Comes in Handy Cartons 


No wrapping, measpiring, or cutting, and no waste. 
Economy comes iti handy cartons, each contain- 
ing complete equipment, including nails and in- 
structions for installing, for one window or door. 
For the further convenience of the dealer cartons 
are packed in cases of 24 each. 


Get the coupon in the mail today. It’s your best 
bet for larger weatherstrip profits. 


Ask your jobbers’ salesmen for further 
information, or send the coupon below. 


aS ae »* . SS SANS “ SAAS" \S* ~. 
WANT VIS SCS OTTO 





a. | . A ge ‘ 
SS Se natkandkad’ AMAARKACaAD VAAL ws 


ECONOMY METAL WEATHERSTRIP CO. H.A. 4-15-26 
2521 Homer Street, Chicago 
Send without obligation. descriptive literature, sales plan, prices 


and your trade discount. 
Name — : . . — eeoeoreoeeeoeeeeeveepseeeeese 


Address ) i oe Saree es Sie eee oe 








Weatherstrip You 
Would Buy for Your Home 








Only skilled craltsman- 

‘ship‘and a high ideal of 
uality makes possible 

the precise uniformity 


and superior finish 
GRIFFIN Hinges 2 


RIFFIN 


~ Manufacturing Co 





ERIE, PENNSYLVANIA 


ranch Offices__. 
45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 
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TUBULAR RIVET & STUD 
COMPANY 


BOSTON 








S 
O 





S originators of the Tu- 
bular and Clinch rivets 
and with a record of more 
than fifty years of successful 
accomplishment behind us, 
we know that this product 
cannot be made better or 
priced fairer than we make 
them and price them. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


ire 
world devoted 


\ > -—S | lo the manu- 
Sf a facture of 
." | a Cinch Rivets 
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| Side Cutter: 
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Porter’s 
TIME 
SAVERS 










A tool of all- 









End Cutter: 
Cutting edge 






prineip les. 
fferences be- 
tween the va- 
rious models 
lie in the 
types of - 
ting jaws. 


CHAIN 
CUTTERS 


Angular Cutter: 
Jaws are set 










Gets into diffi- 
cult places. 
Saves stoop- 
ing. 









H. K. nna « 


Inc. 
Everett, Mase., U A. 
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ELE-QILING BULLDOZER 


POWER PUMPS 
r General Service 


Have you talked to any of your customers during the past thirty days about their summer water supply? 
Hot dry weather calls for more water. At the house—at the barn and for sprinkling, fire prot 
and sundry other purposes—-water is consumed in larger volume during this season than at any other 
period throughout the year. 
Myers Self-Oiling Power Pumps and Water Systems are pump- 
ing the water for homes, farms and country estates— 
furnishing an ample supply for every need—and 
doing it with a minimum of care and atten- 
tion, and at an extremely low 











































t. Increasingly popular with , 
ar il cane. ty present Sectional View 
exceptional sales pos- MYERS SELF-OILING 






sibilities for live 
Jealers. 


BULLDOZER POWER PUMP 







Now is 
the time to 
write us for 
catalog, informa- 
tion and prices. Every ee 
day in the year is a sales ae 
day for Myers Water Sys- 
tems — and along with this 
continuous demand comes corre- 
sponding profits. Your inquiry will 
receive prompt attention. 


THE FL.E.MYERS & BRO.¢co2. 


ASHLANDB, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose, 
WATER SYSTEMS-HAY GRAIN UNLOADING TOOLS ~ BARN,FACTORY and 
GARAGE DOOR HANGERS- STORE LADDERS, Etc. 
















































READING 


LAWN MOWERS 





Prices Ready for 1926 
Write for Catalog 
Our Guarantee Back of Every Mower 


READING HARDWARE COMPANY 


NEW YORK CHICAGO 


PHILADELPHIA READING, PENN SYLVANIA SAN FRANCISCO 
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SKYSCRAPER 


RUBBISH BURNER 





Pe oe 
Unusual Features that 
Sells Unusually Well 


omtlumetel Here is a rubbish burner that will hold its 
+ | fal Tene shape under all conditions of service. It is 
MAYS) | 1926, made from 18 gauge flat high carbon steel 
strips, electrically welded to a one-piece 
frame. 


Skyscrapers are packed in heavy cartons 
3%” deep—they take up little room and 
require no further packing when sold ever 
the counter or mailed. was fa 





















The Skyscraper requires no selling effort— 
it sells on sight beéause its value is so 
plainly apparent. ~ 


Send for full details and prices. 


H. B. BORNSIDE 


6 Winter St. 
Providence, Rhode Island 


e. 
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YOU NEED ’EM © LET’S TRADE 
































Over Seventy Years | . Our Guarantee of 
Handle-Making > “7 Veleeiss habe on. 
: V andie . 
on EZ or TD & WW”. 
| Stamped 
. in Head 
‘since 1885” 1] (TRADE MARK 
hg 
Copyrighted Brands a vine so ° Copyrighted Brands 
DANIEL BOONE ltt te a ~~ nan agua 
AMERICAN BEAUTY a“ ‘ poner onl 
pow , SUCCESS 
on ia d ° * PEERLESS 
ROYAL OAK ¥ f i \ BEAUTY 


HICKORY AND OAK HANDLES FOR AXES, PICKS, ADZES, SLEDGES, MAULS, HAMMERS, HATCHETS, 
CANT HOOKS,-PEAVIES AND JACKS ; 
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For the Life of a Lawn— 


The New 


SHERMAN DIAMOND 
HOSE NOZZLE 


A perfect attachment made of 
heavy wrought brass for cov- 
ering more ground in less 
time. It throws more water 
farther —thus shortening the 
important hours of lawn and 
garden sprinkling. A _ larger 
nozzle with a larger stream and 
a volume spray. Water-tight 
shut-off. 





Order a dozen Diamond Nozzles 


in 5 4 carton featuring “‘Per 
fect Sp ~ from your Jobber 
a wrapped in tarnish 


proof paper. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 














Osborne High Grade Punches 


Arch Punches 
Revolving Punches 


A varied and attractive line for the Hardware 


Belt Punches 
Spring Punches 


Trade. Also: Leather 

Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superiaor 

The shove tools will please your customers, as well as our famous Round 
Punches 


and Oval . 
Remember we have had $9 years of successful manufacturing experience, 
—- only skilled workmen and use the finest quality of materials in 
making eur 


We stand back of every tool we make. Try us. Write for Catalog 
and Prices. 


C. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 

















Your Customers 
Either in their homes, offices, or clubs, etc., need 


Moore Push-Pins 
(Glass Heads—Steel Points) 


to hang up small pictures, photos, charts, 
maps, etc., without marring walls. Har- 
monize with any color decoration. 

The safe and easy way to hang heavy pic- 
tures, mirrors, etc., is to use 


(Scientifically Constructed for Strength) 


Popular 10c Packets 


Are quick sellers with good profit to the dealers 
Description of our Counter Displays, Price List, 
Discounts and Samples on request. Advertised in 
the leading magazines for many years. 


Moore Push-Pin Co., ‘¥27ne_ Junction). 


PHILA., PA. 









Moore Push-less Hangers 
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Light Electric a 


Careful and accurate workmanship has placed the 
Kimball Light Electric Elevator in its present envi- 
able position of leadership. Wherever a light electric 
elevator is needed the Kimball will successfully oper- 
ate with a maximum amount of service and at a 
minimum cost of upkeep. 

All parts are built sturdy to withstand rough 
usage and all parts are sawed, drilled and 
fitted and easily installed. 

If you need an elevator machine, write or wire 


your needs to us and we wiil supply you with de- 
scriptive matter on the Kimball Elevator Line. 


SSSSSS ae 





, 








Satisfied 
Customers 








Supertron prom- 
ises the Radio 
ublic and the 
dio trades —a 
revelation in the 
art of making 
tubes—a new re- 
enforced interior 
construction that 
will positively 
cure the present 
tube ailments 
non - microphonic 
—uniform—better 
and a complete 
line. 


‘he 
are the factors which made Supertron _ write glit,,complete 
the foremost Tube in America | | | ale. 

$200 





Branch Ofices in Principal Cities Through- 


out the United States wap 
_ Export Department, 220 B'way, New York Canada $2.15 
SUPE RTRON Supertron Mfg. Ce., ine 
ER UARAN Hoboken, WN. J. 
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FOR 
EVERY HOME 
Sells on Sight 





FINE QUALITY AND FINISH 


MADE /NPOPULAR S/ZES 
and the 


O f ° WT 


{ 
A CARDED ASSORTMENT OF Oval” 
SHEARS. A STANDARD NUMBER 


No. fi? 


THE ACME SHEAR CO. 
Birdgeport, Conn. 
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Hanger Bolts 
Nuts 
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Every individual unit must meet Reed & Prince standards of 
quality and accuracy. Whether finished plain, blued, nickel, 
brass, copper-plated, sherardized or hot-galvanized, it may be 
selected with the utmost confidence . 






» 


REED & PRINCE MFG.CO. par 
WORCESTER, MASS,U.S.A. Wan 
: 12] NORTH JEFFERSON ST. 








WESTERN BRANCH 
_ 
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Sell the Best 
Se oe HARDWARE 
0 For Hard-wear 
For more than 48 years 
Ke) {aamer, Bommer Spring Hinges have 
maintained their leadership and 
eo ] proven their superiority over all 
others. 
on <t They have kept pace with the 











times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINGES 


ARE THE BEST 


Replenish your stock with Bommer. 


They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 47. 
big help in ordering. 


lt is a 











Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 

















HELLER’S ADVICE 


On proper store arrangement, display and storage 
problems can absolutely be depended upon. 





~ 


= 


“Heller's Reference Book on Hardware Store Shelving 
will help you plan for greater sales.’ Send Coupon 


TODAY for your copy. 
W. C. HELLER & COMPANY 


767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 
W. C. HELLER & CO., Montpelier, Ohio 


Please send me your reference Book No. 27-A on Hardware 
Store Shelving. 


OE i OE i ear yer eee eee Pe eee Tk 
Address 





.dheaaee 2 Sees ee ewe ee CCR OPCeeeeeoe ee eeee Oeeeseesveor “ws 
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Repeat Order =f 
QUALITY ua 


= 





We will be «lad to send you prices. 


BEMIS & CALL CO. 


Bemis & Call Wrenches offer more than 
immediate sale possibilities. Their excel- 
lent quality and improvements guarantee 
a large and more satisfactory business of 
repeat orders. 

They make good in service and make 
friends with their users. Their “friends” 
are your best assets. 

Handles, Frames and Bolsters are one 
piece, powerfully braced. Screws are made 
of solid high grade steel. Bars forged 
a open-hearth steel with oval front and 
back. 


Springfield, Mass., U. S. A. 
















FORSTNER 
Labor Saving 


AUGER BIT 









Bores Any Arc 


M 
| of a Circle rid 


y New Uses. 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true PF ag surface. Takes 
the place of a l, gouge, scroll-saw, or 
lathe tool combined. or core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 





The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 









































72% Greater Holding 
Power Than Wire Nails. 
Won't Split the Wood. 
Heads Stay on. 


Send for Quotations 


READING IRON 
COMPANY 


Reading, Pa. 
Also Mokers of RICO Hard Out Floor WY 
Nails, made to drive into hard wood / 
without bending. j 


READ 
CUT NAILS 























ight hae 
MERCHANDISING SERVICE 
Is COMPLETE 


Whether you just want to rearrange 
your present store or plan an entirely 
new business, Duluth Service can help. 

We want to help hardware merchants 
to make their stores more efficient be- 
cause by helping them we help ourselves. 


Hundreds of merchants will verify our 





claims. 
Write us today explaining your problem. 
Merchandising Counsel . - Installation 
ppeuneenimemnntiinteian Store Planning - - + - Sampling 


Duluth Show Case Co. 


New York Office General Offices Chicago Office 
101 Park Ave. DULUTH, MINN 180 N. Wabash Ave. 
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Anchor Brand Clothes Wringers 


April 15, 1926 





You Need ’Em We Have "Em 





Send us your orders 


LOVELL MANUFACTURING CO. 


World’s Largest Manufacturers of Clothes Wringers 


Erie, Pa. 

















Pliers to fit 
particular jobs 


Each of these three types of 
Crescent drop-forged pliers 
has its own special features 
appealing to the motorist who 
likes to keep his car in top- 
notch condition. Thin Nose 
for cramped quarters, Long 
Nose for working with wire 
or for small pins and screws, 
and MoToR KiT for general 
heavy duty jobs—all have 
their place in the home gar- 
age. All should be in your 
stock for the motorist who 
wants them. 

Your jobber has them. 


inators 
of the 


Crescent Tool Company {2 
204 Harrison St.., Jamestown, N. Y. 


CRESCENT TOOLS 











SWEDISH TOOLS 
Are Noted for Their Durability 


Made from Swedish tool steel—the very best 


Service and satisfaction to the user 
govern the manufacturer of Swedish 
Tools. 

Hold the good will of your cus- 
tomers by selling them tools that are 
guaranteed perfect. 


SHARK BRAND CHISELS 


Mark 





Butt Beveled Edge. 

Regular Beveled Edge. 
Socket Chisels. 

Give Complete Satisfaction. 


Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 


We carry a full line of Swedish Made Tools 
: and Hardware. 





Order from your jobber to-day, or write. 


SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 


509 E. Hennepin Ave. 
Minneapolis, Minn. 


Coristine Bldg. 
Montreal, Can. 




















displayed. 








prices. 


_ AMERICAN 








-\MERICAN Folding Rules and Steel Tapes sell as soon as 


The AMERICAN is the Rule that can be extended full length 
and given two complete turns without breaking. The Steel Tape 
is noted for its accurate, easy reading markings. Send for Trade- 


Also manufacture ae line of Combination Squares, Steel 
Scales and Glaziers’ Rules. 


Rule Mfg. Co., 486 Johnson Ave., Brooklyn, N. Y. 
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MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 




















for Furniture Floors and Woodwork 


Bouquet-Brownson Co.Ine. Of: “Paul, “Minn. 








Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 
Write for prices. 


Spargo Wire Co., Rome, N. Y. 














STAY-WET 


Paint and Varnish 
Remover 


IT IS THE QUICKEST 
AND MOST POWERFUL 
VARNISH AND PAINT 
SOFTENER MADE. 


_Its widespread popularity and 
big sale carry conviction. 

It is reasonably priced, car- 
ries a good profit and sells 
readily. 


RELIABLE PASTE CO. 


3223-25 Cottage Grove Avenue 
Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—Calcimine 


























WESCO TIRE CHAINS 
ARE GUARANTEED 


Western Chain Co. 
U. S. A. 





Chicago, 











Manufactured and 
Guaranteed by 


NATIONAL CARBON CO., Inc. 
New York, San Francisco 


Atlanta Chicago Dallas 
Kansas City Pittsburgh 


EVEREADY 


COLU MBI 
Dry Batteries 


~they last longer 


CANADIAN NATIONAL Carson Co., Limited, Toronto, Ontario 














0. Lindemann & Co. 


“2 IRD ° - i 
CAGES Established 1863 


35-37 Wooster Street, New York 






To beat the water meter~— 


GAYLORD 


WATER SAVING DEVICES 
Factory 
GAYLORD MFG. CO. 


Sales Office 
A. K. TROUT CO., Inc. 
342 Madison Ave., New York, N. Y. Paterson, N. J. 




























PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 























Construction seller for home use. 
Sets Manufactured by ; Mts 
The Hart & Cooley Co., New Britain, Conn. Nashua, N. H. 
THE WONDERFUL NEW BRUSH- SHOE K SLOYD 
ING LACQUER. Dries in less than PRUNING N IV E. S OYSTER 
§ half h PAPER Send for Catalogue PATTERN 
one- our. sang a Paper Hangers’ Knife MAKERS 





Write for details today ! 
HOUSEHOLD THE GLIDDEN COMPANY 


National Headquarters 
LACQUEROID CLEVELAND OHIO 











Rebert Murphy’s Sons Co. 
Ayer, Mass. 








TRADE MARK 
BROWN & SHARPE MEG. CO 


BROWN @® SHARPE 
B- suele) 
Made Best 
They Give Complete Satisfaction 
Catalog « reques 
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| WINSLOW'S 
BC bag 








WANTED REPRESENTATIVES 
TO 






Skates 


The Samuel Winslew Skate Mfg. Company 
Wercester, Mass. 

















THe STEWART IRON WoRKS CO. 


INCORPORATED 


225 STEWART BLOCK CINCINNATI. OHIO 




















BARROWS | | _ “BROWNIE” CLAMPS 


and Turnbuckles 






Send UNBREAKABLE. Clamps are made of 
for {tough malleable iron with steel screws, 
plain or nickeled. Turnbuckles are made 
— 4 — P —_— — 
ee ause ey at sk your Jobber or 

MILWAUKER write us for Catalog. 
WISCONSIN Brownie Mfg. Co., Inc. Fort Wayne, Ind. 








DROP FORGED 
WRENCHES 


Vesigned and proportioned to give stiff- 


ness and tensile strength. Made accurately 


and uniform in machini and finish. Send for ade only 
Catalog B-23. - M by 


ARMSTRONG BROS. TOOL CO. ANTI-Borax ComMPounp Co. 
314 N. Francisco Ave., Chicago, Ill., U. S. A. @am uA 27.1968 Fort Wayne, Ind. 


on , “I Make the best Hammer” 
™ Better Machine Screws eee roe 
for the Hardwaré Trade 


Machinists and Mechanics attests the fact that we've 
HARVEY HUBBELL, INC. Bridgeport, Conn. 


Welding Compound is best by every 
test. akes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


















maintained the standard set by the founder of this 
business over 80 years ago. 








THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 


3 ee 99 
mere, | | hc LENOX” sve 
UNIFORMITY OISTINCTION 


Send for Catalog z “The Toots in Lhe Paid Bow” 




















ROBERTS MFG. CO. Somerville Station, BOSTON, MASS. z PUERICAN SNS MEG. CO. SPRINGFIELD. MASS. 











NONE BETTER er = 
SOCKET WRENCH SETS STRATTO a 


The New Britain Machine Company HANDLES 


For Small Tools, Utensils, Electrical Goethe Btc. 


New B it © C ticut Enameling, both baked and aw 


STRATTON MFG. CO. Stratton, Maine 


Get Your Seed Department Ready SEYMOUR oan EES | PRUNING SHEARS 
Now is the time to start making friends Cn a A Fe and Comtets 











Ask your jobber for THE FOWLER & UNION 
CALDWELL SASH BALANCES HORSE NAIL CO. 








Thirty-five anes x a is assurance ey a cman 
CALDWELL MFG. CO. Pleat of 
9 Jones Street Rochester, N. Y. 1000 MILITARY RD., BUFFALO, N. Y. 








Line of Pruni 








with attractive display cartons of Landreth’s and Tree Pruners. 
Garden and Flower Seeds. Make up a list GUARANTHED 
and let us quote you on our tested seeds and Write for New 
Mixed Lawn Grass. Be sure of your stock. MMuctretes Cctelegue. 


Manufactured by 
quace oe erveuste Lan eth eed Co i SEYMOUR SMITH & SON, Os Oakville, Conn. 
- D. dr S °9 Bristol, Pa. Sales Representatives: John H. Graham ‘ Co., Chambers st., New York. 
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Classified Opportunities 





Classified Advertising Rates 
Opportunity Exchange Section 





Use the “Opportunity Exchange Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


50 words or less............ +. -$5.00 
Each additional 50 words or less. 4.00 


Positions Wanted Advertisements 
50% off the above rates 





Address your advertisements and replies to 
Hardware Age, Classified Oppor- 





Set Solid, Minimum 50 words..... $3.00 
Each additional word..... scooe 6S 
All Capitals, Minimum 50 words.. 4.00 
Each additional word....... soe Ve 
Allow Seven Words for Keyed Address 


Za nit 








Discounts for Classified Advertising 
4 insertions, 10% = 8 insertions, 15% 
° 


Remittance Must Accompany Order 


tunities, 239 West 39th St., New 
York City 





HarpwaRe Aap is published each Thursday 
Forms close Ten Days previous to date of 
publication 











BUSINESS OPPORTUNITIES 








CASH FOR IDEAS 


925 paid for each accepted design for counter display 

cases for Pocket Knives, Hunting Knives, Razors, 

|} Butcher Knives, or for any other article. Send sketch 

or model to World's Largest Builders of Display Cases 

of Wood and Glass. SPECIALTY DISPLAY CASE CoO., 
Dept. 62, Kendallville, Indiana. 














STORE FOR RENT—Ideal for hardware business, 4204-6 Lincoln 
Ave. (cor. Berteau), Chicago; 44-ft. frontage on Lincoln Ave., 16-ft. on 
Berteau to a depth of 83-ft. Steam heat; individual basement. Within 
one full block of two million dollar theatre and Irving Park Blvd. 
Possession May 1, 1926. Rent reasonable. An unusual opportunity. 
Ing.: M. FRIEDLAND, Randolph 6648, Room 1626, 31 S. Clark St., 
Chicago, II. 





A VERY UNUSUAL OPPORTUNITY—Retail hardware business, 
doing about $150,000.00 a year; established 40 years; splendidly estab- 
lished; very big money maker; circumstances impel sale; best and most 
prolitable business within 50 miles New York City. An unparalleled op- 
portunity; $70,000 cash will handle the valuable real estate, stock ani 
entire business. Will only recognize parties giving bank or substantial 
references. Address Box H-64, care of Harpwaret Ace, New York. 





OPPORTUNITY FOR ONE OR TWO parties to take over a good pay- 
ing hardware, house furnishing and radio store, established six years. 
Known as one of the best in New York and located on a business thoro- 
fare. It will take about $15,000.00 cash, balance to suit, to handle this 
proposition. I shall be pleased to interview men with above capital and 
serious intentions. Address Box H-17, care of Harpware Ace, New York. 





FOR SALE—PAYING HARDWARE STORE located in Western 
Pennsylvania between Pittsburgh and Erie. Good clean stock consisting 
of general hardware, paints and housefurnishings. Invoices $7,500.00. 
Store located in rapid growing industrial center, low rental. Real op- 
portunity for some one. reasons for selling. Address Box H-59, 
care of Harpware Ace, New York. 





DISSOLUTION SALE—Shelf hardware and house furnishing stock 
invoicing $10,557.00. New brick building 25 x 120 with 40 foot base- 
ment; heat furnished. Good fixtures and good location. Lease expires 
August, 1929; can be renewed. Good railroad town surrounded with 
coal mining, lumber industry and diversified farming. WATSON & 
STANTON, Centralia, Wash. 


FOR SALE—GENERAL HARDWARE STORE, well established, in 
Westchester County, Hudson River Division. Live, going prosperous 
business, farming community. Will dispose of at very attractive price. 
Low rent, splendid opportunity for one with small capital. Good reason 
for selling. Address Box H-74, care of Harpware Ace, New York, 


FOR SALE—GENERAL HARDWARE AND IMPLEMENT $store, 
located in a small town in Western Pennsylvania; stock will inventory 
$12,000.00. Good ny business. Stock can be either increased or de- 
creased. Best of reasons for selling. Address Box H-51, care of Harpware 
Ace, New York. | 


FOR SALE—A PLUMBING and sheet metal business in good town of 
eleven hundred people. Stock and tools invoice around $5,000.00. Very 
attractive price. Terms on part to right parties. Address Box H-29, care 
of Harpware Acre, New York. 


FOR SALE—HARDWARE BUSINESS in good live town; will invoice 
about $8,000. Low overhead; doing good business. Established over 50 
years. Owner retiring. Can interest anyone looking for an opening. In- 
vestigate. CHARL F. STAHL, Marion, Ohio. 


HOUSEFURNISHING DEPARTMENT WANTED—Will rent or 
lease housefurnishing department in successful department store in New 
a wa or surburban. Address Box H-48, care of Harpware AGcg, 

ew York. 


FOR SALE—Flat wrought iron washers, all No. 10 gauge extra heavy, 
Y%-in., M%-in., M%-in., WM-in. and 1-in., discount on 100 Ib. lots 60%. 
Address Box 




















Send in your order at once; we have a limited supply. 
H-66, care of Harpware Acre, New York. 


BUSINESS OPPORTUNITIES 





WILTOLESALE GOING BUSINESS AT invoice doing about $100,000.00 
business a year in Cincinnati, Ohio. A good opportunity with several 
good positions. Want to retire. Address A. MEYER, 768 Mitchell Ave., 
Cincinnati, Ohio. 





WANTED—HARDWARE STORE in Eastern or Central Ohio. Must 
be live proposition, showing good turnover and located in progressive 
town of 1000 to 5000 population. _Give full particulars in first letter. Ad- 
dress Box H-69, care of IHIARpwArE AGE, New York. 





PRACTICAL HARDWARE AND TOOL SUPPLY man with some 
following in the Metropolitan District to join forces with an establisheil 
corporation selling wholesale. Capital desired but not essential. Address 
Box H-67, care of HARDWARE AGE, New York. 





FOR SALE—TWO GLASS counter show-cases. Write for complete 
_— and price. RAYMER HARDWARE CO., 56-60 East Fifth St., 


t. Paul, Minn. 





FOR SALE—A large stock of all sizes of taps and wood screws of 
standard makes. Good bargain. Box 6, Bath Beach, Brooklyn, N. Y. 


HELP WANTED 


SALESMEN—FEstablished manufacturer with national distribution needs 
three experienced salesmen who have worked hardware, furniture or 
building supply trade in Southwest, Southern and Central States. Age 
30 to 35. Please don’t apply unless you can prove conclusively that you 
are worth a good salary and can earn bonus in addition. Will pay ex- 
penses of right man for interview. Address SALES DEPART NT, 


2300 Glenmary, Louisville, Ky. 


WANTED—A-1 SALESMEN in every state calling on first class 
hardware trade, to represent manufacturer of quality tool grinders, coaster 
wagons, and tool handles. Full line men wanted in states of Minnesota, 
Illinois, Iowa, Nebraska, and Dakota’s. Salary and commisson. State 
age, experience, and give references. Address Box H-39, care of Harp. 
waRE AGE, New York. 














SALESMEN WHO HAVE established trade and are perenne ac- 
quainted with hardware dealers and jobbers East of the Mississippi, to 
sell America’s leading tool boxes and hardware specialties on strict com- 
mission. Give experience and territory in first letter. Address Box H-62, 
care of HarpwareE AGE, New York, 





HELP WANTED—Salesman with car possessing hardware and depart- 
ment store acquaintance in New York and Westchester Counties. Wanted 
by an established manufacturer and jobber. Prefer one living in territory. 
Address Box H-46, care of HArpware Ace, New York. _ 








SALESMAN WANTED—Who understands door hangers in every 
detail, to call om hardware trade, also engineering and construction 
companies. State full particulars as to age, experience and salary wanted 
to start. Address Box H-41, care of Harpware Ace, New York. 





ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpware Ace, New York. 





WANTED-—Salesman to sell a high grade and well advertised product 
to hardware jobbers in the East. Must be of that type who can ac- 
comemel everything on his own merits. No references. THE BENCO 
TOOL BOX CO., Box 6, Bath Beach, Brooklyn, N. Y 





SALESMAN--Experienced hardware and steel for New England terri- 
tory; only those with previous experience need apply. Address Box H-68, 
care of HArpwareE Ace, New York. 





SALESMAN—METROPOLITAN DISTRICT—Selling nails to hard- 
ware trade. State age, experience, salary. Address Box H-65, care of 
Harpware Ace, New York. 


WANTED—A SALESMAN FOR Mephisto tools for the States of 
Oklahoma, North and South Carolina, Virginia and Indiana. The W. A. 
‘''ES MFG. COMPANY, Wallingford, Connecticut. 
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HELP WANTED 





WANTED IN LARGE RETAIL STORE near Chicago, first class 
salesman acquainted with sporting goods and general hardware. Do not 
reply unless fully competent and able to handle high grade trade. Salary 
corresponding to ability. Give full information in reply. Address Box 
H-71, care of Harpware Ace, New York. 





POSITIONS WANTED 


POSITION WANTED—EXPERIENCED HARDWARE MAN (retail) 
with twelve years experience in merchandising hardware. Capable 01! 
developing sales ot ag advertising, direct mail and displays. Desires 
connection with reliable firm where advancement or interest would be 





possible. Contemplates change. Highest possible reference as to qualifica 
— oo and reliability. Address Box H-38, care of Harpware Ack 
ew York. 





BUILDERS’ HARDWARE MAN with 14 years’ experience estimating 
from blue prints and architect’s plans and specifications is available for 
immediate opening with a future. Have had valuable experience in 
builders’ hardware business of my own for three years. Can furnish 
a of references. Address Box H-47, care of Harpware Acg, New 

ork. 


SALES EXECUTIVE—WITH 20 YEARS’ successful experience a: 
salesman, sales manager and vice-president, large hardware jobbing firm, 
desires a like position with a manufacturer of nationally distributed 
products. Experienced in organization and expense control. High char 
acter, personality, habits, integrity; fine sales and executive ability 
Address Box H-45, care of Harpware Acz, New York. 








FIFTEEN YEARS PURCHASING and _ supervising materials large 
railway equipment company and now so employed. Desire selling propo- 
sition in_general hardware, railway or mill supplies, preferably in Metro- 
politan District. Feel confident possess personality and other qualifica- 
— omer for success. Address Box H-63, care of HARDWARE AGE, 

ew York, 





AM OPEN FOR A SALES EXECUTIVE position; my training and 
experience in hardware products guarantee the necessary qualifications. 
Have a successful record that will stand fullest investigation. The privi- 
lege of an interview is requested. Address Box H-57, care of HARDWARE 
Ace, New York. 





YOUNG MAN, 20 years’ hardware and tool experience, 8 years outside, 
would like to represent hardware manufacturer or hardware specialty. 
City or traveling. Moderate salary to start. Address Box H-72, care of 
Harpware Ace, New York. 





YOUNG MAN, 27, married, with over 4 years’ hardware experience, 
desires immediate position with wholesale hardware house as clerk in New 
York City. Best of references. Address Box H-70, care of HarpWARE 
Ace, New York. 


SALES ACCOUNTS WANTED 


_ MAN WITH 15 YEARS’ SELLING EXPERIENCE wants additional 
lines for distribution in Virginia. Will consider staple lines for hardware 
and furniture trade. Commission basis. Address Box H-50, care of 
Harpware Ace, New York. 











wee afte HARDWARE age og seis quick sellers, on com- 
mission. wenty years’ experience. an furnish satisfact f 
mano. Li Aan °»8 CO 





SALES ACCOUNTS WANTED 


A SALES ORGANIZATION with a record of success and years ol 
experience selling automobile and parts manufacturers as well as all 
classes of jobbers, is seeking one or more new automotive lines having 
merit. Commission basis. If you want distribution in Michigan anid 
sales volume it will pay you to communicate with us. We invite your 
investigation. C. A. PARKHAM, care of Grinder Sales Company, 526 

Fort St., Detroit, Mich. 








SALESMAN COVERING EASTERN NEW YORK including Metro- 
politan istrict, Eastern Pennsylvania, New Jersey and Southern New 
England States in a car can handle one or two more hardware lines of 
merit. Prefer staple line or a good specialty which is a repeater. At 
the present time, I am carrying only two lines so will be able to do full 
justice to an additional one. Address Box H-42, care of HARDWARE 
AcE, New York. 


SALES ACCOUNT WANTED—MANUFACTURERS’ REPRESENTA- 
TIVE with New York office and established trade calling upon wholesale 
hardware, housefurnishing, automobile, radio, exporters and 5 and 10 cent 
store syndicates, desires correspondence from reliable manufacturer of 
hardware or kindred lines on commission basis for New York City terri- 
tory. Address Box H-55, care of HArpwarE Ace, New York. 


MANUFACTURER’S REPRESENTATIVE OR SALESMAN for 
manufacturing concern available for Metropolitan District of New York for 
marine or builders’ hardware or specialty. State full particulars in first 
letter. 15 years’ em. Can furnish best of references. Address 
Box H-33, care of Harpware Ace, New York. 


SALES REPRESENTATIVES WANTED 

















) MANUFACTURER OF HIGH GRADE 


advertising tire covers desires salesmen ory on 

automobile dealers. Will consider only men of high 

standing. Liberal commission with salary guaran- 

teed. Write, giving references also present connec- 

— Wm. Harris & Co., 407 Jackson Street, St. Paul, 
inn. 














SALESMEN WANTED—FIRST CALL for salesmen on high grade, 
patented, non-competitive automobile cleaner. Test campaign just con- 
cluded among hardware dealers great success. Boon to every motorist. 
Its merits immediately evident. Priced correctly to dealer and consumer. 
Large commission to salesmen. Exceptional sideline. Applications strictly 
confidential ACE MANUFACTURING CORP., Brooklyn, N. Y. 





WELL-KNOWN concern specializing in the manufacture of nationally 
advertised product, having outlet to hardware, electrical and tool trade, 
wants representative calling on the jobbers and large retailers in Michigan. 
Ohio and Indiana. Straight commission. Address Box H-73, care of 
HarpwareE AcE, New York. 





WITH ESTABLISHED TRADE to sell as 
saw. Nearly all territories open 
Address P. O. BOX NO. 160, 


WANTED SALESMEN 
a sideline an imported special wood 
Give full particulars in first letter. 
STATION D, New York. 


COMMISSION SALESMAN IN EACH STATE wanted by manufac- 
turer of hand tools and hardware specialties. Advise territory covered 
one neuen represented. Address Box H-34, care of Harpware Acz, 

ew York. 
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Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 
Economy Mfg. Co. 
Germantown Ave. 

Philadelphia, Pa. 


CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 














Waltham, Masse. 
Tubular and Bifurcated 


=RIVE tox 


J. L. THOMPSON MFG. CO. 





ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 








NEW CATALOG of Stone Work- 
ing Tools and Supplies—just off 
the press—free on request. Send 
for it today. 
Trow & Holden Company 
Barre, Vermont 














AXES SCY THES 


Scythes since 1812, Axes since 1800 


RIXFORD 


MFG. CO. 
East Highgate, Vt. 
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Disston & Sons, Inc., Hemry.............. 
Duluth Show Case Co.................... 
Dwiggins Wire Fence Co................. 


EE ee ee em 
IG... ctcuvedese oneece cute 
Economy Metal Weatherstrip Co.......... 
ns tie eekebeedaneseeeeee 
Se NE GO, on cndseienceccuctesl 
Estwing Mfg. 










McKinney Mfg. 


@eeeeeeeeeeneeeneeneeenennenee 


Ee eee Tem 97 
Sn sdy.c 6e eb ecdeecéees 77 
Maydole Hammer Co., David............. 111 
CY Cn iicccascvéabnseboeds 110 
ng ee 106 
Murphy’s Sons Co., Robert............... 110 
Myers & Brother Co., F. E............ 104, 108 
N 
Pemeeeee Ga “Ges 6 0c oc owe cece ce¥ ou 57, 110 
New Britain Machine Co................. lil 





Tee Ts Ge Be Bic cccccseceseccoses 69 
Wausau Abrasives Co..............--000- 1 
Ce IS Gc 0. ebb c cascvdcoecoeses 110 
Western Importing Co... .......cccccccces 109 
i 2, ac bbee uh ese vb eneceoes 10 
Winslow Skate Mfg. Co., Samuel......... lll 
Worthington Company, George........... 14 
Wright Steel & Wire Co., G. F........... 85 
Z 
Mienesenenm Gen Ge Fe Boe ccccsccveccesec 93 
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A F Niagara Metal Stamping Corp............ 16 
PD Tee Gin sé wb ce'e'o'c 0 tssecceeecce 8 
Mc cctbssbbsembeseaniee 107 Favorite Stove & Range Co............... 2 
CE EEE ee oe 99 Fowler & Union Horsenail Co............ lll 
II. in erncanseeavnepeael 100 O 
i nc euaees seneenedent 113 
American Chain Co...............se0000. 61 G Osborne & Co., C. S.......... cee eee ecees 106 
American Rule Mfg. Co.................. 109 Ca i caer eneeedeueasens 5 
American Sew & Mfg. Co............... PF I I Cities eccnegenvenscsccs cess. 110 
EE ee 12 General Distributing Co.................- 97 
American Shearer Mfg. Co............... ee CE GG sv radccnvegsinccen tests 110 P 
American Steel & Wire Co............... 94 Globe Machine & Stamping Co., The...... 97 
American Stove Co................. 19-20-21-22 ee 72 Peabody & Co., H. W 63-64 
Anti-Borax Compound Co................ il | Grobe &-Co., Ine. A. H................-. 51 | p 1 lg ta cla Rea le 
° eck, Stow & Wilcox Co................- 11 
roasntcteme with ep gual ileal 111 | Greenfield Tap & Die Corp............... 75 | Peerless Electric Co.............0.-..000: 18 
nce ae = ee oeeeerecesecressevere id oo ine ead ae baa p abil 102 Plymouth Cordage. Co..................-- 59 
te Ee We cccccccccesesessseeses Se Gs Gee ode cecesescden dec cess 53 — i rer ar pee 103 
Potato Implement Co.................0065 85 
B PRRRUSERETD Ts Desc ccccccesccccccsceces 108 
H DS Gs Wie 6 be sGeddeccecuceseedondes 87 
a i Md concer eines awe naires 71 i 15 
ee 95 Hanover Wire Cloth Co.................. 47 R 
Beisser Key Machine Co................. 89 Hart & Cooley Co., The.................- 110 
Bemis & Call Co...............--.-. +00. ee DE ivnkeinsesncccssovnexncs 47 a sea 
Blabon Co., Geo. W cepa ch ere iemsime we eee 55 Slartford Rubber Werks.................. 23 Reading Hardware Co............+++++++ = 
i Thc. pcccedegkncoboegecstseeed 110 Heller & Co, W. Co.c.cccccccccccccccces 107 Reading Iron Bbc 666 bees ecssevcesenercees 
Reed & Prince Mfg. Co..............555- 107 
Bommer Spring Hinge Co................ 107 IN ica ccd glbokpdibceth 71 
EE EE, ee ee eee ene 105 Hubbell, Inc., Harvey..................-. 111 Reliable Paste Co...........--+++e+eeee+. 110 
. Se cescdosiceseeene “ 98 
Bouquet-Brownson Co................e0- 110 Hunt, Helm, Ferris & Co................ 81-82 Republic ND Gis o's oc cccteeveceess 
Brookins Mfg. Co...............cccceecces 83 4 Richards-Wilcox Mfg. Co...............-. 49 
Brooks Sons Co., M. S................... 95 SD. Gs og Se we conceseddecdseucs 113 
Brown & Sharpe Mfg. Co................ 110 I  . ccc endpageeossecesen 111 
EE ere 111 Robertson, Arthur R............-+-+++++: 97 
ee EE i cides weececcsceeoeses 67 ee 1 
Indiana Rolling Mill Co.................. 71 S 
Samson Cordage Works................+-- 89 
Caldwell Mfg. Co..... SPO en ree 111 J I EG on. 0tgs ots i ensceeoenesede 94 
Carbide & Carbon Chemicals Corp....... 116 Sherman Mfg. Co., H. B..........00.e008> 106 
Casement Hardware Co.................. 95 Jennings Mfg. Co., Russell.............. 106 Smith & Son, Inc., Seymour.............. 111 
Chain Products Co............-ceeccccee. 115 Johnson Arms & Cycle Wks., Iver........ 89 i s S.  oc ck eau sneesadneneese’ 97 
Chicago Solder Co................ccececes 98 PE Wns oc kv bs ce cesectesccéeeses 110 
Chicago Spring Hinge Co................ 93 Standard Crayon Mfg. Co.............++: 113 
Clayton & Lambert Mfg. Co............. 89 K WEED co ccecdcccccvesccccoscovess 9 
Clemson Bros., Inc................eeeee: 6 Sterling Wheelbarrow Co..............-+:. 111 
Cleveland Stone Co., The................. 69 ee Ge A, i, Bs oc ccc ccc cecevce 92 Stewart Iron Works Co..............+.+: 111 
Cleveland ET re ee At] Kelly Axe & Tool Ee a ee eee 4 Stratton Mfg. Ne i es ec eine ark t See OOS lll 
Coes Wrench Co......... 2. cc cccccccccee 101 Sas o Keehn ecsnscccosdseses 106 Dae EAGER Geico cicetcccseccvevece 92 
Consolidated Electric Lamp Co........... 97 , SE Ty Ge cc cearsvcctssccesense 106 
Continental Wood Screw Co............. 85 
on ok cc ibn ceveeeuese 100 L 
EE 78 T 
I I i cnn ncacaseusseness 109 Lamson & Goodnow Mfg. Co............. 89 
ss tin oe eieee ebbe oe We 83 Cs Bn cc ucceevestebas 111 Thomson Mfg. Co., Judson L............. 113 
OS Gn sce enescosondwbwete 110 Threadwell Tool Co., The................. 89 
A 6 iodine sods dows ccendédauts 109 er ae Ge Gd wind eee hs CGH e cc esveee 113 
D Ludlow-Saylor Wire Co.................. 101 Tubular Rivet & Stud Co................. 103 
Turner, Day & Woolworth Handle Co..... 105 
Dazey Churn & Mfg. Co.................. 97 
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A HODELL CHAIN 
FOR EVERY PURPOSE 









DOG CHAINS AND 
LEADS 
Nos. 10, 11, and 12 assort- 
ments with 12 chains on 
lithographed display card. 

















— 


GARAGE REPAIRS 








It’s Easy 
to Sell Chain Now! 


And that means more and quicker sales to every hardware 
store that uses this new method of chain selling. It’s 
no trick to double your chain sales and spend less time 
doing it with our ‘‘Chain Rack.’’ It’s a self advertiser 
too, it draws attention and reminds your customers 
of chain they need. 


CHAIN RACK Easy to Use 


It’s made just the right size, to hang 
on any post or wall and takes up very 
little space. When once it’s up, you 
will wonder how you ever sold chain 
the old fashioned way. We are saving 
a ‘‘Chain Rack’’ for you. Send for it 
today. We will send it free, postpaid. 





Hodell Chain is best for 
‘repairs about garage and 
home. 


\ 


\ 








FURNACE CHAIN 
Hodell Furnace Chains 
made in Hodell, Cepeco and 
Bulldog patterns. 











Size 18"x12", comes Sell More Chain—lI?t’s Profitable 


complete with hook 
for hanging. tS SVAN 2RODUCTS SO 


Established 1886 Cleveland, Ohio 


SASH CHAIN 


Proper sizes in_ correct 
finishes for all weights of 
double hung sash. 


0 i 


5 PMA ry 
wep Nahe 


610 
Coil Chains 





AGRICULTURAL 
IMPLEMENTS 
Hodell Chain furnished in 
proper sizes for repairing 
Agricultural Implements. 
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cAN OPPORTUNITY 


To the merchant who meets the qualifications set forth below, a na- 
tionally known organization offers an unusual opportunity to take part 
in the extension of an established gas service in places where city gas 
is not available. PYROFAX GAS SERVICE brings the convenience of city 
gas for cooking to homes in any locality, filling a long recognized need. 


The qualifications for the dealer: 


A He must include among his customers families ot 
means who are not served with city gas. 


His business must be sufficiently well established to 
assure proper handling of this class of trade. 


He must possess adequate show room space to dis- 
P hanes. P 
play a standard city gas range and the equipment with 
which it is used. 


To such men we offer: 


A An exclusive agency for PYROFAX GAS SERVICE in 
his territory. 


B Close personal cooperation in securing the initial cus- 
tomers and constant merchandising help thereafter. 


C A substantial profit on each installation. 


D A monthly revenue from the distribution of Pyrofax 


gas, which increases with each new installation. 


E The advantage of representing a company whose 


policies assure service and satisfactory performance to 
dealer and customer alike. 


If you can meet these conditions and desire to obtain more informa- 
tion about this valuable franchise, send us the attached coupon. 


CARBIDE AND CARBON CHEMICALS CORPORATION 


Carbide and Carbon Building, 30 East 42d Street, New York 


Carbide and Carbon Chemicals Corporation— PYROFAX DIVISION 
Carbide and Carbon Bidg., 30 East 42d St., New York, N.Y. 














Send me details of your franchise for selling Pyrofax Gas Service and the neces- 
sary standard city gas-burning appliances for domestic and industrial purposes. 
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Street 
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